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State of the Nation’s Hconomy: 
E Up 
_ On-Inpustry Sates—Amounted to 
“Rearly $19 billion last year, com- 
with $17.9 billion in 1952, 
according to Chase National Bank 
@alculations. Gross income of 35 
' major petroleum firms in 1953 was 
$20.9 billions, a rise of 5.7 percent 
gover the previous year. Capital ex- 
itures increased 5.6 percent to 
000,000 last year against 
$3,199,000,000 in 1952. 
_ rors Sates—Department - store 
sales in latest week reported ran 


stness INpsx—Physical volume 

of business in latest week reported 

advanced to 101.1 from 1008 in 

preceding week, according to 
Barron’s. 

Factory Hminc—Increased to 27 

Br Ape. workers in May from 24 


April, according to Bureau of 
Statistics, while layoffs de- 


Frewut Movements — Carload- 
3 in latest week reported were 
higher than in the previous 
, an increase of 14 percent. 
') Pusuc Payrroits— Federal, state 
a local employes in April num- 
. d 7,083,000, compared with 
9,061,000 a year ago, according to 
‘Census Bureau. 
- Busnvess Farures—Rose to 215 in 
latest week reported from 207 in 
‘the preceding week, according to 
Dun & Bradstreet. 


Down 
Corrsr Use—May shipments to- 
taled 102,810 tons of refined copper, 


its tons less than in April. 
orders at the end of May 


totaled 101,290 tons, against 105,- 
365 in April. May stocks amounted 


305,504 tons,.compared with 
in April 
-Whuotesate Prices— Dropped 0.1 


t in latest week reported 
109.9 percent of the 1947-49 


- 


index. 


‘ 
v9 A 
By Tom Hewitt ' 
Staff WPriter 
OUGH car 
2.2 percent Be week, some U. s. 
(July 2) turned 
u ionth car of 1954 
the last hour before closing for 
long July 4th holiday. 
; According to Automotive News 
output last week 


Dau LIOT] Oo 


~The first half closed with the as- 
ably of 2,956,849 cars, giving 1954 
fourth-highest January-June 
period in history. The total was 
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NADA Seeks Maker-Dealer-U.S. Talks .. . 


Industry-F TC Parley Urged 


By William Ullman 
Washington Correspondent 
ASHINGTON.—NADA is seek- 
ing a tripartite meeting of 
Federal Trade Commission officials, 
auto makers and new-car dealers 
in an effort to expedite solutions 
to maker-dealer problems, specifi- 
cally including freight charges on 
new vehicles. 

It is understood that FTC 
Chairman Edward Howrey has 
agreed to the parley and that 
makers are now being approached. 
This development, conceived by 

Frederick J. Bell, NADA executive 


vice-president, and approved by the 
board of directors, came last week 
as it appeared that there was little 
chance of the Dirksen anti-boot- 
legging bill to get through Congress 
during the present session. 
* + s \ 
YMPTOMATIC also of the dis- 
turbed auto retailing situation 
are two other auto bills in the con- 
gressional hopper which call for 
action by FTC. 
These are the Crumpacker pro- 
calling for a full-scale in- 


posal, 
vestigation of the auto industry 
by the FTC, and the Whitien bill 


Improved 54. Cleanup Seen 


But Dealer Survey Indicates Necessity 
for Caution on Output 


ARLY all dealers look for a 
rough, highly competitive mar- 
ket in the second half of 1954, but 
many say the cleanup should not 
be as bad as last year if makers 
exercise caution on production. 
These points were brought out in 
an Automotive News survey of deal- 
ers in cities across the country. 
The majority of dealers checked 
urged further reductions in produc- 
tion. Some recommended a one or 
two-month production shutdown. 


Dealers in general said that 


NUCDA to Fight 
Dirksen Bill in 
Senate Hearings 


ASHINGTON.—Counsel for the 

National Used Car Dealers 
Assn. will oppose the NADA-spon- 
sored Dirksen bill during Senate 
hearings in July, it was learned last 
week. 

NUCDA’s executive committee 
instructed its general counsel, 
Danzansky & Dickey, last week 
to testify in opposition to the bill. 
The Dirksen bill is designed to 

amend antitrust lawg so that auto 

makers may place their selling 

agreements clauses prohibiting the 

sale by authorized dealers of new 
Page 40, Col. 1) 


hate 1953’s first half. 
truck output totaled 
decline of 12.2 per- 
cent from ~~ like ee last year. 
* 
Y one car tial aces Motor 
Co.—built more cars in the first 
six months of this year than in last 
year’s first half. Ford produced 925,- 
275 Fords, Mercurys and Lincolns, 
a jump of 40.6 percent over 1953. 
Output of both Fords and Mercurys 
was up, but Lincoln production was 


, Pirst- 


Though GM’s output was down, 
Buick and Oldsmobile were up. 

The only truck makers to top last 
year were Ford and Divco. 


most of\their sales are comight 
from showroom traffic, made/up 
of bargain hunters, while the 
most 

from ow! prospecting. / 

The profit picture was 


in the fast-selling lines 
were in the worst stock position, 
while dealers in slower-moving 
lines were in a comfortable posi- 
tion. 
* oe ” 
OME dealers called on makers 
to reestablish firm prices, while 
others deplored the frantic sales 
methods of rival dealers. 

Dealers in several areas said that 
they were looking for heavy adver- 
tising and promotion campaigns, 
plus hard work, to carry them 
through the year. They saw little 
profit in the outlook in spite of 
effort involved. 

Others said that “about all we 

(Continued on Page 42, Col. 1) 


Reaches 3-Million Mark 


the second half now under 
way, shutdown rumors con- 
tinue to pop up. It appears that one 
major producer will close down for 
changeover before the end of Au- 
gust and will not reopen until mid- 
October for production of 1955 
models. 


Another, Kaiser-Willys, h a ; ted 
(Continued on Page 44, Col. 


Production 


Automotive News Estimates: 
U. 8. Cars, Trucks 


133,896 
130,423 131,882 


Last Prev. 1953 
Week Week Week 
For complete production totals 
by makes, see table, Page 44. 


designed to outlaw unilateral 


dustry sponsorship. 
The Dirksen bill i 
was sponsored by 
companion bill is 
tion in the Ho 
would amend 
make it legal 


for introduc- 
. This measure 
e trust laws to 


Long Way Since '11— 


E. H. Kelly (center), general manufac- 
turing manager of Chevrolet, helps attach 
a special license plate to the 31 millionth 
car produced by the firm. At left is W. B. 
M. Brownlie, plant manager of the North 
Tarrytown (N. Y.) plant, and at right, R. G. 
Ford, national assembly pliant manager. 
Chevrolet was incorporated in November, 
1911, and produced 2,999 cars in 1912. 


$8 Per Year, 25c Per Copy 


clause in their selling agreements, 
prohibiting dealers from wholesal- 
ing new cars to nonauthorized per- 
sons for resale. 
s * s 


Lt chance is seen for this 

legislation to break through the 
logjam of “must” bills to be dis- 
posed of this month. It is under- 
stood that most members of Con- 
gress are determined to adjourn 
by July 31, 


In addition, there would have 


It could not be determined last 
week whether the Senate group 
has asked the FTC for a report, 
but it was learned the House com- 
mittee had done so. 


* * * 


i Seseoee feasibility of the various 

auto bills now before Congress 
should be measured by the FTC 
before proceeding further, commit- 
tee members feel, and this will 
take time for study, since the com- 
mission is now overloaded with 
work and at the same time under- 
staffed, 


Concerning the work of the FTC, 
Chairman Howrey said last week: 


“The Federal Trade Commission 
was designed to supplement the 
work of the Department of Justice 
and the courts under the Sherman 
Act. The job of the Department of 

(Continued on Page 44, Col. 1) 


Steel Settlement Beclouds 
UAW Annual Wage Push 


By Gerhardt Neumann 
Staff Writer 
the UAW-CIO back down 
on its proposed demands for 
an annual wage when the union 
opens contract negotiations with 
auto makers next year? 

This question was raised in 
auto circles last week after the 
CIO Steelworkers union had 
quietly dropped its annual-wage 
demands in settling for a straight 


pay increase. 

The steel union signed with major 
steel firms for five cents an hour, 
plus insurance and pension benefits 
which brings the “package” to 
about 12 cents an hour. 

* 7 + 


the Steelworkers submit- 

ted their demands several 
months ago, the annual wage was 
one of the top proposals, giving 
rise to the belief that David J. 
McDonald, head of this CIO union, 
was hoping to undermine the posi- 
tion of Walter Reuther, CIO presi- 
dent and head of the UAW. McDon- 
ald, it is said, has never liked the 
fact that Reuther beat him out of 


ment his hold on the CIO lead- 


ership. : 
Nevertheless, the fact that the 
Steelworkers were able to gain ad- 
vantages over the present benefits 
of the auto workers, especially a 


substantially higher pension pro- 
gram boosting the monthly retire- 
ment pay after 30 years of service 
to $140, including social security, 
may not be insignificant politically. 
In the wake of the wage boost, 
U. S. Steel Corp., which 
sets the pattern for the industry, 
announced Thursday that steel 
prices would be increased an av- 
erage of $3 a ton. The move was 
expected to have little effect on 
(Continued on Page 14, Col. 3) 


Top Cars 
New-car registrations for four 
months, plus 25 states for May: 
1954 Pos, Make 
1—467,556 Chev. 
2—463,160 Ford 
3—177,991 
4—151,957 Plym. 
5—128,610 


126,384 
7—109,732 
S— 56,244 
9— 41,674 











A First for Packard— 


Ray P. Powers, Packard operations vice- 
president, demonstrates the tubeless tire 
which has been adopted by the firm as 
standard equipment on all models. 


Insurance Pays 
GM $30 Million 


In Livonia Fire 


LONDON. — General Motors has 
received $30 million from insurance 
firms as the result of the fire last 
fall which destroyed the GM Hydra- 
Matic plant at Livonia, Mich., the 
British Insurance Assn. said last 
week. Payments now have been 
completed, it was said. 

An insurance spokesman termed 
the amount the largest single prop- 
erty claim in history and said 
American and British firms split 
the payment. 

Unofficial estimates of the loss 
ran as high as $84 million. GM 
never gave out an overall figure, 
but in its annual report said the 
buildings, machinery, equipment 
and inventories had a gross book 
value of $35.6 million, which was 
carried at a net book value of $22 
million after deducting depreciation 
reserves. 

The fire also cost the firm the 
production of 100,000 cars. 


sler Division 


Moves Up Harris 


DETROIT. Appointment of 
Maurice J. Harris as assistant 
sales manager of the Chrysler 
division has been 
announced by E. 
M. Braden, gen- 
eral sales man- 


ager. 

Harris had been 
used-car mer- 
chandising m an - 
ager since Oc- 
tober, 1952. 

He joined Chry- 
sler in January, 
1944, and was as- 
ie: Seat signed as a pro- 
duction foreman on the atom- 
bomb project. He was transferred 
to the Chrysler division in 1945 as 
district manager in Cincinnati and 
in 1949 was made regional man- 
ager in Pittsburgh. 

Two years later he became sales 
promotion supervisor of western 
regions. He was made sales execu- 
tive on the factory staff in March, 
1952. 








Packard to Take Back 
Dealers’ Excess Parts 


credit all parts in excess of their 
requirements that have been in 
stock not over 90 days. 

The plan permits the conver- 


all Packard-type parts, exclusive 
of paints and upholstery trim ma- 
terials, twice each year up to 2 
percent of total net dollar value. 
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Goodrich Opens Court Fight Against U. S. ummm | Goodrich Opens Court Fight Against U.S.Rubbr... ||. (Q——= bas 


Tubeless Tires Stir Patent Suit 


BALTIMORE. —B. F. Goodrich 
Co. last week filed suit against 
U. 8. Rubber Co., charging infringe- 
ment of Goodrich patent rights in 
the manufacture and sale of tube- 
less tires. 

U. 8S. Rubber quickly replied 
that it believes the Goodrich 
patent is invalid, saying: “U. 8S. 
Rubber developed, tested and 
found workable tubeless tires as 
long ago as 1934.” 

In its suit, filed in U. S. District 


Doctors Implore 
Makers to Install 
Car Safety Belts 


SAN FRANCISCO.—The house of 
delegates of the American Medical 
Assn. is asking auto manufacturers 
to consider equipping new cars with 
plane-type safety belts in an at- 
tempt to cut the nation’s auto fa- 
tality rate of 35,000 to 40,000 a year. 

Drs. William H. Halley and 
George A. Unfug, both of Colorado, 
reported during AMA’s convention 
here last week that injuries and 
deaths from auto collisions could 
be “strikingiy reduced” if the belts 
were installed. 

In addition to recommending both 
safety belts and shoulder straps, 
the doctors urged that manufactur- 
ers make seats, cushions and doors 
capable of withstanding collisions 
equal to 10 to 15 times the force 
of gravity. 


Higgins to Seek Office 
LANSING.—State Senator George 
N. Higgins, a Ferndale Pontiac 
dealer, has announced that he will 
be a Republican candidate for 
Michigan secretary of state. Hig- 
gins originally planned on running 
for governor, but withdrew. 


Dealers in 


to the presidency. From left are Richard D. 


executive vice-president off CATA; Deuse; 
past president; R. Huffman, Middletown, 


Aurora Dealers Hold Outing— 
Guests at the annual spring golf outing of the Aurora (ill.) Automobile Dealers 


Assn. (seated, 


Court, Goodrich asked that its 
competitor “be enjoined against 
further patent infringement,” and 
also asked for an award of dam- 
ages. 

“Goodrich first announced its 
tubeless tire in 1947 and has sold 
more than three million units since 
then, it said. 

Most 


policy, purchasing its tubeless 
tires from both U. 8S. Rubber and 

Goodrich on May 11, 1953, also 
filed a patent-infringement suit 
against Firestone. The case is still 
pending in the Cleveland U. S. Dis- 
trict Court. 

After filing the suit against U. S. 
Rubber, B. F. Goodrich said it has 
offered “to license tire manufac- 
turers under its patents and to 
make available B. F. Goodrich tech- 
nical knowledge and ‘know - how’ 
gained through invention, develop- 
ment, and years of experience in 
the manufacture and sales of tube- 
less tires.” 

* 


Tubeless Tires Adopted 


As Standard on Packard 


DETROIT. — Packard will make 
tubeless tires standard equipment 
on all its models, effective immedi- 
ately, James J. Nance, president, 
announced last week. 

There will be no change in car 
prices, Nance said, and conven- 
tional tires will be optional at no 
extra charge. 

Packard thus becomes the first 
auto maker to adopt tubeless tires 
as standard equipment. The com- 
pany also was the first to offer 
tubeless tires as an extra-cost 
choice. It did so last November. 

Nance said that recent auto- 


Spotlight 





Deuse Elected by Conn. Dealer Group— 
The Middlesex County (Conn.) Auto Dealers Assn. has elected Lyman Deuse (center), 


Meek, attorney for the Connecticut Auto- 


motive Trades Assn.; Robert E. Parsons, Farmington, NADA director; Cari R. Lane, 


John Baldoni, Old Saybrook, immediate 
vice-president, and Frank Parodi, East 


Haddam, a director. Harold Rau, Middletown, new secretary-treasurer, is not shown. 





from left), Robert S$. Armacost, past president of NADA, who was 
guest speaker; Ralph Knight, president of the Avrora group; Merritt J. Little, Illinois 


State senator, and H. B. Craycroft, NADA director. Standing: Pot Doran, chairman of 
the event; Les Saunders, executive manager of the Illinois Automobile Trade Assn., 


and C. W. Albrecht, president of the Illinois 


group. 


H 


had made tubeless tires adaptable 

to economical mounting on Pack- 
ard assembly lines, and that this 
helped pave the way for their in- 
troduction as standard equipment 
now. 

Packard has completed a special 
service training program on tube- 
less tires among its dealers and 
field service personnel. A tubeless 
tire can be repaired while still on 
the rim, and the rim used is the 
same as the welded type used for 
conventional tires. 


| matic machinery developments 


S. VEHICLE makers are con- 
* tinuing to send a greater share 
of their production to foreign mar- 
kets this year. But the total is still 
far below prewar, and the greatest 
gain this year is in trucks. 

In the first five months, the 
Automobile Manufacturers Assn. 
said last week, 6.1 percent of com- 
bined car, truck and bus output 
was shipped abroad, compared 
with 4.8 percent in the correspond- 
ing period of 1953. 


938,605, as against 153,402 out of 
3,215, 877 last na 
ca 

vos year’s expert Reuti includes ' 

99,860 cars, 78,098 trucks and | 


3-Month Auto Exports Up 


Reach 6.1 Pct. of Output as Trucks Pace Gain; 
Shipments Still Far Below Prewar 


!World War II, exports took 13.67 
! percent of U. S. vehicle production. 
; Car exports represented 9.8 percent 

Unitwise, AMA said, exports: 
through May of this year totaled ' 
178,066 out of factory sales of 2,-' 


K- W Turns Down 






























Chrysler Lines Grant 


$30-90 Trading Bonus 
DETROIT. — Chrysler Corp. | 
week announced to its deal- 
ers a schedule of “extra trading 
allowances” for the remainder of — 
the 1954-model run. i 

Allowances are $90 on Chryslers — 
and DeSotos, $80 on Dodges, and © 
$30 on Plymouths. 

Dealers had been advised sev- ~ 
eral weeks ago at regional meet- © 
ings that trading allowances © 
would be forthcoming July 1, and © 
were asked to order cars for the © 
remainder of the model year. No ~ 
indication of the size of the al- ~ 
lowance was given at that time. 









percentages have run this way, ~ 
the first figure representing cars 
and the second trucks: January, 
4.3 and 13.1; February, 4.8 and 
16.8; March, 4.0 and 15.8; April, 
3.6 and 17.9, and May, 3.7 and 19.2. 

Because of the small unit volume 
involved, bus percentages are apt 
to vary widely from month to 
month. 


In 1938, before the outbreak of} 











of output, and trucks and buses, 
29.4 percent. 


Union’s Bid for 


108 buses. That for 1953 covers 93,- 
975 cars, 59,311 trucks and 116 buses. | 
Compared with April, May’s ex- 
port activity showed a gain in 
percentage, but a cutback in unit 
volume. 


Distributorship 


TOLEDO. — Willys Motors he 
| turned down a proposal by UAW 
{CIO Local 12 to form an Ohio 
| distributorship for Kaiser-Willys, 








In May, according to AMA, 35,710 
vehicles went abroad out of 588,561 | 
sold at the factory, for a percent- | 
age of 6.1. In April, it was 36,790 | 
out of 631,769, for a percentage of | 
mn * * + | 
M+ exports were composed of 

18,173 cars, 17,514 trucks and 
23 buses. April exports were 19,475 
cars, 1,284 trucks and 31 buses. 


In the first five months, export 


O’Madigan Joins 
Packard as 
Sales Manager 


DETROIT. — Dan O’Madigan jr., 
50, has been named sales manager 
of Packard, it is 
announced by C. 
E. Briggs, sales 
vice-president. 

O’Madigan until 
recently wasa 
Pontiac dealer in 
St. Louis. Before 
that, he had been 
a marketing offi- 
cial with Pontiac 
since 1934 and 
was assistant gen- 
eral sales man- Dan O’Madigan 
ager from 1948 to 1953. 


He began his business career 
with General Motors Acceptance 
Corp. in San Antonio in 1927, be- 
coming sales promotion manager. 


Transferring to Pontiac in 1934 
as district manager in Oklahoma 
City, he later served as assistant 
national used-car manager and was 
zone Manager in Denver and 
Omaha between 1938 and 1942. 








Cadillac Joins Top Ten 


In New-Car Sales 


DETROIT.—The Top Ten in 
new-car sales got a new member 
Cadillac 


ing to official registration figures. 

Last year at this point, Cadillac 
was No. 13, 

In another change in standings 
brought about by most recent 
figures, Nash passed DeSoto to 
take over 12th spot. 























































‘it was announced last week by 
Edgar F. Kaiser, president. 
Laurel C. Worman, Inc., Toledo, 
the present Ohio distributorship, 
| will continue in that capacity. : 
The union’s proposal had been 
under consideration for six weeks./ 
Kaiser said the plan was a “vote 
of confidence in K-W products 
and a further expression of the 
union’s cooperative efforts.” How- 
ever, he offered no explanation for 
rejection of the proposal. 

At the same time, Worman an- 
nounced that he was adding facili- 
ties for the distribution of K-W 
vehicles throughout Ohio and would 
move Willys distributor headquar 
ters to 1511 Madison Ave., whe 
Worman also operates a Packard 
dealership. 

The firm said it would have ex 
panded space for the display of 
K-W vehicles as soon as a new 
retail store for Packard is avail 
able. ; 

The union membership had of 
fered to invest $300,000 from i 
insurance fund in-a new corpora 
tion which would have been capi 
talized at $1 million. 


Touring U. S. 
Chevrolet Show Features 


Two Dream Cars 
DETROIT.— Two Chevrolet ex- 
perimental cars, which took part 
in the General Motors Motorame 
are featured in special Chevrolet 
shows making appearances at staté 
fairs and expositions this summe 
and fall, according to W. E. Fish 
general sales manager. 


The non-production models — th 
Nomad station wagon and the Co 
vette hardtop convertible—are head 
liners of the “Chevrolet All-Stz 
Show” of engineering achievemen 


The seven - month cross - count 
tour of the show is scheduled 
run through November. It include 
specially built operating models o 
car and truck components, cut-i 
half displays, and power steering; 
brake, clutch and transmission ¢ 
hibits. 

Among events at which the sho’ 
will appear are the Canadian N 
tional Exhibition, and state fairs im 
Michigan, Texas, Arizona, [linoi 
and Minnesota. 















a selling ‘is a problem 
for a great many dealers. It 
will always be a problem to dealers 
who do not give the department the 
attention it deserves, The depart- 
ment can be made a valuable asset, 
because the movement of used cars 
does not block the sale of new 
cars. 

A successful used-car operation 
vastly widens any dealer’s circle of 
customers. The movement of used 
cars also provides for increased 
parts and service sales. A dealer 
‘ean increase the effectiveness of 
this used-car department right at 
ihe start by putting tradeins into 

used-car department inventory 
‘at the wholesale price, rather than 
‘the takein allowance. By that me- 
thod the selling of used cars brings 
an opportunity for profit, and those 
in charge of it become more en- 
thusiastic. 

A dealer will never be a suc- 
cessful used-car operator unless 
he reconditions cars and honest- 
ly represents their value to cus- 
tomers. So, the basis of any suc- 
cessful used-car operation is qual- 
ity merchandise, 

But then the opportunity just 
starts. A dealer must then build a 
reputation for deserving the con- 
fidence of the used-car buyer in a 
more aggressive fashion than wait- 
ing to build a reputation only 


Roeper Selects 
Committees for 


Missouri Assn. 


_ JEFFERSON CITY, Mo.—A. H. 
Roeper, president of the Missouri 
Automobile Dealers Assn., an- 
nces committees for the associa- 
for the year ending May 31, 


_ Selected for the convention com- 
Mittee were Chairman J. Rush 
James jr. C. A. Gilbert, Jimmy 
Mueller, William J. Stolz sr., B. H. 
Roberts and Dave Riesmeyer. The 
convention will be held May 16-17 
in St. Louis. 

t Committee—J. M. Alliton, 
Don F. Riley and J. E. Travis jr. 

ive Committee — Don F. 

Riley, Jim Mueller, J. E. Latimer, 
E. K. Striegel, Clint Coons, M. F. 
Duvall, Bill Robertson and R. H. 
Record. 


Employer - Employee Relations 
Committee —Dan Stanley, George 
M. Berry, George Thompson jr., N. 
EB. Fuchs, John Cowgill, Russell 
Sexton and N. S. O’Neill. 


Insurance Committee—Paul John- 
son, J. M. Aliton, Harry Gooch, 
James A. Gorman and C. H. Martin. 

State Traffic & Highway Commit- 
fee—Don F. Riley, C. A. Gilbert, 
George Thompson jr., Roland Cur- 
nutt, M. F. Duvall, Don Armacost 
and C. M. Kinder. 





Index 


Advertising News .............. 39 
Auto Market Page .............. 13 
Ne Se ona adpe oa 27 
MOO EVOOND. 25. ee cece ences 4 
Ng. sie beeen a eke 24 
Do oo occ pes aedcses 28 
Te oc sachs cc céceese 4 
AE, <6 PON mT ol on 26 
ete. a lk 18 
ERE RRR EY 29 
ating g:0irdsé de ina. 4 
letter to Salesmen ............. 8 
a os nae a tans 32 
alk ak hs bc edo 04-0 10 
Personnel (Factory) ............. 25 
Prices, New-Car ............... 34 
Prices, Used-Car, Averages .... 6,30 
by Makes ........... 44 
Registrations, Cars, Trucks ...... 34 
Truck Highlights ............... 19 
Washington Column ............ 17 











through the goodwill of satisfied 
customers. 


Meets Challenge 


Hev is the used-car buying pub- 
lic going to distinguish between 
the operator, from whom he can 
purchase with safety, and the deal- 
er who kicks his used-car depart- 
ment around? 

It is more difficult every day 
to build that reputation through 
classified advertising. The com- 
petition for space is becoming a 
problem. Classified newspaper 
used-car advertising is the basic 
promotion medium, But there are 
many areas where such advertis- 
ing is appearing in such volume 
that the cost to meet competition 
with a large space is discourag- 
ing. 

The other day I noticed a used- 
car classified ad that seemed to 
meet the challenge. It was two col- 
umns by five inches. The text was 

set in this space one column in 
width, That framed it off from all 
other used car advertising on the 
page. It stood out. It attracted fav- 
orable attention. It was low pres- 
sure salesmanship, and its author 
was C. J. McDonough (Ford), of 
Cooperstown, New York. The text 
follows: 


* x + 

Just a little ad to let you know 
that we’re not having any tre- 
mendous, gigantic, super-colossal 
high-pressure used-car sale at 
McDonough Motors. 

Since we started in 1945, we’ve 
been running a low-pressure, 
high-value used-car and truck 
sale. This continuous sale has 
produced satisfied customers at 
the rate of just about one a day 
for the whole eight years. 

We don’t claim to have the 
most cars, the cheapest or even 
the best. All our used cars have 
been used. They’re all composed 
of parts that have been subjected 
to a certain amount of wear. In a 
year’s driving yowll probably 
have to spend some money on 
repairs. 

But whether you invest $200 or 
$2,000, we won’t let you spend any 
money on repairs during the first 
few weeks. We give no fancy 
written guarantee. Yow'll have 
only our word. But just ask any 
of our customers what that 
means. 

We have a nice selection of 
clean cars on our lot right now. 
Why don’t you drop in and let us 
help you get the car and the deal 
that will make the right com- 
bination for you?” 

McDonovuGcH Motors, 
Cooperstown. 
“A Friendly Place to Deal” 
om - ® 


* 


Fast Turnover 


THER dealers are concentrat- 
ing on direct-by-mail for used- 
car advertising; mimeographed let- 
ters on the dealer’s business sta- 
tionery. This is not only a con- 
trolled campaign, but is a “still 
hunt” for business. Your competitor 
does not know what you are up to. 
The letters are sent regularly 
each month to a list of owners who 
bought their cars originally as used 
ears. Such a list constitutes the 
identified used-car buyers in any 
market. Surveys show normally 
that 80 percent of all used cars sold 
are sold to people who already own 
cars that were bought as used cars. 
The letters can be addressed 
only to the people who own cars 
of the make or year in which a 
dealer can profitably trade. For 
instance, if a dealer is loaded on 
late model cars, he addresses his 
letters to the owners who bought 
late model cars two or three 
years ago, 

There are plenty of reports from 
dealers, using this kind of adver- 
tising who get 15-day turnover on 
late models. By taking in such mer- 
chandise, the value of the tradeins 
are more than sufficient for the 
down payment, So, to sell 1953 and 
1952 used cars, circularize owners 

(Continued on Page 41, Col. 2) 
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Dealers tell me 


By dvi 0. Munn 







Man of the Year— 


A. D. Weeks (left), Durham (N. C.) Lin- 
coln-Mercury dealer, receives the Durham 
Exchange Club's ‘Man of the Year" award 
from John Riley, president. 





Market Is Spotty .. . 





Competition Still Hot 
In New Orleans 


By Gomion Hebert 
Staff Correspondent 
NEW ORLEANS.—The auto pic- 
ture here is good in all three phases 
—new cars, used cars and service. 
But, when one analyzes the 
picture, particularly new - car 
sales, it is not so bright. Two 


| makes in the low-priced field are 


enjoying better than 50 percent 
of the total business, while two 
other cars in the medium-price 
category are sharing a greater 
portion of the total sales than 
they have previously. 

While the used-car business is 





Cooperation Helps Cut 


Bootlegging in Mich. 


LANSING.—Cooperation of auto 
dealers, the secretary of state’s of- 
fice and the State Revenue Depart- 
ment appear to be slashing boot- 
legging in Michigan, Gilbert L. 
Haley, executive vice-president of 
the Michigan Automobile Dealers 
Assn., said last week. 

He said any reports of new cars 
appearing on used-car lots are im- 
mediately investigated by the two 
State offices, and if any irregulari- 
ties covered by State law are found, 
the used-car dealers are either 
fined or warned. 

Haley said that when bootlegging 


New York Board 
Adopts Code for 
Car Advertising 


ALBANY.—Directors of the New 
York State Automobile Dealers 
Assn. have adopted a code to estab- 
lish standards for fair and forth- 
right advertising. 

The board unanimously passed a 
resolution calling for the adoption 
of such a code and directed C. D. 
Henderson, the executive vice-pres- 
ident, to confer with organizations 
of newspaper publishers and other 
advertising media to seek their ac- 
ceptance of a uniform statement of 
ethical principles. 

Three suggested codes have been 
drawn up for local dealer associa- 
tions because it was felt that no 
single code specifying precise word- 
ing would be acceptable throughout 
the state. 

Detailed specifications will be left 
to the dealers in each locality to 
work out with the ad sellers on a 
community basis. 


The resolution stated in part: 
“Whereas deceptive and dishonest 
advertising of automobiles by un- 
scrupulous dealers has blackened 
the reputation of automobile deal- 
ers ... and hag wreaked havoc 
with the retail sale of new auto- 
mobiles and . . . constitutes one of 
the elements which perpetuate . 
bootlegging . . . this organization 
is convinced that the only effective 
means of prohibiting such advertis- 
ing ...is to get pledges from all 
legitimate dealers and .. . operators 
of advertising media to live up to a 
code which will be fair to all...” 


Indiana Sheriff 
Raids Dealership 


KNOX, Ind.—The Starke County 
sheriff, under court order, has re- 
moved $2,000 worth of merchandise 
from Beaver Nash Sales & Service 





At the time, Vern Beaver, co- 
operator of the dealership, was serv- 
ing 30 days at a State penal farm 
on conviction of assault and bat- 
tery. 

The court complied with a writ 
of attachment filed by Home Fi- 
nance Co., Inc., which sought to 
recover the value of a $2,000 car 
sold in March, 1953, plus 7 percent 
interest. 


The finance company said it 
feared the defendants were about 
to dispose of their Knox properties. 


was at its peak, most of the new 
cars on used-car lots came from 
sources in surrounding states. 

New-car dealers in Michigan are 
still urged to notify the MADA of- 
fice in Lansing if they suspect boot- 
legging in their area. 


Old Timers Elect 


Horner in D.C. 


WASHINGTON.—Stanley Horner, 
Buick dealer and former NADA 
president, last week was named to 
head the National Capital Council 
of the Automobile Old Timers for 
the remainder of 1954 and all of 
1955. He succeeds Maj. Henry Cun- 
ningham, Lincoln-Mercury district 
manager. 

Donald Barnhart, of NADA, was 
chosen first vice-president; Louis 
Jullien, accessories jobber, second 
vice-president, and Edward Wal- 
lace, retired dealer, third vice-pres- 
ident. 

J. Leo Sugrue, Nash dealer, agreed 
to continue as secretary-treasurer. 
Responsibility is the essence of this 
job today, since the treasurer’s re- 
port showed the cash balance to be 
$1.13. 

Roger Lewis, Ford dealer and 
chairman of the membership com- 
mittee, reported a large batch of 
new members. 

Bob Hicks, of Hicks Chevrolet, 
got a vote of thanks for his work 
as dinner chairman. 





Cincinnati Area Lists 


102 New-Car Dealers 

CINCINNATI.—There are 102 
licensed new-car dealers in Ham- 
ilton County, according to the 
Cincinnati Automobile Dealers 
Assn. 

A list compiled by the associa- 
tion also shows 148 used-car deal- 
ers, 16 truck dealers, 12 trailer 
dealers and five motorcycle 
dealers. 





The men who 

















makers into a 


5a 251 of Title 2) 
Wemhoff from making a 
a U. 8. senator or representative 


to back his favorite candidate. 
2 


Ohio state investigators have 


license. . 


On the House .. . 


dependent companies will go down in history as 
real auto pioneers, for upon them rests a task 
that few, if any, early-day pioneers had to face. 
Theirs is a job of coordinating five or six separate 


costs, to keep their dealers healthy—to regain their 
share of the auto sales pie. This writer, among 
many others, believes they can do it, too... . 


With federal elections coming up soon, dealers 
are reminded again of the U. 8. code (Section 


any election in which Presidential electors or 
is a fine and/or prison term. It’s okay, however, for an individual 


Rod McCall and Charles Cooley have been elected to 
fill vacancies on the Montana association board. . . . 


erators it’s illegal to offer used cars for sale without a dealer 
. . Kansas association has raised its minimum dealer dues 
slightly to take care of increased costs; points out that even a 
dealership porter pays more annual dues to his union. . 
kee dealers will picnic Aug. 10 “noon to bedtime.” 


| still spotty, most operators report 
}it is beter than fair. Good pieces 
are scarce and they are bringing 
premium prices. There is no de- 
mand. for rough merchandise. 
Prices, as a whole, are holding up. 


Both franchised and independent 
dealers have an amazingly low in- 
ventory of used cars. A number of 
new-car dealers are going out of 
town to buy used cars in order to 
bring up inventories and balance 
stocks, 

“The used-car situation here is 
entirely different than in many 
other parts of the country,” one 
veteran operator said, “Frankly,” 
he added, “I haven’t got the an- 
swer. For one thing sure, purchas- 
ers of new cars are either selling 
their old car themselves or keep- 
ing it as a second or third car in 
the family.” 

New-car dealers are shying 
away from trading late models, 
particularly ’52s and ’53s, unless 
they can get them at the right 
price. 

The new-car business is highly 
competitive, the roughest it has 
been since the war. A number of 
dealers believe that plenty of busi- 
ness is being forced. A few dealers 
are attempting to force bootleggers 
out of the picture by meeting their 
price or selling below it. 

One dealer sized up the present 
situation by stating at one time 
customers didn’t care what they 
gave for a new car, then they got 
a little choosy and today they are 
back in the driver’s seat as the 
result of the competitive market. 
This dealer said a couple of cars 
stimulated interest this year, but 
many dealers are giving away 
merchandise. 

The truck market is also better 
—that is, from a profit stand- 
point. One dealer said that the 
market could only go two ways— 
up or down—and since it had 
been at the rock bottom so long 
it just had to pick up. 

Finance companies report that 
the collections are better. One firm 
reported it had reduced past-due 
accounts 40 percent during the past 
month. 


Jury Clears Ness 


|Of Tax Charges 


FERGUS FALLS, Minn.—(UTPS) 
—Berth C. Ness, 45, operator of 
Wild Rice Motor Co. (Buick) at 
Mahnomen, Minn., has been found 
innnocent on four counts of income- 
tax evasion. 

An all-male jury cleared him. 

Ness was accused in a grand jury 
indictment of having evaded $194,- 
491 in Federal income taxes from 
1947 through 1950. The Government 
claimed he understated his income 
for those years by $357,742. 








direct the various mergers of in- 


workable combination, to slash 


which prohibits any corporation 
contribution “in connection with 


are to be voted for.” The penalty 


But keep the company out of 


been notifying service station op- 


. . Milwau- 


—Prrs Wemuorr, Bditor, 
Automotive News 
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oo { |. Fair and equitable contracts between manufacturers and dealers in 
A motor vehicles, parts and accessories; 
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¥ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 
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New Opportunities Begin 
With Wedding Bells 


the consolidation of Studebaker and Packard, the 

auto industry will come to the end of an era. The so- 

called independent car makers will be gone as individual 
companies. 

Yet, as divisions of larger companies, they and their 

dealers will live on to make a stronger bid. And for that 

the industry can be thankful, and the consumers will benefit. 


The public should not be overlooked here, for it is only 
through offering the public a product and a service that 
it wants and needs that any business survives. 


No one can foretell what will be the eventual outcome. 
The battle has just begun. Studebaker-Packard, American 
Motors and Kaiser-Willys may go their individual ways, or 
there may be additional consolidations. 


But, at any rate, the makers are moving toward making 
themselves stronger, more able to compete. The mere act 
of joining will not necessarily make the companies stronger. 
They will have to use the advantages of union to plan better, 
engineer better, build better and sell better. 


In the past, some of the independents have said that 
they have had to build better cars than the bigger companies 
to attract buyers. Some have worked in the direction of ad- 
vanced styling and engineering. All of them have needed 
imagination. 

They will still need those attributes, and good manage- 
ment as well. And they will need shrewdness, flair, good 
sense and hard work in the field of distribution. 


Many dealers—and this is especially true of the late- 
comers—have looked on the independents as stepping stones 
or last resorts. Yet the real oldtime merchandisers among 
the independent dealers know that there is a long-time 
future and solid attractions in dealing in the independent 
cars. Many a strong dealer would take nothing else. 


That will be the big objective of the new companies—to 
attract and hold able men, to build up strong dealers, to 
convince them of the advantages and keep them dedicated 
to the cause. 





Events 


Dealer Conventions 


Dakota. 
one. Is-18-—New Mexico Automotive Deal- 
Convention, Hotel Hilton, 


EE wre Automobile 


Breadview Hotel, fel. Wichita, 


Sogn 19-20—Automobile Dealers Associa- 
tion of North Dakota, Conveation, Fargo, 
— Dakota. 

19-22—New York State Automobile 
Convention, Saranac inn, Sare- 
oat New York, 

= 20-2i—Mianesota Automobile Deal- 
Association Convention, Nicollet 

Hotel Minneapotis. 
Sept. 2/-22—Wisconsin Automotive Trades 
Schroe- 


Association Conveation, Hotel 
der, Milwaukee. 
pt. *23-24—N 


pt. 
Alabama, inc. — Buena 
ofc. Biloxi, ‘M 
. 3-4—Oklahoma a Dealers 
Skéevin 


Ctishome Cin Dealers Association 
ot I snans Convention, Biloxi, Missis- 


oct '¢-9—Penneyivania Automotive Asso- 
ciation conan venation, Haddon Halil, At- 


a omy, ew Jersey. 
Oct. 2-Mississippi Automobile Deal- 
on 4 ham vention, Buena Vista Hotel, 
Oct. 10-12—Texas Automotive Deslers As 
sociation oe Gunter Hotel, San 
on. ini 


Oct. Tt Tennersoe Automotive Associa- 
tion Convention, Peabody Hotel, Mem- 


phis. 

Oct. *93-25—Arkansas Automobile Dealers 
Association Convention, Marion Hotel, 
Little Rock. 


pied, Atemetve Trades 
Hartford. 


ion Convent 
jiNon 1—10th po Convention, 
Texas Independent Automobile Dealers 
eee Hilton Hotel, Fort Worth. 
7-9—Ohio Automobile an Assn. 


“aaa tion, Ma’ Akron. 
Nov. 7-9 — Kentuc ve ke ty Automobile, Dealers 


Association eatin Kentucky Hotel, 
Louisville. 
Nov. 14-l6—National Used Car Dealers 
’ Convention, Empress L 
Miami Beach, Fla. 
18-19 — ‘Idaho Automobile Dealers 
ite Convention, Boise Hotel, 


Nov. “0 — Utah Automobile Dealers As- 
sociation Con house Hotel, 
oat = Ci 


_ , New 
— Montana Automobile Dealers 
- ion, Florence Hotel, Mis- 
sou 


Dec. Ie os iaivouine County Automobile 
Deal Convention, Milwaukee 
Athletic ue Milwaukee. 

* * « 


Dealer Auto Shows 


. &-16—Chicago Auto Show, 
tional Amphitheater, Chicago. 

Jan. 8&-16—Washington, D.C. Auto Show, 
Washington, 

Jan. 29-Feb. 6—Detroit Auto Show, Mich- 
igan State Fair Grounds, Detroit. 

Feb. 5-12 — Milwaukee Auto Show, Mil- 
waukee Auditorium, Milwaukee, 

Feb. 12-19—San Francisco Auto Show, Pan 
Pacific Auditorium, San Francisco. 

oe 


General 


July 12-16—ATAM Annual Meeting, Broad- 
Hotel, Colorado. springs, Cato. 

— 16- Engi- 

(National West Avlomett Meeting), 


jes. 
Sept. 10- ational Truck Leasing Assn., 
10th Annual Meeting, Stemarehe Hotel. 


Cocoa, 
. 47 — National Petroleum Assn. 
(52nd ce Meeting), Traymore Hotel, 


Interna- 


ag 


tomotive Parts Rebuilders 
(Continued on Page 33, Col. 1) 





‘No Rat Races .......° 


Ship 2 en comm Sipe She he Sameeh, of coe. een ws ines te ee 
readers, and attention is 


letters are welcomed. No 


given to unsigned 


your 
letters but you may sign your name with the assurance that it will not be 
used, Address Bditor, 


Ex-Dealer Speaks 

I enjoyed the article in the Auto- 
Motive News, June 21, very much 
and think Clare E. Briggs is right 
and that Ford and General Motors 
are wrong. That is the reason we 
sold our Ford agency in April, 1954. 
We rented our building for five 
years for $500 per month and sold 
out for $75,000 cash in the bank. We 
also had out in time paper $125,000 
as of Jan. 1, 1954. Half of same is 
now in. 

I am moving to Phoenix, Ariz., 
in the fall and the next time I take 
on an auto agency I will take on a 
car that is not interested in rat 
races. I don’t think it is important 
who has leadership as they both 
make good autos. 

We have been in business for 14 
years and did real well, thanks to 
good luck, hard work, average 
brains and a loyal organization.— 


World sales of Ford cars and trucks in June totaled 101,661, the 


largest June sales volume since 1930. . 


. Chrysler and DeSoto an- 


nounced they would continue to produce their airflow bodies, adding 
that in less than six months they had built more than 20,000 of these 


cars .. 


. There were 23,827,290 motor vehicles registered in the U. S. 


in 1933, a decline of 1.2 percent from the previous year, according to 


the Bureau of Public Roads. . 


- Motordom will pay more than one- 


ninth of the national tax bill in 1934, according to the U. S. Chamber 


of Commerce . 


. . Nash has added a four-door standard sedan and a 


four-door special sedan, both trunk-equipped, to its Lafayette line. 


The standard model sells at $695, and the special at $745. . 


. Manufac- 


turers of radiator cap ornaments that project in front of the radiator, 
especially those with sharp points, are warned that authorities are 
vv criticizing such gadgets because of their danger to pedes- 


—From the files of Automotive News, 





Automotive News, Detroit 26, Mich. 





Georce A. Rempe, Rempe Motors, 
Dekalb, Ill. 


P.S.— Why don’t Ford and GM 
fire the men who are to blame for — 
the crazy market. : 


* . * 


Sunken Bedroom? 


I have taken particular interest 
in reading about the recent merg- 
ers of the smaller companies, and 
the trends of new styling in the 
past issues of Automotive News. 


After being over here for a while, 
where the oxen are still used and 
probably thought of as being the 
best and most efficient means of 
transportation, it is indeed a won- 
derful thing to read about the 
present and future trends of the 
automobiles of America. 


The new low silhouette, plastic 
tops and bodies, sliding doors, wrap- 
around windshields and control 
knobs to replace the steering wheel | 
are some of the things we dream 
of over here in the fullest sense 
of the word. ‘ 


Now since more competition is | 
returning to the industry and the 
engineering departments are con- 
stantly scouting for new ideas, ! 
believe the greatest, most sensa- 
tional, and not to say the most in-— 
teresting challenge, is left to the 
American Motors Corp.—Nash, the 
first car with a built in bed, and 
Hudson, the first car you “step 
down” into. 


I think a car for them to build 
that would be a 100 percent, 50-50 
compromise between the two would 
be one with a sunken bedroom.— 
Pro, Cuagizs EB. Stepuens Jr., Seoul, 
Korea. 
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The world over... | 
more people ride on Goodyear tires than on any other kind ! 


During the past thirty-nine years, this is one fact that year, keep discovering for themselves that Goodyear 
has remained steadfastly unchanged in a constantly tires give them more of everything they want—more 
changing world: More people ride on Goodyear tires than safety, more comfort, more traction, more mileage. 
on any other kind! Reason? More motorists, year after Goodyear, Akron 16, Ohio. 
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Small-Town Dealer Combs Out Prospects . . . 


‘Can’t Get Honey Around Hive’ 


By L. H, Houck 

Staff Correspondent 
MEXICO, Mo. — Selling maxims 
are being dusted off and turned 





or two customers and has closed 
deals to show for the effort. 
With three salesmen using up 30 

names a day, the problem of pros- 


into sales producing gimmicks in| pect supply soon becomes upper- 
this town of 11,623 in east-central } most. Pearl wants his prospects as 


Missouri. 

One of the oldest, from an old 
tomcat on a fence, “You have to 
make calls,” is basic to the sys- 
tem which is spiralling new and 
used-car sales here for Frank N. 
Pearl (Lincoln-Mercury). 

Three outside salesmen make 10 
calls a day each. Mexico is the 
center of a trading area of about 
35,000. In this area there are a 
number of small towns and sales- 
men are periodically assigned to 
canvass prospects in each trading 
center. 

A sales meeting is held each 
morning. Salesmen report on their 
calls and Pearl compares notes and 
issues new names. 

When a salesman has not been 
able to make his quota of 10 calls 
it often turns out that he has 


spent most of his time with one 





McKay Attends 
25th Anniversary 
Of Motors Holding 


DETROIT. — Interior Secretary 
Douglas McKay was on hand last 
week to help celebrate the 25th an- 
niversary of Motors Holding divi- 
sion of General Motors. 

McKay, who in 1931 was estab- 
lished as a Chevrolet-Cadillac deal- 
er in Salem, Ore., with Motors 
Holding financial assistance, repre- 
sented the alumni group of MH 
dealers. 

The anniversary was celebrated 


with a series of special internal | 


Robert M. Campbell (Oldsmobile), | 
Fort Worth, and F. J. Zimmerman | 


(Chevrolet), Pennsauken, N. J., rep- 


resented the present group of M.H. | 


dealers. Catherine Hatcher, New 
York, who is marking her 25th an- 
niversary with the division, repre- 
sented the secretarial group. 

The business sessions were ad- 


dressed by Harlow H. Curtice, pres- | 


ident of GM, and William F. Huf- 
stader, distribution vice-president. 

More than 2,000 GM dealers have 
received financial assistance in 
establishing their businesses from 


Motors Holding since that division | 


was organized June 29, 1929. 


Coast U. C. Dealer Awaits 





warm as he can get them but he 
also feeds in cold ones to keep the 
pot boiling. 

Best prospects, he feels, can be 
obtained from those recommended 
by a customer. After each sale is 
made the salesman checks with the 
owner several times in the ensuing 
two months for persons who might 
be interested in a demonstration. 

The new-car owner can usually 
furnish a number of these during 
that period ‘because he talks to 
friends about his new car. 

Pearl slants his sales toward a 
mass market, and to get the most 
sales salesmen have to talk to the 
most people in the mass market, 
he said. 

“You don’t get any honey hang- 
ing around the hive,” Pearl told 
Automotive News. “Our 1954 sales 
campaign is based on our bees 
ranging the length and breadth 
of our trading territory. 

“Most deals are completed by 
personal contact so the more people 
our salesmen talk to, the more 
sales we will make. Our records 
prove this to be a sound funda- 
mental fact because our sales go up 
in direct relation to the number of 
people we see.” 

Another fact that has been de- 
veloped in this field work, accord- 
ing to Pearl, is that very few people 
have been asked to buy an automo- 
bile since 1940, Pearl said the per- 
centage who had been contacted by 
other dealers and actually asked to 
buy was less than 5 percent of 
those Pearl’s men had talked with 
and listed on contact cards. 

Pearl, however, does not de- 
pend on any one factor—such as 
making calls—for sales. 


“You have to use every sales me- 
thod and every gimmick in the 1954 
market,” Pearl said. 

He keeps the heat turned on all 
the time. Salesmen cannot hope for 
an easy day. 

Pearl consistently pushes them 
up, asks for reports, feeds in new 
prospects and then asks for a re- 
port when the salesman has barely 
had time to see the prospect. This, 
he feels, keeps the organization on 
its toes. 

Direct mail is used. Pearl has the 


|auto registration list for the area 


and most of the owners will be con- 
tacted before the end of the year. 
Names in the telephone book are 


the calls come in he tells the caller 
that he is a Mercury salesman and 
asks him if he wants to sell his 
car and if he doesn’t asks him to 
consider a trade on a new Mercury 
or on a used car. A high percentage 
of those calling have been sold, 
Pearl said. 

“The retail automobile business 
has a big advantage over many 
other businesses,” Pearl said, “be- 
cause everybody is a prospect.” 


Alaska Car Sales 
Booming, Buick 


Aide Reports 


SAN FRANCISCO.—Car sales are 
booming in Alaska and, as a result, 
the territory is gaining stepped-up 
attention as an auto market, ac- 
cording to George H. Ruhe, Pacific 
regional manager for Buick. 

Alaska is busy expanding and 
improving its system of surface 
highways, Ruhe reported. This, to- 
gether with population growth, 
healthy economic conditions and 
steady development of the territory, 
has had an accelerating influence 
on the car sales volume, he said. 

Ruhe pointed to greatly improved 
access:bility of the area as a factor 
in development. 

Accompanied by E. C. Kennard, 
Portland zone manager for Buick, 
Ruhe visited Buick dealers at Ket- 
chikan, Juneau, Anchorage, Seward 
and Fairbanks. 


Mast-Foos Purchases 


Federal Motor Truck 


DETROIT.—The Federal Motor 
Truck division was purchased 
from Federal-Fawick Corp. last 
Wednesday (June 30) by Mast- 
Foos Mfg. Co., headed by Dallas 
E. Winslow, who also is a Ford 
dealer in Mount Vernon, O. The 
Purchase price was not disclosed. 

Federal Motor Truck produces 
large trucks, buses and special 
chassis. Winslow reportedly will 
not change the firm’s name. 

The truck firm had been up for 
sale for some time, and Federal- 
Fawick reportedly had been try- 
ing to sell it to American Motors. 








1954 


dune 30 
(Sale and prices very strong. Sold 
122 cars out of 150 offerings.) 
BUICK—Super Riviera coupe, $1,900*. 
’52 Special 4-dr., $925*. ‘51 Super 
Riviera coupe, $950*; Special 2-dr., 
$715*. 50 Special 4-dr., $525, $450, 


$445*; Super 2-dr., $410*. '49 Super 
conv., $275*. °48 Super 2-dr., $270. 

CADILLAC—’53 (62) coupe de Ville, 
$3,420*; 4-dr., $3,100* (ps). '52 (60) 
4-dr., $2,250* (ps). °51 (62) 4-dr., 
$1,800* (ps). '50 (60) 4-dr., $1,000*. 

CHEVROLET—’52 SL Deluxe 4-dr., 
$885; 2-dr., $825, $810. ‘51 SL De- 
luxe 2-dr., $720, $690, $680, $635, 
$625; SL Special 2-dr., $510, $500; 
%-ton pickup, $530. ’°50 SL Deluxe 
4-dr., $425*, $410. °49 SL Deluxe 2- 
dr., $360, $350; SL Special 4-dr., 
$315. 

CHRYSLER — 
$510*. 

DODGE—’52 Coronet conv., $910*. 
Coronet 4-dr., $380*. 

FORD—’54 Custom (6) 4-dr., $1,700. 
’53 Crest (8) Victoria, $1,405; Main 
(6) 4-dr., $1,000; 2-dr., $940. ’52 
Crest (8) Victoria, $1,150*; conv., 
$1,075; 4-dr., $925*; 2-dr., $960*; 
Main (6) 2-dr., $700. '51 Custom 
Deluxe (8) Victoria, $850*, $680*; 
Custom (6) 2-dr., 2 at $550; Custom 
(8) 2-dr., $655; Deluxe (6) 2-dr., 
$580, $535. °50 Custom Deluxe (8) 
4-dr., $590, $510; conv., $555; 2-dr., 
$450; Deluxe (6) 2-dr., $375, $340, 
$305. °49 Custom Deluxe (8) 2-dr., 
$355; Custom Deluxe (6) 2-dr., 
$270, $260, $255; club coupe, 


$300. 

MERCURY—’53 2-dr., $1,450. °52 2-dr., 
$1,170; club coupe, $1,125*. °51 4-dr., 
$725, $655; club coupe, $615. ’50 
club coupe, $440, $430; 4-dr., $565. 

NASH—’52 Rambler Hard Top, $855. 
’51 Rambler Hard Top, $555; 4-dr., 
$425. ’50 Statesman 2-dr., $230. 

OLDSMOBILE—’52 (98) 4-dr., $1,420*. 
’51 (98) 4-dr., $975*; (88) 4-dr., 
$1,055*; 2-dr., $910, $855. "50 (88) 
2-dr., $665*. °49 (76) club coupe, 
$370*; (88) 4-dr., $275*. 

PACKARD—’53 4-dr., $1,750*. 
dr., $130, $125. 

PLYMOUTH 
coupe, $1,325; 


"50 Windsor Newport. 
"49 


"49 4- 

— ’53 Cranbrook club 

4-dr., $1,020; Cam- 
bridge 4-dr., $910, $855. °52 Cran- 
brook 4-dr., $775. ’51 Cranbrook 4- 
dr., $580, $555, $500. °50 Deluxe 
Suburban, $605; 4-dr., $450, $420. 

PONTIAC—’54 Star Chief (8) conv., 
$2,425*. °53 Chieftain (8) Catalina, 
$1,660*. ‘'52 Chieftain (8) 4-dr., 
$1,075*. '51 Silver Streak (8) 2-dr., 
$830*; club coupe, $810*; Silver Streak 

2-dr., $770, $620. ‘50 Silver 

(8) Catalina, $730*; Silver 
Streak (6) 4-dr., 2 at $500; 2-dr., 
$575, $470. °49 Silver Streak (8) 4- 
dr., $460*; Silver Streak (6) 2-dr., 
$305. °48 Torpedo (6) 2-dr., $370*. 
’47 Torpedo (6) 4-dr., $160. 

STUDEBAKER —’51 Commander coupe, 
$465*; 2-dr., $425. 

WILLYS—’52 2-dr., $515. 

MISC.—’51 Henry J. (4) 2-dr., $215. 











Used-Car Bulletin from Detroit... 
Latest Auction Prices 


F (Copyright, 1954, by Automotive News) 
(Aptco Auto Auction. Sale every Wednesday.) 


Super gonv., $1,025*; 4-dr., $795*; 2- 
dr., $775*. '50 Special 4-dr.,° $575*. 
*49 Super 4-dr., $330*, $285. 
OADILLAC — ’54 
(ps). °48 (62) 4-dr., $445 
CHEVROLET—’53 Bel Air 2-dr., 


(62) 4-dr., $4,900* 
. 
$1,- 
(210) club coupe, $1,150. ‘52 
SL Deluxe conv., $1,040*; 2- dr., 
$835*, $805; es $835*. '51 SL De- 
luxe Bel Air, 05; 4-dr., $685*, 
$675*, $670, $630; 2-dr., $675, $665, 
$660, $655, $640. ‘50 SL Deluxe 4- 
dr., $475. '49 SL Deluxe 2-dr., $380. 
’47 SM town sedan, $105. 
CHRYSLER — '52 Windsor conv., $1,- 
115. °'50 Windsor 4-dr., 
Windsor 4-dr., $450*. 
DeSOTO—’'53 Powermaster 4-dr., $1,- 
375; Fire Dome 4-dr., $1,395. ’52 De- 
luxe club coupe, $785. '51 Deluxe 4- 
dr., $700; club coupe, $730, $670. ’49 
Deluxe Carry-All sedan, $290*. 
DODGE—’'53 Meadowbrook 4-dr., $1,- 
125; club coupe, $910. '52 Coronet 4- 


230; 


$465. "49 


dr., $840; Meadowbrook 4-dr., $750. 
*51 Coronet club coupe, 
dowbrook 4-dr., $540. 
FORD—’54 Crest (8) Country Squire, 
$2,000. '53 Main (8) conv., $1,195; 
4-dr., $1,050; 2-dr., $950. °52 Main 
(8) 2-dr., $915. ’°51 Deluxe (8) 4-dr., 
$625; Deluxe (6) 2-dr., 2 at $525, 
$515*, $430, $425. '50 Deluxe (6) 2- 
dr., $350; Custom Deluxe (6) club 
coupe, $440. °49 Deluxe (8) 4-dr., 
$215; club coupe, $140; Custom (8) 
2-dr., $325; Custom (6) 2-dr., $290. 
HUDSON—’51 Pacemaker 4-dr., $555*; 
2-dr., $460. '50 Commodore club 
coupe, $360. 
KAISER—’51 Special 4-dr., $505*. 
MERCURY — '51 club coupe, $805, 
$710*; 4-dr., $670. °50 club coupe, 
$515, 2 at $500; 4-dr., $550. 
NASH—’52 Statesman 4-dr., $800. ‘50 
Statesman 4-dr., $230. 
OLDSMOBILE—’51 (98) Holiday, $1,- 
080*; 4-dr., $860*. ’50 (88) club 
coupe, $585*. °49 (98) 2-dr., 
(76) 2-dr., $320*. 
PACKARD—’51 club coupe, $655*. 
PLYMOUTH—’54 Plaza club coupe, $1,- 
360. °'53 Cambridge 4-dr., $1,000, 
$905. ’51 Cambridge 4-dr., $625, $520. 
’49 Deluxe 4-dr., $135. °47 Deluxe 4- 


$640; Mea- 


$325* ; 


dr., $160. 
PONTIAC—’53 Chieftain (8) 4-dr., $1,- 
345*; Chieftain (6) 2-dr., $1,155. '52 
Chieftain (6) 4-dr., $935. °51 Silver 
Streak (8) club coupe, $755*. .’50 Sil- 
ver Streak (6) 4-dr., $580*; club 
coupe, $500*. °49 Silver Streak (8) 
conv., $435*; Silver Streak (6) 2-dr., 
$300. '48 Torpedo (8) 2-dr., $400*. 
STUDEBAKER — ’53 Commander club 
coupe, $1,200; Champion 4-dr., $975. 
’51 Commander 4-dr., $505*; Cham- 
pion 4-dr., $410. 


dr., $320. 
MISCELLANEOUS—’49 Henry J (6) 2- 
dr., $260. 


‘50 Commander 2- 


*Indicates automatic transmission or overdrive, and (ps), power steering. 


i 

i 

5 

June 23 
(A very fast sale with prices off 
from $25 to $50. Sold 107 cars out 

of 150 offerings.) 

BUICK—'52 Special 4-dr., $1,120*. '51 


Other Auction Reports are on Pages 30, 31, 35 








Half of Dealers in Red, Kansans Are Told 


TOPEKA, Kans.—Half the auto 
dealers across the country are op- 
erating in the red, 





the situation to overproduction, im- 
proper distribution and bootlegging. 


association checked more than 300,- 
000 cars without charge during the 
May safety campaign. Roscoe Ham- 











| Dealer profits for the first quar- 
R. D. McKay, ter of 1954 were 0.8 percent, he 
Kansas NADA di-| said, compared with 4.3 percent for 
reaitaes — | the same period last year. 

_| The board indorsed a “right-to- 
NADA, told 8 di | work” bill now pending in the Leg- 


a on islature, which would “give em- 


Penalty in Bank Swindle 


HAYWARD, Cailf.—cC. J. Schou- 
weiler, 29, used-car dealer, will be 
sentenced July 9 on 15 counts of 
grand theft from a local bank. 

Schouweiler pleaded guilty of 


bric, executive secretary, also re- 
ported that dealers are now pro- 
viding 300 cars to Kansas high 
schools for driver training. 


used. Names of employes of certain 
industries are also used for per- 
sonal solicitation and telephone 
calls as well as direct mail. 

Each Saturday a salesman 
writes the following on seven or 





swindling the bank by obtaining 
loans on cars he had already sold 
and withholding the registration 
certificate from the purchaser. He 
also allegedly obtained loans on fic- 
titious “pink slips.” Total amount 
. theft was $19,680, the bank 


eight pieces of brown wrapping 
paper: “Call me between 4 and 5 
about this car” and gives the 
phone number. These sheets are 
placed under windshield wipers 
of cars parked on main streets. 
The salesman parks himself at 
the phone for this period. When 





ers Assn. here last 
week. 
Basing his re- 
marks on a na- 
S. 2, Say tionwide survey 
of dealer profits, McKay attributed 








Nash Zone Managers Study Air-Conditioning Sales Picture— 


Air conditioning in cars and its impact on sales wos the main topic of discussion at a two-day meeting of Nash zone 


managers with officials of American Motors in Detroit. Speakers 
George Romney, executive vice-president, and H. C. Doss, Nash 


sales 


included George W. Mason, 
vice-president. 


Mason described the 


Weather Eye as the greatest advancement in-driving comfort since the invention of the self-starter. 


chairman and president; 
Nash _All- 


Motor Car Deal- ployers and employes equal rights.” 


Under the proposed bill, secondary 
boycotts would be outlawed and 
individual employes not be com- 
pelled to join a union. 

The board also indorsed the Kan- 
sas turnpike program as set by the 
Legislature. 

In a report to the board, it was 
stated that member dealers of the 


Fruehauf Cited 
He Did Most for Trucking, 


Council Declares 


LOS ANGELES.—Roy Fruehauf, 
president of Fruehauf Trailer Co., 
was honored last week at the 
National Truck, 
Trailer & Equip- 
ment Show here 
as the person 
“having done most 
during the past 
year for trucking 
and _ transporta- 
tion.” 

Fruehauf’s_se- 
lection was based ' 
in part on his 5 
work in the field - 
of legislation af- "0% Frueh 
fecting the automotive industry, 
said John F. Beach, president of 
the Automotive Council of Los An- 
geles, which presented the award 








| and staged the exhibition. 





Michigan Dealers 
Push Repeal of 
Chain-Store Tax 


LANSING.—At least 352 automo- 
bile and truck dealers in Michigan 
will be relieved of one State tax if 
efforts under way to. abolish the 
Michigan chain-store tax are suc- 
cessful. 


Pushing for repeal of the chain- 
store tax is the Michigan Chain 
Stores Bureau, which is preparing 
briefs and arguments for presenta- 
tion to the committee. 


The Michigan Automobile Dealers 
Assn., which adopted a resolution 
at its recent convention favoring 
repeal of the measure, is cooperat- 
ing in every way possible with the 
Chain Stores bureau, said Gilbert L. 
Haley, executive vice-president. 

The chain-store tax ranges from 
$10 per store for the second unit to 
$250 per store for all over 25 in one 
chain. 

Figures of the chain-store bureau 
show that 352 car and truck deal- 
ers with 936 outlets come under the 
act. 

Haley explained that auto dealers 
come under the act for a varieiy 
of reasons, one of them being that 
if a used-car lot is separated from 
the new-car showroom by another 
piece of property or a street, thn 
the used-car lot is considered a 
separate business. 











A Curtis publication 
Circulation now more than 2 


AUTOMOTIVE NEWS, JULY 5, 1954 


changes name to 


Better Farming 


In the April 1947 issue, the editors of Country Gentleman launched a new 
concept—Better Farming for Better Living. 

As postwar developments brought far-reaching changes in farming and 
farm living, this concept has been increasingly expressed by changes in 
the magazine. 

—More articles on more subjects to help farmers profit from rapid 
advances in a new age of agriculture. 
—Country Living, a unique program of better-living ideas for every 
member of the family in a new era of prosperous farm family life. 
—Faster, sharper presentation through new techniques in layout, 
typography and illustration for a busier farm audience. 
Country Gentleman’s editorial program during this period has been stated 
in a subtitle appearing regularly on the masthead: ‘““The Magazine for 
Better Farming, Better Living.” 


Now—a change in name to “Better Farming” 


The August issue will tell Country Gentleman’s 2,600,000 families that by 
the end of this year the name of their magazine will change to Better Farming. 


In a period of transition to the new name, there will also be a new 
cover design. 
The Country Living section will be retitled Better Farm Living. 


We do not drop an old and honored name without some regret. But the 
new name, Better Farming, is more indicative of the magazine’s contents— 
and of the objectives of both its editors and the people it serves. 


Country 


Gentleman 


Country Gentleman 


00,000 The magazine for Better Farming 





Letter to 








Dear Son: 


WHEN a pees tells 
you how much more he can 
get for his old car from 
some other deal- 
= 3 _ run to 

e dealer to see 

SERIES how much more 
he might offer? 


When the prospect tells 
you he knows all about 
your new car and that all 
he wants is your best offer, 
what do you do? 

If he tries to ridicule the al- 


lowance you have made for 
his old car, do you ask him 





Detroit Lincoln-Mercury Dealers Hold Sales Conference— 


The metropolitan Detroit Lincoln-Mercury dealers and their salesmen gathered at a “spring tonic’ meeting in Detroit to 
discuss sales targets. The meeting was under the direction of N. E. Crews, central regional sales manager, and P. D. Warren, 
Detroit district sales manager. They were assisted by J. H. Carruthers, district used-car manager; T. A. Coward, district Mercury 
manager, and R. G. Mahler, district Lincoln manager. 








In Parade 

Of the 100 Largest 
National Advertisers 
These Used Parade 
in 19538 


Admiral Corp. 
American Home 
Products Corp. 
American Tobacco Co. 
Armour & Co. 

Avco Mfg. Co. 

Block Drug Co., Inc. 
Bristol Myers Co. 

Calif. Packing Corp. 
Chrysler Corp. 
Colgate-Palmolive- 

Peet Co. 

Corn Products Sales Co. 
Helene Curtis 
Industries, Inc. 

Ford Motor Co. 

General Electric Co. 
General Foods Corp. 
General Mills, Inc. 
General Motors Corp. 
Hunt Foods, Inc. 
International Cellucotton 
Products Co. 

Johnson & Johnson 

S. C. Johnson & Son, Inc. 
Kellogg Co. 

Kentile, Inc. 

The Lambert Company 
Lever Brothers Co. 
Miles Laboratories, Inc. 
Jules Montenier, Inc. 
Nash-Kelvinator Corp. 
National Biscuit Co. 
Nestlé Co., Inc. 
Pepsi-Cola Co. 

Pillsbury Mills, Inc. 
Procter & Gamble Co. 
Prudential Insurance Co. 
Quaker Oats Co. 

R. J. Reynolds Tobacco Co. 
Simoniz Co. 

Standard Brands, Inc. 
Sterling Drug, Inc. 

Swift & Co. 

Sylvania Electric 
Products, Inc. 
Westinghouse 

Electric Corp. 






DADDY’S 


RED HOT 


MAMA 





Char eal syle 


13 million looked . . . and 8 million stopped to read 


The glamour girl of the twenties is still a traffic-stopper today. 

For example: In the six million homes that get PARADE 

every week with their Sunday paper, more than 8 readers in 10 stopped 
to read the story of fashion through the years that went with this picture. 


Readership like this, in 45 key markets throughout the country, 

makes ParapeE the best read publication in print, according to independent 
surveys. That means advertisers get twice as many readers per dollar 

of ad cost in PARADE as in any of the Big Three weekday magazines. 

What’s more, PARADE’s power every Sunday makes sales every day, all week long. 





PARADE .. . The Sunday Magazine section of 45 fine newspapers in 45 major markets . .. with more than 13 million constant readers. 


By John O. Munn 











Salesmen 









what he thinks he should have 
for it? 

When you start to tell 
him all about your car and 
he tells you that all cars 
are good cars and that the 
highest bidder gets his 
business, does he slow down 
your sales presentation? 


When you try to sell him 
on your firm and what it 
means to him and he tells 
you that he is not inter- 
ested, what do you do? 

* * * 

WHEN HE DWELLS on 
the big allowance someone 
else has offered and if you 
meet the offer he will give 
you the business, what do 
you say then? 


Do you ask your prospect 
to come back to see you 
after they have received 
bids from all the rest of the 
dealers in town? 

But, finally, after he has 
listened to all your sales argu- 
ments and you get the ap- 
praisal, do you handle it like a 
hot iron? 

If you don’t accept these 
things as a challenge, you 
are a passive salesman, one 
who prefers to take the 
pleasant road and let some- 
one else do the hard work. 
If, however, when he tells 
you how much more he is 
offered and when you prove 
to him what his car is 
really worth, don’t you 
think he will be suspicious 
of some dealership that ap- 
parently offers him some- 
thing for nothing? 

* * + 

DO YOU realize there 
are lots of things a pros- 
pect doesn’t know about 
your car? Do you also 
realize that an appraisal of 
any amount is no asset in 
making the sale, until you 
get your sales talk and 
demonstration over? _ 

When he tries to ridicule the 
price you have offered, do you 
carefully make him check his 
old car with you to prove to 
him that you know your busi- 
ness and that you are giving 
more than the car is worth? 
When you admit that all cars 
are good cars, do you prove 
to him how much better your 
car is than just a good car? 
Do you show him your estab- 
lishment and prove that it 
means more to his satisfaction 
than the make of the car 
itself? 

You know that waiting 
for prospects is a relic of 
car shortage days. Intel- 
ligent, cold-turkey can- 
vasses are what now pay 
big dividends. You develop 
a prospect before he be- 
comes a shopper. Your best 
chance is to be the first 
salesman on the deal, not 
the last. When you canvass 
in advance, you are a posi- 
tive salesman, not a pas- 
sive one, and regardless of 
conditions you will be in 
the money. 



















































































Cordially yours, 


Dad 
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Terrific factory-assistance program 





is getting sensational results! 


sme sa - 


cyasotert det 


They're selling more 





cars and trucks ata 
better profit than 


at any time this year! 


»TUDEBAKER 
CN MLL aye 
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Bigger Die Castings Coming— 


An idea of the sizes now possible in aluminum die castings may be had by 
considering the contour of a cable real flange in the 25-ton experimental die shown 
in this view of the working section of the new 250-ton machine, unveiled last week 
by Doehler-Jarvis in Toledo. A. F. Bauer, the firm's chief engineer, and F. J. Koegler, 
general manager, may be chatting about the die-cast aluminum engine blocks they 
hope to produce with this machine in the near future. 


New Aluminum Horizon 


Giant Casting Machine Opens the Door 
To Expanded Auto Use 


By John Benedict In announcing the new machine, 
Engineering Editor Koegler ay wn 7. —— was 
such that ehler-Jarvis can “go 
TOLEDO.—Significant weight re-| seer work now done in cast iron.” 
duction and manufacturing cost Ser further stated that 
savings are the anticipated end re- aaa he Ses been SA overtn- 
sults of a new die-casting machine oe ame problem in the automo- 
capable of producing 75-pound alu-| 14,, industry. We are convinced 
mem pare. that aluminum is the answer — 
Developed jointly by Doehler-| egpecially with the developments 
Jarvis Division of National Lead| being added to cars, such as 
Co. and Kaiser Aluminum and| power brakes, power steering, au- 
Chemical Corp., the 250-ton ma-| tomatic transmissions, etc, Add 
chine was shown here last week. It| to these possibilities the use of 
measures 72 inches between tie bar| ajyuminum die cast motor blocks, 
centers. rear deck lids, instrument panels, 
This basic dimension, which is | door frames, and other large 

a key figure in determining die pieces.” 





casting size limitations, is 50 per- In discussing current experi- 
cent larger than that for the 48- | mental work, Chief Engineer A. F. 
inch machines now in use. Bauer also saw a promising out- 


According to Frank Koegler, gen-|look for engine redesign to take 
eral manager of Doehler-Jarvis, 
this machine was conceived nearly 
five years ago as a means of pro- New Lot f or Terrace 
‘viding larger aluminum die cast- Terrace Chevrolet Co. has opened 
‘ings for the automotive industry. a used-car lot in Davidsville, Pa. 








is Philadelphia 


Philadelphia, known for its Art Museum, the Devon Horse 
Show, the Playhouse in the Park, is today making the head- 
lines with dynamic growth in industry, business and science 
and medicine. 


The new Lankenau Hospital (above) typifies Philadelphia’s 
modern medical facilities. Since 1945, more than fifty 
million dollars have been invested in capital improvements 
by hospitals throughout Greater Philadelphia. More than 
50 hospitals have been enlarged and improved to care for 
the swell of population caused by new industries, new oppor- 
tunities, new jobs, new homes. 
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Philadelphians themselves are home lovers, family folks. 
They’re constant, consistent. They'll buy your product again 
and again, once convinced of its merit. 


The Evening and Sunday Bulletin serves this growing 
market, reflecting the character, needs and interests of the 
busy, prosperous people of the entire region. 


The Bulletin is Philadelphia’s favorite newspaper—Philadel- 
phians buy it, read it, trust it and respond to its advertising. 
The Bulletin is Philadelphia. 

“Tus 1s GREATER PHILADELPHIA,” a 64-page brochure about the Greater 


Philadelphia market—its ple and its industrial growth—is now available, 
Please use your business letterhead in requesting your free copy. 





In Philadelphia nearly everybody 
reads The Bulletin 


Advertising Offices: Philadelphia, Filbert and Juniper Sts.; New York, 
286 Madison Ave.; Chicago, 520 Ne Michigan Ave. Representatives: Sawyer 
Ferguson Walker Company in Detroit * Atianta * Los Angeles * San Francisco 





|advantage of aluminum die cast- 
‘ings. Bauer believes the machine 
| may be adaptable to production of 
| engine heads and intake manifolds, 
as well as cylinder blocks. 

An indication of the machine’s 
size capabilities is gained by con- 
sidering that investigations are go- 
ing forward to determine the feasi- 
bility of making an entire car body 
side frame (including two door 
openings) as a one-piece aluminum 
die casting. 

Additional design possibilities 
now practicable, according to Bauer, 
| include production of the entire in- 
| strument panel and firewall as a 
single casting. Another of his ideas 
is the combination of a torque con- 
verter housing and transmission 
case into a single 35-pound casting. 

Weight-conscious engineers also 
may consider use of aluminum 
die castings for differential hous- 
ings and even for road wheels. 
In fact, Bauer considers it well 
within the realm of possibility to 
visualize a complete skeleton of a 
car made in this metal form. 


Maximum weight of aluminum 
die castings is raised from present 
20 pound level to 75 pounds with 
the new machine. Bauer stated that 
production rates of 30 parts per 
hour may be attained with castings 
of this size. 





Porter Acquires 


Pioneer Rubber 


PITTSBURGH. — Acquisition of 
Pioneer Rubber Mills, Inc., Pitts- 
burg, Calif. has been announced 
by H. K. Porter Co., Inc. 

Pioneer Rubber, largest manu- 
facturer of industrial rubber pro- 
ducts on the West Coast, will be- 
come part of Quaker Rubber Corp., 
ane of Porter’s nine divisions, ac- 
cording to T. M. Evans, president. 

Sumner M. Suhr, sales manager, 
who has been with Pioneer since 
1917, has been appointed manager 
of the new division under George 
A. Dauphinais, general manager of 
Quaker Rubber. 

Earlier this year, Porter acquired 
McLain Fire Brick Co. 


Obituaries 


John O. Huse, 56; 
Chrysler Aide 


DETROIT.—John O. Huse, sales 
manager of the motor parts divi- 
sion and a vige-president of Chrys- 
ler Corp. died 
June 28 at his 
home. He was 56. 

Mr. Huse joined 
Chrysler immedi- 
ately after his re- 
tirement from the 
Navy in 1947. In 
November, 1948, 
he was promoted 
to the position he 
held at his death. 

A graduate of 
the United States John 0. Huse 
Naval Academy, Mr. Huse was in 
charge of distributing repair parts 
for the Navy in the Pacific during 
World War II. 








* * 


R. W. Crowly, 68, 


Science Writer 

DETROIT.—Funeral services were 
held here Thursday for R. W. 
Crowly, 68, husband of Barbara B. 
Crighton Crowly, business manager 
of Automotive NEws. 

Mr. Crowly, who died June 29, 
was a writer for scientific publica- 
tions and was an authority on ships. 
Born in London, England, he came 
to this country about 40 years ago. 

* x * 
Alexander H. Penewitt 

SPRINGFIELD, Ill. — Alexander H. 
Penewitt, 90, died June 21. A Buick dealer 
from 1908 until 1949, he had operated in 
Springfield starting in 1920. 

ok * * 
George C. Milliard 

BUFFALO.—George C. Milliard, 46, who 
for 10 years operated a Nash dealership 
at 279 Young St., Tonawanda, N. Y., died 
June 22. He previously had sold cars in 
Buffalo and the Tonawandas. 

* - * 
William W. Jones 

TRACY CITY, Tenn.—William Wilburn 
Jones, retired auto dealer, is dead at the 
age of 84. In 1919 Mr. Jones, a native of 
Alabama, moved to Tracy City, where he 
had the Ford franchise for five years. He 
then took over the dealership for Chevrolet, 
which he kept until his retirement last year 

* * * 


Harold Terry 
ROGERS CITY, Mich.—Harold Terry, 55 
Buick dealer here, died June 26 at his 
home following a heart attack. 
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Car-Tire Shipments 
Stepped Up 9 Pet. 


NEW YORK.—Shipments of car 
tires in April increased 9.1 percent 
—to 7,208,106 units, compared with 
the 6,607,071 tires shipped in March, 
according to the Rubber Manufac- 
turers Assn. 

Production of car tires during 
April was up 2.2 percent to 7,030,- 
579, against 6,877,879 the previous 
month. Inventories decreased 1.2 
percent to 12,954,839 tires, com- 
pared with 13,111,582 at the end 
of March. 

Shipments of truck and bus tires 
in April totaled 1,034,519 units, an 
increase of 1.2 percent over March, 
when 1,022,270 were shipped. Pro- 
duction for April was 1,034,188 
units, down 62 percent from 
March, when 1,102,846 tires were 
produced. 

Inventories at the end of the 


New Ford Office 
To Develop Plans 


For Mobilization 


DEARBORN. — Ford Motor Co. 
announced yesterday (July 4) the 
establishment of a new department 
to develop, in collaboration with 
the Federal Government, plans for 
use of company resources in the 
even of partial or complete mobili- 
zation. 

Gerald J. Lynch, director of the 
office of defense products and gov- 


ernmental relations, said the de-| 


partment probably is the first of 


its kind established by a major | 


automobile manufacturer. 


Lynch announced appointment of 


Donald C. Pippel as manager of 
the new mobilization planning de- 
partment. Pippel will be replaced 
as manager of the defense products 
department by Frank S. Kipp, of 
the office of the general counsel. 

As head of the special depart- 
ment, Pippel, an engineer and for- 
mer Army Ordnance Corps officer, 
also will plan the allocation of 
company facilities for defense work 
and “for the production of automo- 
tive products under conditions of 
partial or complete mobilization,” 
Lynch said. 

In addition, he said, the depart- 
ment will be charged with “ascer- 
taining current requirements of the 
Government for defense products, 
including research and develop- 
ment.” 

Pippel joined Ford in July, 1946, 
as a senior project engineer on the 
engineering research staff. He was 
appointed manager of the defense 
products department last Jan. 7. 

Kipp joined the Ford finance de- 
partment in January, 1947, to work 
on Government contract settlement 
matters. In March, 1951, he trans- 
ferred to the office of the general 
counsel, where he hag been 
handling defense contracts. 


Plant Music 
Band of AC Spark Plug 


Plays for Stars 


FLINT.—The 36-piece band of 
General Motors’ AC Spark Plug di- 
vision is giving standing-room-only 
concerts and playing accompani- 
ments for Metropolitan Opera Stars 
Patrice Munsel, Roberta Peters and 
Eleanor Steber. 


The band is only one of the|' 


Flint plant's musical activities. 
Nearly 200 of the 9,000 employes 
actively participate in music 
groups, including a men’s chorus, 
women’s chorus and brass sextette. 
Arthur Wilson, head of the plan- 
ning department, is director of 
music at the plant. 

Members play and sing without 


pay. The only concession made by 4 


management is to enable the entire 
band to rehearse at 3:30 p.m. This 
necessitates allowing the 4:30 and 


5:30 shifts to leave the job garly| 


for the once-a-week practice ses- 
sions. 


AC’s budget includes the expendi- | | 


ture of $800 to $1,000 every year for 
music. To this it adds the costs of 
uniforms for the band, dress clothes 
for the vocal groups and robes for 
choral concerts. 











| 
} 
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month were 2,951,136 tires, showing 
little change from the end of 
March, when 2,965,526 truck and 
bus tires were on hand. 
Shipments of inner tubes in 
April were 6,000,540 units, slightly 
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Chain Store Fined 
In Battery Suit 


KANSAS CITY. — Montgomery 
Ward & Co. has pleaded no contest 
to price-fixing and other antitrust 
charges and has been fined $500 
in Federal Court here. 

Montgomery Ward and 23 other 
companies were accused of anti- 
trust violations in the distribution 
and disposal of new and used bat- 


| teries and in the sale of lead sal- 


vaged from the used units, The 
other 23 paid similar fines last year. 







lower than the 6,013,010 shipped 
in March. 

Production during the month was 
6,266,271 inner tubes, 2 percent be- 
low March production of 6,398,644. 





The Government charged that 
the unfair practices were designed 
to prevent competition from aris- 
ing between battery dealers. 


Studebaker Offers Emergency Car— 


The new Studebaker ambulance and patrol car, shown in service as a police emer- 
Month-end inventories, at 11,233,717 | gency vehicle, can be quickly converted from a general-purpose car to an ambulance. 
units, were 3.35 percent above the| It also may be fitted for highway patrol duty. It is available in both Champion 


For the lowdown on dealer thinking, 
read John O, Munn’s column each week 


March month-end total of 10,869,324. | and Commander models. on Page 3. 
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HOLMES 650 Model—Built for Heavy-Duty Work yet is fast, flex- 
ible enough for light cars and trucks. Wrecker—$2,250 and up. 


“Oulg HOLMES gives you 
such TRIED, TESTED and 
PROVEN Performance’ 


It’s not unusual to see a shop operating three, four and 
often more Holmes wreckers. The demand for fast, modern 
road service is today such that many have found it highly 
profitable to operate a fleet of wreckers with units of various 
size and capacity to handle any and all types of road emergen- 
cies. The fact that these shops use Holmes Equipment is in 
itself, an endorsement of Holmes working efficiently. It shows 
that those who actually know best what is desired in a wrecker 
unit recognize the advantage of using Holmes Equipment. 
Today, HOLMES WRECKER Equipment is widely accepted 
as the safest, most satisfactory yet built for handling of wrecked 
and disabled motor vehicles. Every feature has been thoroughly 
tried, tested and proven on all types of terrain and under every 

ossible working condition. Holmes now offers 5 new and 
improved models, each varying in size and capacity, which 
range in price from $330 up. REMEMBER: “BIG PROFIT 
JOBS DON’T DRIVE IN. THEY ARE TOWED IN.” See 
your jobber for details or write factory today. 


ERNEST HOLMES CO. - Chattanooga, Tenn. 








HOLMES 525 Model—All-purpose wrecker with speed and flexi- 
bility for any light job, yet has ample power for handling the 
average truck. Wrecker—$1,500 and up. 


HOLMES JUNIOR—Ideal for light pick-up, towing and delivery 
service. Fast, easy to handle in traffic. Economical to operate. 
Priced as low as ; 
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TURNINGS 


by 
John T. Ben 


CENTRALIZED, one-shot chas- 

sis lubrication system may be 
introduced by one manufacturer on 
its top line of 1955 cars. Such a 
development has long been the 
goal of engineers who want to as- 
sure regular lubrication for critical 
points in modern high-performance 
vehicles, while eliminating the nu- 
merous lubrication fittings now 
used. 

In principle, such a system may 
resemble centralized lubrication 
on metal-working machinery. Oil 
is stored at a central location, 
and the maintenance man pulls a 


edict 





oil to the various lubrication 

points. 

The height of convenience and 
| automatic operation will be reached 
when the centralized system is ac- 
tuated by an odometer connection. 
With this arrangement, oil would 
| be released automatically to desig- 
| nated parts of the car at specified 
| mileage increments of 5,000, 10,000, 


etc. 
* * oa 


Is Fan Cooling Effect 


Needed at High Speeds? 


ee may be interested in our 
reply to a suggestion that auto- 





mobile owners might derive bene- 
fits from a device that shuts off the 
engine cooling fan at 30 m.p.h. The 
idea would be to reduce the noise 
level and save horsepower at me- 
dium and high speeds, where it was 
thought the fan might not be 
needed. 

After discussing this proposal 
with an engine cooling specialist, 
we passed along the opinion that 
considering all the factors involved, 
it did not seem advisable to use 
car speed as the determining cri- 
terion in actuating a mechanism 
that cuts the fan “in” or “out” of 
operation. 

A better arrangement might be 
to use a thermostatically con- 
trolled fan. “On” or “off” regula- 
tion would be derived from cool- 
ant temperature. 

We were told that mechanisms 
of this type are used successfully 
on construction machinery and 
heavy off-the-road equipment. Such 
vehicles require an extremely broad 
range of cooling capacity. Condi- 
tions vary from light-load, medium 
speed to low-speed or stationary 


| work at peak operating loads. 


Various companies are said to 
have experimented with fan control 
devices for passenger cars. How- 

















“He’s our chief draftsman!” 





ever, the attachments have not 
been put on production cars be- 
cause of cost, reliability and other 
considerations. ; 

It was readily acknowledged that 
passenger car cooling systems have 
excess capacity for most normal 
operating conditions. But provision 
must be made for proper cooling 
under the most adverse conditions 
encountered in any section of the 
country. 

Obviously, a car normally driven 





’ master lever periodically to direct 


SAFETY is your business 
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Wherever you see trucks, you see more SIGNAL-STATS than all other makes 





, too 


...and it’s profitable! 


of directional signals combined. 


That's visible evidence of preference for SIGNAL-STAT and of the profit 
possibilities for you in the SIGNAL-STAT line. It pays to sell SIGNAL-STATS, 
the directional signals designed for greater safety. SIGNAL-STATS flash a 
clear, powerful beamed pattern of warming light that signals, unmistakably, a 


driver's intent to turn or change lanes. 


Sell the safest, most highly visible signal protection available. SIGNAL-STAT 
Class A—Type 1 Directional Signal Lamps are available in 2 complete lines: 
King Size (SIGSTAT) and Regular Size (ACRYSTAT). With SIGNAL-STAT 
guaranteed “Burnout-Proof” Switches, they are an unbeatable combination 


for greater highway safety and profitable volume. 





Legal and approved in all 48 States and the District of Columbia 


No. F-700 
Burnout-proot Switeh 


and we pay 


WARD L. BENNETT, Director of Main- 
tenance for The Baltimore Transfer 
Co. and Motor Freight Express, Inc., 
says, “Our companies sanction no 
compromise when safety is involved. 
We have a fine record to protect, 


careful attention to 


every detail involved in safety. We 
have found SIGNAL-STAT Directional 
Signals to be the most easily visible 
of all types tested, and have there- 


fore installed them on all ourvehicles.” 





Signal-Stat - 


LHE LARGEST PRODUCER 
OF DIRECTIONAL SIGNALS 
FOR COMMERCIAL VEHICLES 






SIGNAL-STAT CORPORATION, Signal-Stat Building, 523-539 Kent Ave., Brooklyn 11, N. Y. 





in an area where air temperature 
averages 90 degrees for several 
weeks of the year would be oper- 
ating nearer peak cooling capac- 
ity than another car of the same 
make in an area where the tem- 
perature averages 10 or 15 de- 
grees lower. 

Driving conditions also must be 
taken into account in deciding at 
what point an engine will be ade- 
quately cooled by heat rejected 
through the radiator alone, with no 
help from the fan. 

The cooling system is extended 
near capacity on very hot days in 
long stretches of stop-and-go oper- 
ation in congested traffic. Likewise, 
full capacity (fan and all) is needed 
at high speeds on a hot day, when 
the car has a tail-wind. 

As for horsepower gain, it is 
doubtful if the driver would feel 
any noticeable power or speed in- 
crease by shutting off the fan. At 
low speeds, a typical power figure 
for a fan is about % horsepower. 
This figure rises to only two or 
three horsepower at high speeds. 


Realizing that car speed is re- 
lated to horsepower requirements 
by a cubic function (hp must be 
multiplied eight times to double 
speed)—it is apparent that a gain 
of two horsepower probably would 
not even be noticed in a 160 hp car 
going 60 or 70 mph. 

There’s some difference of opin- 
ion on the question of noise at- 
tributable to the fan. Some engi- 
neers say that fan noise blends in 
with (or even nullifies) other 
high-speed operating sounds, and 
the car would be no quieter with 
the fan shut off. 

From limited personal experience, 
I might agree with this viewpoint. 
| Some years ago, I had a 1938 Lin- 
coln Zephyr in which the standard 
12-cylinder powerplant had been 
replaced by a smaller Mercury en- 
gine. Taking into account the tre- 
mendous cooling capacity of the 
original radiator, the previous own- 
er had taken off the fan when 
changing engines. My recollection 
of the car is that it didn’t run any 
quieter than other Lincoln Zephyrs. 

* 


* * 





Mack Truck Engineer 


Knows What He Wants 


T ONE of the truck transmis- 

sion sessions at SAE meetings 
in Atlantic City, considerable at- 
tention was given to the matter of 
finding out what specification and 
| performance characteristics were 
wanted by purchasers and users of 
commercial vehicles. 

At one point in the discussions, a 
transmission designer said that his 
company makes a practice of try- 
ing to plan development work to 

| produce units that will deliver the 
| desired performance. But he said 
that the transmission builders alone 
| cannot determine or dictate the 
| specifications. 

| Much of this information must 
| originate with the truck manufac- 
turers and users. But he finds some 
difficulty in trying to get a clear- 
cut comprehensive description of 
desired characteristics. 

Franklin Nail, assistant to the 
chief engineer at Mack Mfg. 
Corp., then rose and forthrightly 
declared that there was no un- 
certainty in his mind about what 
he wanted. Simply stated, he 
wants five million dollars to fi- 
nance a development project! 
The purpose would be to perfect 

design, manufacturing and dura- 
bility aspects of test units now 
claimed to have the potential of 
delivering his ideal performance. 
Im general terms, it seems that to 
suit Nail’s specifications, the power- 
shifted automatic truck transmis- 
sion would be capable of starting 
up a six-degree loading ramp with 
an overload—and breezing along at 
60 mph on the open road. 

It also would take care of all 
power transmission adjustments in 
between these extremes. The basic 
unit with which Nail proposes to 
do all this would consist of a torque 
converter mounted ahead of a plan- 
etary gearbox. 

Now who will step forward and 
put up the five million? 





Gateway Boosts Morris 


Brgan W. Morris, assistant man- 
ager of Gateway Motors (Stude- 
baker), 302 S. Chaparral St., Corp's 
Christi, Tex., has been promoted 
to general manager. L. J. Shaper 
succeeds Morris as assistant ma!:- 
ager. Otis West is owner of the 
business. 














Sales Conditions in 
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Various Areas... 





Auto Market Reports 


Cleveland 


Used cars continue to carry the 
bulk of automotive business in 
Cleveland as turnover for the week 
ended June 19 touched 1,934, high- 
est for the month. 

Even new-car dealers say that 
used-car sales are “the saving 
factor” in a market where price 
is the key element in turning 
over new Cars. 

Volume for the seven-day 
period on new cars touched 1,652, 
about 100 units greater than the 
previous week. 

New-truck sales totaled 94, and 
used, 69.—(Sanford Markey.) 

* * * 


Pittsburgh 

New-car registrations for the 
week ended June 12 rose sharply 
from the preceding week, according 
to the Bureau of Business Research 
of the University of Pittsburgh. 

Business gains in nearly all 
lines of activity were reported. 
The steel ingot rate was raised 
to 70 percent of practical capac- 
ity, highest figure in a month, 
the bureau said. 

The adjusted business index stood 
at 150.8 percent of the 1935-39 av- 
erage, compared with 139.0 percent 
the previous week. It had been 150.0 
a month earlier.—(Leon M. Leffing- 


well.) 
© + * 


Columbus, O. 

New-car sales in Franklin Coun- 
ty, O., (Columbus), in the first 15) 
days of June ran ahead of the pace | 
established in the same period of | 
May. 
Registrations for the first half of | 
June totaled 986, compared with 
932 in the same period of the previ- 
ous month. 

Truck sales, however, declined. 
In the 15-day period, 90 were reg- 
istered in June and 116 in May. 

New-car registrations by make 
were: Ford, 255; Chevrolet, 242; 
Plymouth, 94; Oldsmobile, 93; 
Buick, 73; Pontiac, 57; Mercury, 36; 
Dodge, 35; Nash, 22; Studebaker, | 
19; Cadillac, 14; Packard, 10; Chrys- | 
ler, 9; DeSoto, 9; Hudson, 7; Tri- | 
umph, 4; Lincoln, 2: Willys, 2; | 
Jaguar, 1; Kaiser, 1, and Volks- | 
wagen, 1. 

Truck sales were: Chevrolet, 39; 
Ford, 28; Dodge, 8; GMC, 6; Inter- | 
national, 3, and one each for Dia- | 
mond T, Mack, Reo, Studebaker, | 
White and Willys.—(Bert Strang.) 


* * * 


Denver 

During May, new-car dealers in| 
Denver sold 1,470 units, compared | 
with 1,304 in April. 

May new-truck sales totaled 141, | 
compared with 129 in the preceding | 
month. | 
May totals were considered | 








“normal” and dealers are antici- 

pating “good” business in the 
months ahead. 
May new-car sales by make were: | 
Ford, 413; Chevrolet, 357; Oldsmo- | 
bile, 147; Buick, 133; Mercury, 94; 
Pontiac, 85; Plymouth, 57; Cadillac, | 
38; Dodge, 38; Nash, 23; Chrysler, | 
18; Lincoln, 15; Packard, 13; Stude- | 
baker, 9; Hudson, 8; DeSoto, 8; 
Willys, 7; Jaguar, 2; Hillman, 1; 
MG, 1; Morgan, =; Porsche, 3, ‘and , 
Volkswagen, 1 
New-truck sales by make: Chev- | 
Tolet, 49; Ford, 36; International, 
17; GMC, 9; White, t Fruehauf, 7; 
Autocar, 4; Dodge, ‘4; Willys, 3; 
Divco, 2; Federal, 2, and Kenworth, 
1—(ra R. Alexander.) 
: * * + | 








Houston 

Houston dealers sold 3,311 new 
cars in May, falling just short of 
their April mark of 3,336. New- 
truck sales also were down, totaling 
457, compared with 590 in "April, 
May used-car sales totaled 4,400 
and used-truck turnover was 567. 

New-car sales by make were: 
Ford, 835; Chevrolet, 309; Olds- 
mobile, 373; Buick, 308; Plym- 
‘as;" 199; Pontiac, 186; Mercury, 


Studebaker, 45; Chrysler, 44; De- 
Soto, 84; Nash, 28; Willys, 22; 
Lincoln, ‘18; Packard, 11 

8; Hudson, 4; Jaguar, x and 
MG, L 

New-truck sales were: Ford, 185; 





Chevrolet, 159; International, 42; 
GMC, 23; Dodge, 19; White, 8; 
Studebaker, 6; Diamond T, 4; Mack, 
3; Willys, 3; Divco, 2; Reo, 2, and 
Autocar, 1—(Ruby Fenoglio.) 

* * * 


Baltimore 
New-car sales in Baltimore 
slumped sharply in May, totaling 
2,356, as compared with 2,769 in 
April. The truck turnover, which 
had reached 445 in the previous 
month, amounted to 183 in May. 


New-car sales by make were: 
Chevrolet, 620; Ford, 593; Plym- 
outh, 259; Buick, 221; Oldsmobile, 
148; Pontiac, 133; Mercury, 100; 
Dodge, 60; Cadillac, 51; Chrys- 
ler, 44; Nash, 33; Studebaker, 28; 
DeSoto, ; Hudson, 14; Lincoln, 
12; Packard, 10; Willys, 6; Kaiser, 
2, and miscellaneous, 5. 

Truck sales were: Chevrolet, 67; 
Ford, 51; GMC, 23; Dodge, 15; In- | 
ternational, 11; Mack, 7 Willys, 4; 
Studebaker, aS Diamond T, A Fed- | 


| eral, 1, and. White, 1.—(Kate Sav- 
age.) 

* « * 

Miami 


Both new and used-car sales have 
been going along on an even keel 
for the past several weeks and 
prospects are for steady business 
for the next 60 days at least. 

Representatives of finance com- 
panies have indicated to used-car 
dealers that so long as conditions 
remain as they are, there will be 
no tightening up on credit, and 
there might be some easing. 

Although Miami new-car dealers 
report there is virtually no bootleg- 
ging by area dealerships, used-car 
lots seem to have a plentiful supply 
of 1954 models, apparently “ak 
in from outside states. — (G. S. 
Connell.) 


* * * 


Providence 


New-car sales during May in 
Providence declined from the April © 


Packard, 4; Kaiser, 


pace, totaling 1,160, compared with 
1,342 for the previous month. New- 
truck sales also were down to 96 
from the April total of 120. 

Ford ousted Chevrolet as new- 
car sales leader, with 289 regis- 
trations compared with 253 for 


| Chevrolet. Buick edged Plymouth 


to take No. 3 spot, 118 to 116. 
Other sales by make were: Olds- 


mobile, 90; Pontiac, 74; Mercury, 


49; Nash, 29; Chrysler, 27; Cadil- 
lac, 26; Dodge, 25; Studebaker, 17; 
DeSoto, 16; Lincoln, 10; Hudson, 5; 
1; Willys, 1, 
and miscellaneous, 10. 

Truck sales by make were: Chev- 
rolet, 42; Ford, 28; Dodge, 10; Inter- 
national, 7; Diamond T, 4; Stude- 
baker, 2, and miscellaneous, 3. 

* + * 


San Antonio 


New-car sales in Bexar County 
(San Antonio) totaled 1,016 in May, 
compared with 938 in the previous 
month. New-truck sales, however, 
dipped to 148 from 210 in April. 


New-car sales by make were: 
Ford, 275; Chevrolet, 205; Buick, 
98; Oldsmobile, 75; Mercury, 63; 
Plymouth, 61; Pontiac, 58; Cadil- 


lac, 37; Dodge, 32; DeSoto, 18; 


Studebaker, 18; Chrysler, 17; 
Nash, 16; Lincoln, 11; Hudson, 
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9; Willys, 7; Packard, 6; Jaguar, 

4; Kaiser, 2; MG, 1; Volkswagen, 
1, and miscellaneous, 2. 
New-truck sales were: Ford, 63; 


| Chevrolet, 49; International, 14; 
Dodge, 12; GMC, 7, and White, 3.— 
(J, H. Reed.) 

* aa ~ 
Atlanta 


More new cars and trucks were 
sold in the Atlanta area during 
April than in any previous month 
this year. Total new-car registra- 
tions reached 2,325; new trucks, 338. 

For the second month in a row, 
Ford, with 622 new-car sales, out- 
distanced Chevrolet, with 589. Buick 
remained in third place with 200. 


Other makes fared as follows: 
Oldsmobile, 158; Mercury, 154; 
Plymouth, 158; Pontiac, 144; 
Dodge, 78; Cadillac, 53; Nash, 37; 
Studebaker, 28; Chrysler, 23; De- 
Soto, 20; Lincoln, 18; Packard, 16; 
Willys, 10; Hudson, 8; Kaiser, 6, 
and miscellaneous, 8. 

For the first time this year, Ford 
also sold more new trucks, 134, 
than any other make. Chevrolet 
was in second place, with 109. Oth- 
er truck sales were: International, 
42; Dodge, 22; GMC, 15; White, 6; 
Mack, 2; Studebaker, 2; Reo, 1, and 
miscellaneous, 5. —(E. C. Bash.) 








Imagine Motor Oil that in Effect 





ADDS OCTANES TO 


GASOLINE_ Boosts 
Gas Mileage Up to 23% 


The Best Lubricant 
for Any Car—New or Old—- 








in Extreme Heat, 


or Sub-Zero Cold—Adds 
Years to Engine Life! 


Here’s the powerful performance story customers are 


reading about... 


in national magazines—Life and 


Saturday Evening Post — coast-to-coast. 


New Mobiloil Special boosts engine power. . 


. equivalent 


to raising gasoline performance up to five octane 
numbers. It boosts gas mileage up to 23%. 


In exhaustive tests it cleaned up engines of all ages 
—kept them clean as no oil ever has before. It relieved 


engine knock, pre-ignition 


“ping” and spark plug 


misfiring. It reduced corrosive and mechanical wear to 
almost zero. For more service department gross profit 


—sell New Mobiloil Special! 


*in identical road tests, using fleets of vehicles—New Mobiloil Special 
reduced gasoline consumption —increased miles per gallon up to 23% — 
over results obtained with conventional high-quality SAE 20 motor oil. 


Mobiloil Special — Under APi Classification, recommended ‘For Services ML, MM, MS, DG.” 


NOW—MORE THAN EVER — 


THIS SIGN MEANS BUSINESS! 





SOCONY-VACUUM OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM COMPANY, GENERAL PETROLEUM CORPORATION 





AUTOMOTIVE NEWS, JULY 5, 1954 
UAW’s Next Move Debated .. . 


Steel Contract Clouds 
Annual-Wage Push © 


(Continued from Page 1) 


Canadian Studebaker Dealers Cited— 


Seven service pins and four dealer plaque awards were presented to Canadian 
dealers and members of their staffs by D. C. Gaskin, president of Studebaker Corp. 
of Canada, Ltd., during a series of dealer meetings in Hamilton, Ont. Six of the 
citations went to father-and-son teams. In the front row, (from left) are Frank Reynaert, 
Aylmer, Ont., five-year pin and plaque; Lovis Brown, Guelph, Ont., 25-year pin and 
plaque; Gaskin; William Watterson, Weyland, Ont., five-year pin and plaque, and 
R. L. Carr, district manager. Back row: Tom Pryde, general sales manager of Stude- 
baker; Sid Brown, Guelph, 15-year pin; J. H. Newby, district manager; Jules Reynaert, 
Aylmer, five-year pin, and Ivan Church, five-year pin. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


retail auto prices for the current 
model year. 
* & oa 

ILE the Steelworkers were 

jubilant over their success, 
UAW-CIO Local 689, representing 
460 workers at Pressed Metals of 
America, Inc., Marysville, Mich., 
agreed to take a pay cut in order 
to keep the plant going. 

The company makes wheel sus- 
pensions and bushings for the 
auto industry and has lost about 
45 percent of its business when 
Ford and Chevrolet redesigned 
front-wheel assemblies. 

The union also agreed that the 
firm should have the right to revise 
all piecework earnings to the extent 
believed necessary to operate prof- 
itably. 

It refused, however, to cancel the 





This is ENTHUSIASM! 
"pase 


SL 


present contract, which expires 
Sept. 1, 1955, or to withdraw all 
pending grievances. 

* * * 


—- at dealerships developed 
last week in Cleveland, while 
strikes on the West Coast contin- 
ued. 

Local 1095 of the AFL, Automobile 
Salesmen’s union and the East Bay 
(Calif.) Motor Car Dealers Assn. 
still are locked in a dispute over 
commissions, with the union seek- 
ing to retain the 4% percent fee 
collected on the delivered price of 
new cars and the dealers offering 
4% percent of the factory price. 

The salesmen claim that the 
dealers’ offer would mean a pay 
cut, while the dealers assert that 
it would increase quality selling 
because they also offered to raise 


The American Weekly creates ENTHUSIASM ~ 


Your ship comes in when you sell America’s moneyed middle millions— 
through the pages of The AMERICAN WEEKLY. Editorially keyed 
to the enthusiasms of the most powerful buying force in America 
—the middle income group—it’s read each week by better than 

one out of every five American families. 


Dhe 
‘AmericaNWEEKLY 
* ENTHUSIASM is interest raised to the buying pitch ! 


THE AMERICAN WEEKLY, 63 VESEY STREET, NEW YORK 7, 





the monthly draw from $300 to 
$400. : 


The 400 striking salesmen have 
picketed the 54 dealers of the asso- 
ciation since June 14. Their picket 
lines have been respected by 3,000 
mechanics, painters and_ service- 
men, 

A dealer spokesman said there 
are “no offers on the table” by 
either side, adding that overhead 
is way down and that owners and 
supervisory personnel are making 
some sales. 

Another strike against five of the 
57 dealers in San Mateo County, 
Calif., and in Palo Alto entered its 
eighth week. 

The strike was called by Local 
775 of the AFL Retail Clerks Union 
in an attempt to win a contract 
with the Peninsula Auto Dealers 
Assn. 

Dealers report that the strike is 
having little effect, since many 
salesmen and all shop personnel 
are crossing the picket lines. 

* * + 


N CLEVELAND, auto mechanics 

of the AFL Machinists Union 

have struck at 39 of approximately 
175 dealers. 

According to the union, agree- 
ment on a contract failed al- 
though abouot 10 dealerships 
signed the contract providing for 
a 10-cent an hour increase in the 
minimum flat-job rate of $2.20. 

A spokesman for the struck firm 
said that the “issue which provoked 
the strike is the dealers’ refusal to 
yield to the union demand to nego- 
tiate increases in the time allot- 
ment established by the factory for 
the performance of custom service 
repair operations.” 

“We are also informed,” he added, 
“that in making this stand, the 
dealers are asking the union to 
conform to the general practice in 
the industry. The dealers say there 
is no reason why the customer 
should pay for more hours in Cleve- 
land for any job of operation on 
any car than elsewhere.” 


Here’s Key Step 
To Keep Buyers 
From Straying 


MONROVIA, Calif—A new, ap- 
parently surefire method of selling 
trucks has been worked out by two 
salesmen at McDonald & O’Boyle 
(Chevrolet-Oldsmobile). 


Henry Ehlers, one of the sales- 
men, lured two prospects out to a 
storage lot to show them some 
Chevrolets. 

It was late in the afternoon, and - 
along came Eddie Bond, another 
salesman, intent on closing the 
place. Not seeing the trio in the 
storage lot, Bond padlocked the 
gate and departed. 

When the three men were ready 
to leave, they found themselves 
locked in. Shouts, honking of horns 
and all the commotion they could 
raise had no effect. Finally, a wo- 
man discovered their predicament 
and telephoned the main office, and 
the imprisoned men were released. 

“You see, we never have been 
locked up before,” explained one of 
the customers to Dick Burt, general 
sales manager, as he signed the or- | 
der for a new truck. “And since we 
couldn’t get away for so long, I 
guess our sales resistance just kind 
of melted away!” 


U. C. Stocks Down, 


DeSoto Declares 


DETROIT.—Industrious mer- 
chandising of used cars by DeSoto 
dealers has resulted in a steady re- 
duction of stocks since the first of 
the year, Clyde Mix, DeSoto used- 
car merchandising manager, an- 
nounced last week. 

The present used-car inventory 
among the 3,000 DeSoto-Plymouth 
dealers totals fewer than 43,000 
units, or about 14 cars per dealer, 
Mix said. This, he said, is below 
the prewar average for DeSoto 
dealers. 

Mix said that used-car sales had 
been especially active since inaugu- 
ration this spring of the “Top 
Value” theme. 


Terry in Fleet 
Horace A. Terry has been aj- 


pointed fleet sales manager for D'- 


mas Chevrolet Co., 4047 Carrolloon 
avenue, New Orleans. 
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Really Rugged 
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This rugged combination eo 
Axles, front and rear, and Clark Transmission — 
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question of power transmission from engine fo tires. 
It’s also another clinching argument that it’s good 7 0 a 7 ey i’ ad 


business to do business with Clark. 
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Over a million tons of steel handled 
annually at U. S. Steel’s Duquesne works 


—psy P@SS carriers 


Running the roads and arteries of U. S. Steel’s huge 
Duquesne Works is a team of seven Ross Carriers 
and two Ross lift trucks—fast, mobile, well suited to 
handling over a million tons of steel according to 
precision-engineered plan. 


Quickly dispatchable by radio to any point, the Ross 
Carriers haul their loads of blooms and billets, and 
handle semi-finished steel between conditioning yards, 
stockfield areas and finishing mills. The Ross lift trucks 
work effectively with the Carriers—moving and piling 
smaller loads, and removing them as needed for 
rolling orders. 


PRODUCTS OF CLARK: TRANSMISSIONS e DRIVING AND 
STEERING AXLES e AXLE HOUSINGS e TRACTOR DRIVES e LIFT 
TRUCKS e TOWING TRACTORS e ROSS CARRIERS e POWRWORKER 
HAND TRUCKS @ EXCAVATOR CRANES e TRACTOR SHOVELS e 
ELECTRIC STEEL CASTINGS e GEARS AND FORGINGS 


Formerly, steel had to be handled up to seven times 
by locomotive and crane from primary to secondary 
mills. Now, steel is at the finishing mills, usually after 
only two rides on a Ross—never more than four. The 
carriers also move ingots, scrap in charging boxes, and 
maintenance spares. In addition, storage space inac- 
cessible by crane is now put to good use. 


Are not these time-saving, money-saving advantages, 
built into Ross Carriers, waiting discovery in your 
business? Why not call in the Clark-Ross dealer to help 
find your own substantial benefits. Call him—he’s listed 
in the Yellow Pages of your phone book. 


CLARK 


EQUIPMENT 


CLARK EQUIPMENT 
COMPANY 


BATTLE CREEK, 
MICHIGAN 
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AUTOMOTIVE WASHINGTON 


Newly Formed Group 
To Study City Traffic 


William Ullman 


aoe Correspondent 
oe. of a national group to study urban trans- 
portation was announced here last week. This appears 


to be something very much 


needed by merchants in all 


fields—including retail car dealers—who have worried plenty 
about the effect of bad transportation conditions on their 


respective businesses. 

For many years the Fed- 
_ eral Government — through 
the U.S. Bureau of Public Roads— 
and the State highway departments 


'. have made transportation studies 


and surveys out 
on the open road 
and near the ap- 
proaches to large 
and small cities. 
But this latest 
venture contem- 
plates surveying, 
studying and 
making recom- 
mendations for 
physical changes 
in towns and cities 

William Uliman that will give traf- 
fic a better chance to move more 
freely and less dangerously. 

The new group will be known as 
the National Committee on Urban 
Transportation. It will draw on the 
information and services of six or- 
ganizations of public officials, with 
staff aid provided by the Automo- 

tive Safety Foundation. 

The group will aim at collect- 
ing overall information in the be- 
lief that most “spot” studies, such 
as parking studies, have limited 
value because they represent a 
piecemeal approach to transpor- 
tation problems. 

The committee will devote time 
to the classification of streets and 
to setting physical standards for 
them, Other aspects of the problem 
to receive attention will be organ- 
ization and management of transit 
systems, mass transit, efficiency and 
safety of street systems, and plan- 
ning and financing of street con- 
struction and maintenance. 

Also, it was stated, consideration 
will be given to legal tools to con- 
trol matters like rights-of-way and 
access. 

Results of the project, a spokes- 
man said, will be brought together 
in a manual that will be designed 
to help city officials develop broad 
transportation plans on an econom- 
ical and continuing basis. It is 
estimated that the program will 
take 1% years. 

+ 


* * 


Joy in Reunion 
. O'FLYNN’S Fifty Million 
Wheels,” a movie about a 
family on the move, with an im- 
portant message for all Americans, 
was an after-luncheon treat offered 
by the Automobile Manufacturers 
Assn. in Washington last week. 

While the film reeled off a lot of 
fun and fantasy for those present, 
the real joy of the occasion was 
the gathering of so many men 
prominent in so many segments of 
the motor world. 

There were so many who de- 
served introduction during the 
luncheon that the managing di- 
rector of the Automobile Man- 

ufacturers Assn., Bill Cronin, who 
presided, said he wouldn’t attempt 
it. There were so many of note in 
the motor world that this column- 
ist, like Cronin, won’t attempt to 
print their names. Space is not 
that plentiful. 

Yes, “Mr. O’Flynn’s Fifty Million 
Wheels” was quite a show within 
quite a show. Its message? That 
our country’s new way of living de- 
pends upon wheels — millions of 
truck wheels that carry the prod- 
ucts, render the services, build the 


" foads, transport the fuel, and send 


» supplies and goods rolling along 
'» the highways of America. 
: * * * 


| Aid to Small Firms 
? EGIONAL directors of the Small 
Business Administration, in 
_ Washington last week for a, four- 
_ day meeting, were given assurances 
_ by Administrator Wendell Barnes 
“that the SBA programs of small 
“business assistance are proving 
their worth and that small firms 


> 





|must prepare now to play their 
part in the economic advance “that 
appears to be in the making.” 

“Our programs of assistance to 
small firms are now hitting their 
full stride,” Barnes said, “and in 
the months ahead we will all be 
put to the test. 

“It is our job to make sure that 
enterprising small firms are pre- 
pared to expand their operations, 
to help provide more jobs and more 
payrolls, to see to it that new firms 
have a fair chance in the period of 
expansion that lies ahead.” 

Barnes stated that the SBA pro- 
gram to assist small businessmen 
in obtaining a fair share of Gov- 
ernment purchasing is getting the 
desired results. 

+ * * 


Gas Battle 


HE Federal Trade Commission 
reported last week that the Na- 
tional Congress of Petroleum Re- 
tailers and the Retail Gasoline 
Dealers Assn. of Michigan have 


IH Generator Unit 
Is Powered by 


Trucks, Tractors 


CHICAGO. — International-Har- 
vester Co. has developed an experi- 
mental electric generating system 
designed to make a small truck or 
farm tractor a mobile source of 
electric power. 

Called the “Electrall” system, the 
unit was revealed at a showing on 
the IH experimental farm near 
Hinsdale, Ill., even though research 
on the system is not yet completed. 
There was no indication when it 
would go into production. 

John L. McCaffrey, president of 
TH, said: 

“Either for farm use or in con- 
struction and other activities, the 
Electrall can bring new flexibility 
and convenience to the user. Its 
relatively small size and good out- 
put make it a very desirable unit 
for truck use.” 

The Electrall derives its power 
from a compact electric generator, 
especially designed by General Elec- 
tric engineers, which is powered 
indirectly by the truck or tractor 
engine. 

On a truck, the unit is located 
behind the cab. Power is supplied 
directly from the transmission. IH 
engineers say the Electrall can per- 
form as a power source for lighting 
and for power tools, welding equip- 
ment and other machines. 

The generator has three outlets: 
A 220-volt, three-phase outlet; a 
220-volt, single-phase outlet, and a 
120-volt, single-phase outlet. 

= * * 


filed a petition opposing the request 
of Standard Oil of Indiana that the 
FTC reopen and reconsider its 
modified findings and order in the 
case in which Standard is charged 
with unlawful price discrimination 
in the sale of gasoline. 

A Senate Judiciary subcommit- 
tee has approved legislation aimed 
to overturn the Supreme Court de- 
cision in the Standard Oil of In- 
diana case. The bill would hold that 
price discrimination in good faith 
to meet the practices of competitors 
is not a complete defense to FTC 
charges of Robinson-Patman Act 
violations. Also, it would specify 
the conditions under which freight 
charges may be absorbed. 

* *~ * 


Labor Probe 


A NEW start on the proposed 
nationwide congressional in- 
vestigation of alleged labor racket- 
eering was assured the other day 
when the House voted unanimously 
to provide a $75,000 operating fund 
for the inquiry. 

The money is to be put in the 
hands of a subcommittee of the 
House Government Operations 
Committee to be headed by Rep. 
George Bender, Ohio Republican. 

New York, Chicago, Cleveland 
and Cincinnati are expected to be 
the first cities to come under the 
scrutiny of the Bender group. 

* * * 


ATA Hits ‘Piggyback’ 


CS the carrying of 
truck-trailers on railroad flat 
cars — called “piggyback” — with 
door-to-door delivery to and from 
shippers’ and consignees’ docks, the 
American Trucking Assns. had this 
to say: 

“To allow the railroads to engage 
in such trucking operations without 
meeting the requirements of Part 
II of the Interstate Commerce Act 
regulating trucking is to allow the 
railroads to enjoy a monopoly of 
land transportation.” 

That charge was made in a brief 
filed June 23 by ATA. Argument on 
the point made got under way last 
week. 

ATA declared that Congress 
had charged the Interstate Com- 
merce Commission to regulate 
the transportation media in order 
to preserve the inherent advan- 
tages of each. The most signifi- 
cant inherent advantage of truck- 
ing, ATA said, is the ability to 
render door-to-door service in a 
single vehicle without the re- 
handling of the shipment, 

July 27 has been set by ICC for 
a hearing on the rates proposed by 
several eastern railroads for “piggy- 
back” movement of highway 
trailers. 

~ * * 


Dealers Lauded 


HE Automotive Trade Assn. of 

the National Capital Area was 
praised last week by the Washing- 
ton Federation of Churches, Dr. 
Frederick Reissig, executive secre- 
tary of the federation, in a letter 
to Maurice Murphy, managing di- 
rector of ATA, said: 

“IT am writing to commend you, 
at the request of the Washington 
Federation of Churches, for not 
only keeping your retail stores 
closed on Sunday, but also to say 
that it is particularly fine that the 
notices in the windows state that 
the store is closed on Sunday so 
that people may attend the church 
of their choice.” 


Supplies Power for Construction— 


Mobile power generated by the experimental Electrall, mounted on a Model R-120 
International truck with Service-Utility body, can be used on a building construction 
site where lack of other power service would result in costly delays. This three-cubic- 
foot portable cement mixer, equipped with Y% horsepower electric motor, is helping 


in the erection of a motel and restaurant. 


DETROIT PUSLIC LIBRARY 
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UTHAT REMINDS ME... 
THE WIDE-OPENING TAILGATE ON A HEIL BODY 
CERTAINLY SPEEDS UP OUR OPERATIONS!" 


ANOTHER reason why your customers will appreciate your recom- 
mendation of Heil Bodies! They can dump fast and clean with Heil 
specially designed tailgate action. Double-acting tailgates are fitted with 
offset oe to permit an extra large opening. Horizontal and vertical 
box member reinforcement provides a rigid, husky unit. 

Subframe construction of Heil Bodies has both cross members and 
long members interlocked and welded into a single assembly to prevent 
sagging of the body floor. For extra strength under load, this reinforced 
steel subframe is welded integrally with the body. 

Other Heil features your customers look for include: Weight-saving 
design for bigger pay loads and lower operating costs; sturdy con- 
struction for long, low-maintenance service life; a choice of bodies and 
hoists matched to the truck and the load. 

Keep your customers satisfied . . . call your Heil distributor today for 
details about all Heil advantages. 


HEIL HOISTS 


Trouble-free hydraulic hoists 
assure faster dumping, shorter 
cycle time and keep trucks 
working longer with fewer re- 
pairs. Hoist frame takes all 
stresses without transferring 
. any stress to truck frame. 


ALWAYS SPECIFY HEIL 


PLS 
BH-412 D 


THE HEIL co. 


DEPT. 5974, 3059 WEST MONTANA STREET, MILWAUKEE 1, WISCONSIN 
Factories: Milwaukee, Wis. — Hillside, N. J. 


Sales Offices: New York, Union, N. J., Washington, D. C., Atlanta, 
Cleveland, Milwaukee, Detroit, Chicago, Kansas City, Denver, Dallas, 
los Angeles, Seattle. 


YOU NAME IT — WE BUILD IT 


There is a HERMAN BODY 
designed for your customers 
specific needs... 


THE HERMAN “FORWARD 
CONTROL” Delivery Body 


ill a 


The Easie Th 


MAN 


BS 
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FOB FACTORY 


Sub-Zero Steel Chilling 


Becomes Hot Topic 


fama chilling, once tagged as an in-and-out per- 
former, appears to be gaining increasing recognition in 
industry. Among a growing list of uses of low-temperature 
treatments are stabilization of precision machine parts in- 
cluding gages, arbors and mandrels, stabilization of perma- 

pn eterna 


nent magnets, improving the 
life of cutting tools and dies 


and shrinking metals prior 
to fitting. 

Many of these applications are 
not new. However, with improved 
understanding of what actually 
happens when “metals are cooled 
quickly to very low temperatures, 
such treatments are made safer 
and more effective. 

Low temperature chilling of 
metals has been employed suc- 
cessfully for many years. It is 
known, for example, that Swiss 


gage makers once used stabiliz- 


ing treatments which involved 
hot. and cold seasonal exposure 
of metals over a period of seven 
years. 

With its structure stabilized by 
this long series of exposures, the 
steel was machined and the gage 
finished. 


In a recent talk before the Amer- 
ican Society of Tool Engineers, R. 
S. Jamison, Sub-Zero Products Co., 
reviewed the history of sub-zero 
treatments and outlined in detail 
some of the possible uses of the 


ATTENTION 


TRACTOR-TRAILER OPERATORS! 


MUIDILAUND 


Brings You 
New Stopping Efficiency 


- With Two New Brake Valves! 


7 leads again in bringing out these 
two new improved brake valves for tractor- 
trailer operators — assuring them of the finest, 


safest, most efficient braking performance. 


Midland’s vacuum relay valve features a “‘built- 


in” fast action tank valve which gives maximum 
braking in 1/3 the time! Not only makes for much 
quicker application but recovery is faster, too. Has 
improved, highly efficient, easily cleaned unit air 
filter. And valve can be quickly disassembled by 
simply removing two snap rings. 

Midland’s new air synchronizing valve for trac- 
tor-trailers makes possible faster trailer brake 
applications. It does just what the name implies — 
it synchronizes tractor and trailer air-over-hydraulic 
brakes, shortening stopping distances. 

This synchronizing valve eliminates “run-up” 
on the fifth wheel and equalizes tractor and trailer 
brake energy. No tractor-trailer operator with air- 
over-hydraulic should be without this valve. 

See your nearest Midland dealer for complete 
information — or write to us direct. 


THE MIDLAND STEEL PRODUCTS CO. 


3641 E. MILWAUKEE AVE. * DETROIT 11, MICHIGAN 


Export Department: 38 Pearl Street, New York, N. Y. 
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method under properly controlled 
conditions. 
* + 


Brittleness No Problem 


AMONG other things, it was 
pointed out that brittleness is 
not a problem where proper pre- 
cautions are taken. It has been 
shown that metal can be increased 
in hardness as the result of cold 
treating while simultaneously im- 
proving ductility. 

It is contended that metal 
whose hardness has been in- 
creased by cold treatment is also 
more ductile when it is re-tem- 
pered to standard values. 

An interesting recent application 
of cold treatments of metal is a 
low-temperature stabilizing treat- 
ment given automobile speedometer 
magnets by a large producer. 

Prior to the use of sub-zero 
chilling to transfer all of the auste- 
nite in the magnet over to marten- 
site, a considerable variation in the 
magnetic strength of the magnets 
was observed, 


Use of cold-temperature treat- 
ments not only produced a larger 
percentage of magnets with the de- 
sired magnetic strength; magnets 
produced were also observed to 
have improved stabilization in serv- 





AND STOP 


SAFELY! 








Elected to L-M Ad Group in Cincinnati— 


John V. Walker (second from left), Dayton, O., and Rudy Booth (right), Newport, 
Ky., have been voted into the Cincinnati Lincoln-Mercury Dealer Advertising Com- 
mittee. With the two dealers are N. E. Crews (left), L-M central regional sales manager, 
and J. D. Platt, Cincinnati district sales manager. 


ice. This was particularly true of | the use of ultralow temperatures as 
vehicles operating under very low/a means of achieving greater di- 


temperature conditions. 
* * * 


Bearings Stability 


_ bearing industry, it is re- 
ported, has become interested in 





mensional stability. 

A highly important and grow- 
ing application of sub-zero chill- 
ing is the use of repeated cycles 
of chilling and tempering for 
gages, arbors, mandrels and pre- 
cision machine parts where 100 
percent transformation of aus- 
tenite is desired, 

As many as six cycles may be 
used. The parts are not held at or 
near room temperature for any ex- 
tended period during the entire 
cycle. 

Multiple tempering of high-speed 
tool steels used in conjunction with 
chilling. to 120 degrees below zero, 
it is claimed, produces tools with 
improved cutting qualities and bet- 
ter resistance to breakage. 


Ford Arts Contest 
Adds Prizes for 


Creative Design 


DEARBORN. — Two $100 prizes 
for creative design and ingenuity 
will be offered for the first time in 
Ford Motor Co.’s 1954 Industrial 
Arts Awards program, according to 
Dewey F. Barich, manager of the 
educational relations department. 


The creative design award will 
be made to the student whose proj- 
ect best demonstrates a creative or 
imaginative approach to the solu- 
tion of a design problem. 

The ingenuity award will be pre- 
sented to the student whose entry 
best indicates imagination in ma- 
chine processes, a new method of 
solving a problem or a unique ap- 
plication of a scientific principle. 

The judging panel of 28 educa- 
tors and representatives of indus- 
try will name the winners at the 
conclusion of the finals at Dear- 
born July 14-16. 

The program is designed to en- 
courage outstanding work in the 
industrial arts and vocational edu- 
cation fields by junior and senior 
high school craftsmen. In 1953 more 
than 5,000 entries were submitted. 
Winning students received $45,000 
in awards. 





Studebaker Signer— 


W. P. Hain (left), of the Harrisburg) 
(Pa.) Automobile Co., signs a Studebake: 
franchise. Looking on are George E. Reac 
(right), Studebaker's Philadelphia regiono 
manager, and Earl L. Platt, district man 
ager. 
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Commercial Car News 


{ Monthly Section for those who make, sell and service America’s Trucks, 


Buses, Commercial Vehicles and Equipment 
(Ata T | 


‘Must’ Items Can Boost Dealer Sales... 





Laws Point to Profits 


| igen and regulations in many 
states work to the advantage of 
truck dealers who are alert to plus- 
profit possibilities. 

One example can be found in 
regulations governing turn sig- 
nals. They are now required on 
trucks in 17 states, while 40 states 
require them on trucks where the 
body extends sufficiently to obs- 
cure an arm signal. 

Fifteen states now require mud- 
guards on practically all large 
trucks, Twenty-six states require 
motor carriers to be equipped with 
defrosters and 38 states have reg- 
ulations requiring reflectors on spe- 
cified vehicles. 

* * * 

| getlid state weight laws demand 

more rear wheels to comply 
with the law than can be obtained 
with a single axle. This opens the 
opportunity for the truck dealer or 
his salesman to sell either a dual 
drive or trailing axle bogie. 

Many truck dealers, especially 





combination dealers, are missing 
untold plus-profits because they 
do not have the proper facilities 
to service trucks efficiently, to 
say nothing about installing truck 
equipment and accessories. 

Other dealers pass up this lucra- 
tive business because they do not 
know regulations of their state and 
adjoining states as they pertain to 
truck operation, or because they 
have not really dug into the profit 
potential of equipment and acces- 
sories. 

The only states not requiring 
turn signals on any truck are Iowa, 
Kansas, Massachusetts, Michigan, 
Montana, Nevada, Tennessee and 
Vermont. 

* cd * 

At LEAST one truck company is 

offering directional signal wells 
in the front fender as optional 
equipment. The trend toward more 
universal demand for directional 
signals on all trucks is such that 
it is fair to presume that more ve- 


Manhattan Skyline’s New Look— 


This 75-foot, three-dimensional sign has been placed on top of the new amillion- 
dollar terminal of Yale Transport Corp. in New York. The sign is a built-to-scale Yale 
highway unit about twice the size of an actual truck, the company said, built of 
plastic and fibre glass with a new technique that cuts weight about 60 percent. The 
sign is illuminated with 10 floodlights, with the seven foot wheels complete with 
revolving lights that make it appear to be rolling along the skyline. 





ATA to Ask Governors 
For Fuel-Tax Splitup 


ASHINGTON.—A program to| multiple levies in each state, al- 


distribute highway taxes on 
interstate trucks fairly among the 
states of operation was advanced 
last week by the American Truck- 
ing Assns. The plan will be sub- 
mitted to the Governors Conferance 
at Lake George, N. Y., July 11-14. 
In recent years, ATA declared, 
some states, in efforts to exact 
larger truck tax payments, have 
abandoned recognition of other 
states’ truck tax systems and in- 
sisted that “foreign” trucks pay 





Twin Cities Convert 
From Trams to Buses 


MINNEAPOLIS. — (UTPS) — 
The transit systems of Minne- 
apolis and St. Paul have com- 
pleted the conversion to buses 
from streetcars. 

The bus conversion, which was 
begun in 1952, terminates 82 
years of rail operation in the 
Twin Cities. The buses were 
built by GMC Truck & Coach. 





though car licenses in one state 
go anywhere without further 
plate taxes. 

The proposal of the Council of 
State Governments that all special 
truck taxes be converted into mile- 
age rates, with revenues pro-rated 
among the states, would not work, 
ATA said, because no sound figures 
can be maintained as to the aver- 
age mileages of different sizes of 
trucks and- because the plan would 
have to be adopted simultaneously 
by all the states. 

* * * 
A* proposes that fleet operators 
license their trucks in various 
states in proportion to their use of 
each state’s highways and then pay 
fuel taxes to each state according 
to miles operated. 

More than thirty states already 
have moved to share fuel taxes, 
ATA said, with Virginia using a 
particularly successful plan. 

The issue of dividing special 
truck taxes among the states, ATA 
said, has no connection with the 
(See TAXES, Page 21, Col. 1) 





hicles will include this feature in 
next year’s models. 

Providing a front-fender signal, 
however, does not take away 
from the dealer the opportunity 
of selling and installing direc- 
tional signals in most vehicles be- 
cause of the variance in body de- 
sign and the inability of the fac- 
tory to design a rear signal that 
will work with all bodies. 

The same is true with reflectors. 
Thirty-eight states and the District 
of Columbia now require trucks to 
be equipped with either one or two 
reflectors under various conditions. 

Oklahoma and Wyoming are the 
only two states demanding reflec- 
tors on 70-inch-wide bodies. Con- 
necticut demands them on a 72-inch 
body and Maine demands them on 
an 84-inch body. 

Alabama, Arizona, Arkansas, 
Colorado, District of Columbia, 
Georgia, Illinois, Nebraska, New 
Mexico, Rhode Island, South Caro- 
lina, Tennessee, Texas, Utah, Wash- 
ington, West Virginia and Wiscon- 
sin demand reflectors on bodies 80 
inches or more width. 

California, Georgia, Idaho, Indi- 
ana, Iowa, Kansas, Michigan, Mas- 
sachusetts, Maryland, Minnesota, 
Mississippi, Montana, Missouri, 
Nevada, New Hampshire, New Jer- 
sey, Pennsylvania and South Da- 
kota all require reflectors under 
certain conditions. 

a co oe 


yepavarns, flaps or splash 
aprons are required in 15 states 
where the rear tires of the truck 
or trailer are not equipped with 
fenders or where the body does not 
prevent mud and gravel from be- 
ing thrown to the rear. 

In each state, however, specific 
regulations are set up. Truck 

(Continued on Page 22, Col. 3) 





Top Trucks 


New-truck registrations for four 
months, plus 25 States for May: 


1954 Pos. Make 1953 Pos. 
1—103,205 Chev. 125,866— 1 
2— 96,343 Ford 82,332— 2 
3— 29,842 Intern’l 38,889— 3 
4— 25,994 GMC 32,924— 5 
5— 22,569 Dodge 35,546— 4 
6— 4,814 Willys 1587— 7 
i— 4,056 White 4,455— 8 
8— 4,023 Stude. 10,137— 6 
9— 2,062 Mack 2471— 9 

10— 1,014 Dia.T 1,215—11 
11— 879 Reo 1,422—10 
12— 437 Autocar 604—12 
2,303 Misc. 2,856 
Total All Makes 
298,041 346,310 


For further details, see Page 34. 





Truckin’ 





...- by Jack Weed 


+ PURDY and Bill Woolsey, 
Dodge truck brass, pulled a 
nifty at Chrysler Corp.’s showing of 
its new proving grounds to the 
press of the nation. 


During the track events, they had 


the boys set up an abbreviated | 


“roadeo” deal and had a Dodge 
with semi make the driving pat- 
tern. The run went off without a 
hitch — no pins down, nor barrels 
kicked over. 


When the run was over, out 
stepped the operator, removing 
the coat and cap of an over-the- 
road driver, It turned out to be 
none other than diminutive 
Sammy Chapin, holder of many 
driving and flying records and 
daughter of the late Roy Chapin, 
one of the founders of Hudson. 

She certainly put over the ease 
of driving a Dodge truck, if the 
comment of the scribes around me 
in the stand is any criterion. I 
heard several say that, if a little 
gal like Sammy could wheel that 
combination unit around as easily 
as she apparently did, then the 
power steering must make truck 


driving easy. 
* * ok 


Big Parade 


thee also put on a nice parade 
of the many different sizes and 
models of Dodge trucks for the 
visiting typewriter pounders. Com- 
ing down the wide test track four 
abreast, the parade looked like a 
motorized army outfit on the move. 
Many of the writers, who normally 
do not get their noses rubbed in 
this truck business too much, must 
have got a pretty good idea of the 
range of commercial vehicles Dodge 
is offering the hauling public. 
The test ground offers the 
truck division unexcelled testing 
facilities, not only in its man- 
made sections, but in the normal 
terrain of a very rugged section 
of country. The grounds lie in 
hilly country, with plenty of low 
spots and all kinds of soil to con- 
tend with. 

Frenchy Reese, the veteran Dodge 
truck tester, must be having a 
showman’s holiday out there every 
time a group of fleet buyers is 
brought out to see a demonstration. 

Incidentally, if you have not seen 
it in forty-eleven other stories, Jack 
McGrath, who set the fastest quali- 
fying time at Indianapolis, also set 
a new enclosed-track record of 
179.386 m.p.h. on the Chrysler oval. 

And your plump truck-scanning- 
post observer got his second big 
thrill in 30 days at this affair. I 


Survey Points to Brake 


By Sam Sampson 
Staff Writer 

pextee profits from a busy shop 

await the truck dealer who will 
take note of the’ need for better 
truck maintenance in the field, ac- 
cording to an Automotive NEws 
survey of truck makers, engineers 
and brake part suppliers. 

Routine brake check and ad- 
justment programs can be turned 
into a profitable business in itself, 
according to the survey. The fact 
that one brake reline job results 
from every three brake checks, 
on the average, highlights the 
extra profits that can be received 


from special truck brake promo- 
tions. 

There is a considerable — and 
growing — market for truck brake 
maintenance in dealer shops as in- 
dicated by an early estimate of the 
May Safety Month tabulations, and 
the results of controlled brake tests 
made public recently at the Atlan- 
tic City meeting of the Society of 
Automotive Engineers. 

= * 


. R. DARLINGTON JR., man- 
aging director of the Inter- 


NEW PRODUCTS 


Page 32 © 













took a ride around the new test 
track with one of the relief drivers 
for the endurance’ run, where a 
Chrysler New Yorker set a record 
of 2,836.4 miles in 24 hours at an 
average speed of 118.184 m.p.h. 

On the fifth strip at one end of 
the track, this driver took his 
hands off the steering wheel while 
we were rolling at 118 miles per 
hour, This sounds a little danger- 
ous, perhaps foolhardy, but to me 
in the car it felt perfectly safe. The 
track is so well designed that the 
car followed the curve around as 
easily as if it were on the level 
without even the slightest indica- 


tion of end thrust. 
* + * 


To Big Waters 


tye» other big thrill—to those of 
you who follow my fishing ex- 
ploits, and there are many who say 
they do—was to hit the desire of a 
(Continued on Page 21, Col. 1) 


Bill Would Cut 
U.S. Aid to States 
With Triple Tax 


ASHINGTON.—A bill designed 

to deny some states Federal 
highWay aid by the amount of 
revenue collected from “third- 
structure” truck taxes was intro- 
duced last week by Rep. Charles . 
G. Oakman, Michigan Republican. 


Calling all third-structure taxes 
“discriminatory,” Oakman said: 

“These discriminatory tolls are 
imposed on trucks traveling in in- 
terstate commerce over highways 
built with Federal-aid dollars, in 
contravention of Mr. Eisenhower's 
stated aims and of the long-estab- 
lished policy of Congress to pro- 
mote the free and healthy flow of 
commerce among the states.” 

” * * 


CA said he had the sup- 
port of the Automobile Manu- 
facturers Assn. and the trucking 
industry. He added that he had 
talked to 19 of his colleagues who 
were favorable. 

Oakman said the measure 
avoids the states’ rights issue in 
that it merely establishes further 
qualifications for the states to 
meet in order to receive .Federal 
aid. The bill does not forbid states 
from levying third - structure 
taxes. 

He predicted that hearings on the 
bill would be scheduled immedi- 
(See OAKMAN, Page 23, Col. 1) 


Potential 


Industry Highway Safety Commit- 
tee, told Automotive News that so 
far in the 1954 tabulations, there is 
no reason to think that truck brake 
conditions have improved over -the 
1953 level. A year ago, 18 out of 
every 100 trucks checked required 
brake attention. 

F. William Petring, of the high- 
way transport research branch of 
the U.S. Bureau of Public Roads, 
and author of the SAE paper, 
“Improvement in Stopping Ability 
of Motor Trucks in Use on the 
Highway,” summarized his paper 
with the comment: 

“ .. . The level of brake per- 
formance of the vehicles operating 
(Continued on Page 20, Col. 1) 
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Special Promotions Urged ee 


Survey Points to Profit 
In Brake Maintenance 


(Continued from Page 19) 


in every day traffic... can be 
appreciably improved by the adop- 
tion of adequate brake maintenance 
programs.” 
* ed * 
a on the profit potential 
for car brake service have been 
~ compiled by Barrett Equipment Co., 
St. Louis, maker of brake service 
equipment. It is thought that brake 
service would be even more profit- 
able on trucks, but comparable fig- 
ures are not available. 


Some within the industry esti- 
mate that truck brake service net 
would be about 5 to 10 percent 
higher, due to additional wheels 
on tractor trailer units that could 
be serviced at the same time, and 
slightly higher truck service rates 
in effect in most dealerships. 

Barrett figures show that if a 
dealer averages only three brake 


adjustments and one reline job a 
week, his gross profit for a year 
would total $1,433 if his shop was 
equipped to do all the work. 
Broken down, the dealer would 
receive $623 profit on reline jobs; 
$192 profit on adjustments; $287 on 
resultant drum turndowns, and $332 
on hydraulic unit -overhauls. 
* * cd 
T° SHOW the profit margin, 
gross income total for the year’s 
operations would total $2,421, ac- 
cording to Barrett. Gross income 
from relines would total $1,147; ad- 
justments, $312; drum turndowns, 
$312, and hydraulic overhauls, $650. 
These figures are based on average 
service rates across the U.S. 
Barrett declares that brake serv- 
ice operations on cars can go as 
high as 65 percent profit if all the 


operations can be conducted in the 
dealer’s shop. 

Barrett suggests that a device to 
indicate low pedal adjustment, 
called a “pedal checker,” be used to 
show the customer the need for 
brake attention. If the pedal allows 
the device to hit the floorboard, the 
left front wheel of the vehicle 
should be pulled. These two tests, 
Barrett says, will bring extra brake 
service business into the shop. 

* + * 


OE of the tests reported by Pet- 
ring in the SAE paper, was 
conducted on 20 vehicles that had 
required more than 50 feet to stop 
from a speed of 20 miles an hour. 
In order to improve the stopping 
ability, 21 different repair and ad- 
justment operations were per- 
formed, From this work, a “fre- 
quency of maintenance and repair 
work” chart was established. 


Brake adjustment was per- 


Self an Idaho Candidate 


TWIN FALLS, Id.— Kenneth G. 
Self, former Lincoln-Mercury dealer 
here, has announced his candidacy 
for lieutenant-governor of Idaho. 
Self sold his dealership last year 
to devote more time to manufactur- 
ing of farm equipment. 


formed on 19 of the 20 trucks. 
Other repairs including replac- 
ing relay valves; eliminating el- 
bows, tees and lengths of lines 
and changing the sizes of the 


lines; adjusting pedal stop or 

control valve linkage; adjusting 

and replacing governors and re- 
lining brake shoes were also 
fairly common, 

But even on trucks that had 
stopped successfully within the 50- 
foot limitation from the 20 mile 
speed, many maintenance orders 
were necessary. On 43 trucks, ac- 
cording to Petring, the following 
operations were performed: 

Adjust brakes (37 trucks); elim- 
inating elbows, tees and lengths of 
line or changing size of lines (10); 
new governor or adjusting limits 
(7); replacing relay valves (5), and 
increasing brake arm lengths (5). 

* * * 


i. operations, required on 
one truck each, were adjusting 
foot control valve, reline brakes, 
replace drums, replace master 
cylinder, replace foot control valve, 
replace check valve, install higher 
friction lining, remove grease from 
lining, tighten relay mounting and 
remove synchronizing valve. 


“The elimination of slack be- 











Easy does it-- 


QUICKLY AND ACCURATELY 
THE WEAVER WAY 










it spins 


* Shows where 
to put weights 


to apply 


* Balances the wheel while 


* Makes an accurate dynamic 
balance in a few minutes 


* Shows how much weight 


WEAVER COUNTERBALANCE 


shows shop up to *5.00 profit per hour 


Cash in now on the rapidly expanding market 
for wheel balancing with this remarkable 
Weaver Model WJ-41 Counterbalancer! It 
represents the fastest, easiest, and most accu- 
rate wheel balancing method yet devised. 
With it, any mechanic can do a commercially 
perfect job with but 10 minutes instruction. 


Perfect dynamic balance is obtained the first 
time. Guesswork and wasteful “cut and try” 


methods are eliminated. 


To merchandise the need for service—utilize 
a Weaver Dynamic Wheel Tester Model WJ- 
69. It spins the wheel on the car, and quickly 
shows the customer the effect of unbalance. 


Get all the facts from your Weaver Jobber or write us for Bulletin AN-603. 





- Single Post Frame Type Lifts . . 
Headlight Testers . . Brake Testers . . 
Cor Washers . 


WEAVER MANUFACTURING CO., SPRINGFIELD, ILL., U.S.A. 


SERVICE SHOP EQUIPMENT 


Complete Weaver line includes: Twin Post Lifts . 
Lifts . . Wheel Alignment Equipment . . 
Bolancing Equipment . . Jacks .. Wheel Dollys . . 


Unit 
Wheel 
. and Air Compressors. 








ene nee ested Petring 
said, “is shown to be the most 
ee ee operation. 
However, major re’ a, 


stop. 

“The fact that the controlled 
tests were conducted on vehicles 
provided by operators who are 
‘more maintenance minded’ than 
most would lead one to expect that 
even greater improvement could be 
effected in many vehicles on the 
highway.” 

v * 
CCORDING to the 1953 edition 
of “Motor Truck Facts,” pub- 
lished by the Automobile Manufac- 
turers Assn., it appears that a large 
percentage of today’s trucks are 
traveling in traffic-congested areas. 

The book shows that 77 percent 
of the total tonnage shipped in 
the U.S. is carried by trucks, but 

this represents only 12 percent of 
ton-miles carried, Railroads, by 
comparison, haul 48 percent of 
the ton miles but only 12 percent 
of the total tonnage shipped. 

This would indicate that a large 
proportion of truck operations are 
centered in the more congested 
areas, where brake wear becomes 
more critical and proper brake 
maintenance is necessary to keep 
trucks out of accidents and rolling 
on the job, 

m a s 

aes say that much of 

the work being done to improve 
stopping ability falls into three 
categories. These are shortening 
the “application time” (when brak- 
ing controls are being put into op- 
eration), “brake force buildup time” 
(during which the braking force at 
the wheels is building up maximum 
value) and “maximum sustained 
deceleration” (when maximum 
braking force is acting to stop the 
vehicle). 

The “application” and “buildup” 
times are further complicated, 
engineers say, in that, to some 
degree, they are usually different 
on each axle of the vehicle, 

Recently, GMC engineers have 
been working to shorten the time 
between driver reaction and the full 
pressure application of the brakes 
at the wheel, the company said. 

Full pressure application time for 


| air brakes on a GMC 4-wheel trac- 


tor has been cut from .31 seconds 
to .23 seconds on the rear wheel of 
the tractor, GMC said. On a 41- 
passenger GM coach, time has been 
shortened from .42 to .16 seconds on 
the rear wheels, and from .39 to .18 
seconds on the front wheels. 
* * * 


7 company pointed out, how- 
ever, that these improvements 
will be recognized after the unit 
has been put into use only if proper 
maintenance of the system is car- 
ried on. Special courses at GMC 
service training schools are being 
carried on, the company said, and 
service literature to all dealers and 
mechanics “insists that mechanics 
adhere to all maintenance specifi- 
cations” for brake systems, 

A few of the brake service tips 
passed out during the survey 
pointed out the necessity for 
flushing brake lines periodically, 
both air and vacuum brakes. In 
vacuum brake systems, brake 
fluid should be kept free from 
water and oil, which thins the 
fluid. On busy trucks, heavy duty 
brake fluid is recommended uni- 


versally. 

One of the first preventive main- 
tenance suggestions made by Ben- 
dix - Westinghouse Automotive Air 
Brake Co., Elyria, O., is to drain 
air reservoirs regularly. In humid 
areas, the company said, it may be 
necessary to drain the tanks daily 
to keep out water and oil which 
may contaminate the lines and 
facilitate freezing. 

In addition, excessive water in 
the reservoirs will lessen the vol- 
ume of air contained in the reser- 
voir, and cut down reserve capacity 
of the brake. Excessive air leakage 
in the lines will result in too much 
water and oil in the tanks, the 
company said, as the compressor 
must work harder and for longer 
intervals to keep up sufficient pres- 
sure, 

Truck brake service promotions 
will certainly tie in well for safety 
conscious dealers, and at the same 
time, bring his shop profits to a 
higher level. In addition, effective 
brake service may well be the key 
to attracting new truck customers 
who can be sold on preventive 
maintenance programs for all units. 
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By Jack Weed 





(Continued from Page 19) 


lifetime, not once but twice, in my 
annual trek to the big trout waters 
of Northern Ontario this spring. 
Yes, sir, all my life I have 
wanted to “hang” a five-pound 
brook trout on a fly rod. I’ve 
wanted a “wall fish” to brag 
about and excite the envy of 


things that it is quite confusing 
to anyone not directly connected 
with the manufacture or sale of 
these products to name properly 
the particular part he wishes to 
talk about. 

For instance, I have been in the 
business ever since I became dry 


those fishermen who come up to | behind the ears, yet I never knew 


my 26th floor listening post to 
see me—and I hit! 

My first fish out this spring was 
a four-pound brook. My second was 
a five-pound seven-ounce baby. 
Both on a fly rod. And the second 
day I hung a six-pound four-ounce 
beauty. This fish I landed on spin 
tackle with a four-pound nine 
ounce line. 

And to make the first day’s catch 
even more worthwhile, I had left 
my net hanging on the porch of 
the cottage 12 miles away and had 
to “kill” that five-pound seven- 
ounce baby and land it in a canoe 
without the aid of net or gaff. That 
was a thrill. 

* z * 


For NADA Clinic 


ye to get back to this continu- 
ing banquet circuit, NADA 
threw a nice “bow” to the brass in 
the industry the same night that 
Chrysler took the press to the prov- 
ing grounds. The boys on the plan- 
ning committee are all full of next 
year’s convention, to be held in 
Chicago. 

Several of us went to bat with 
the program committee to get a 
truck clinic in the business sched- 
ule for this coming meet. 

A truck talk is scheduled, but 
many of the truck boys, includ- 
ing me, feel that more real basic 
information of value to the deal- 
ers would come out of a clinic set 
up on the “plus-profit” opportun- 
ities in the truck business, leav- 
ing the management and sales of 
new trucks to be handled by the 
scheduled speaker. 

The following night Ray Shaw, 
of Chek-Chart, threw a very nice 
salute to both the automotive and 
oil industries. Many of the “work- 
ing press” of both industries were 
there, whether you take that term 
literally or in its broader meaning 
which includes service managers of 
the vehicle factories and their tech- 
nical boys who write the instruc- 
tion manuals. Of course, Ray had a 
very representative group of the 
trade-press writers partaking of his 
hospitality. 


Names for Hinges 


7 12 firms that make up the 
Hydraulic Hoist and Steel | 
Dump Body Manufacturers Assn. | 


have put out what I think is a very 
smart piece of goodwill relations 
literature. They have published a 
glossary of the terms that are used 
to describe most of the parts and 
many of the operations of dump 
bodies. 

Dump bodies and hydraulic 
hoists are used in so many varied 
vocations and are adapted for so 
many varied types of material by 
dividing boards and different 
types of tailgates and other 





Taxes 


(Continued from Page 19) 
level of special truck taxes in each 
state. 


of ALTHOUGH the industry recog- 

nizes that in some states addi- 
tional highway funds may be need- 
ed,” ATA asserted, “it objects to 
being singled out for unjustified 
and punitive taxes. Where the need 
for additional funds is established, 
the industry has repeatedly indi- 
cated its willingness to accept its 
fair share of across-the-board in- 
creases in license fees or fuel 
taxes.” 


At the same time, ATA an- | 


nounced the appointment of Wil- 
liam A, Bresnahan as assistant 
general manager and director of 
interstate cooperation. 

Bresnahan had been for nine 
years ATA’s director of research. 

He will be succeeded by Edward 
V. Kiley, assistant research direc- 
tor since 1950, 











Dixie Dealers Warned 


About Theft Suspect 


BILOXI, Miss.—Latil Motor Co. 
has warned dealers in the South 
to be on the lookout for a man 
charged in a $2,000 automobile 
embezzlement and who may turn 
up as an applicant for a sales job. 

He is Joseph C. Hansen, alias 
John Car Heinz. He is 41, five 
feet six inches tall, blond and 
heavy. He speaks with a slight 
German accent. The car, alleged- 
ly embezzled from Latil, is a 1954 
four-door Plymouth. 








that the structural members on the 
underside of the body to which the 
hoist is tied were called “life mem- 
bers.” Nor that the type of endgate 
hinge having an offset or hook 
effect to allow a wide opening was 
called “offset hardware.” They are 
all hinges to me. 

Dealers selling dump equipment 
should have one or more of these 
booklets, if for no other reason 
than to be able to order the proper 
type of body with the type of gates 
and structures that is needed for 


the customer’s haul. 
* * * 


Fireproof Paint 
ALTER WRIGHT, an oldtimer 
in this automobile business and 
head of the Detroit office of ODT 
during World War II, dropped by 
the other day and gave me a dem- 
onstration of the most interesting 
fireproofing paint that I ever saw. 
He had a piece of common 
straw board that had been given 
one coat of this Albi paint. I held 
my lighter under it until the 
board got so hot you couldn’t hold 
your hand directly on the board, 
and hot enough so that the board 
would have been in flames nor- 


mally. 
Yet all that happened was that 


21 





Maintenance Management Course by White— 


A five-day refresher course for maintenance supervisors is being held at the White 
Motor Co. plant at Cleveland as part of its program on truck maintenance manage- 
ment. From left, are Michael Busony, Cleveland Electric Illuminating Co.; Edward 
Reilly, Continental Oil Co., Ponca City, Okla.; A. 1. Vanderpool, Frontier Chemical 
Co., Denver City, Tex.; Ray Anderson, Oil Transport Co., Abilene, Tex.; Fred Mont- 
gomery, Suburban Motor Freight, Inc., Columbus, O., and the instructor, Frank Novak. 


rubber and created an air space| underwriter tests for fire protection 
between the flame and the board. | of spray booths and around parts- 


the paint puffed up like sponge| Walter says this paint has passed | cleaning tanks, etc. 














... like many other leading engine manufacturers, 


selects and distributes PERFECT CIRCLE 


2 in 1 chrome piston ring sets for authorized replacement service 


we 
Perfect Circle jicsos sings 


THE STANDARD OF COMPARISON 
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‘Must’ Items Can Boost Dealer Sales .. . 





Laws Point to Profit Potential 


(Continued from Page 19) 


dealers should know these regula- 

tions as well as the regulations of 

surrounding states in which their 
customers may haul, 

For instance, California requires 
mudguards on all trucks of more 
than 1,500 pounds unladen weight; 
Connecticut, New Jersey, and Ohio 


Connecticut, Delaware and Massa- 
chusetts. Defrosters are required in 
26 states on all trucks and tractors 
operated by motor carriers. 

Other accessories are in com- 
mon demand, but far too many 
dealers let the sale go to some 
other outlet because they do not 





on all trucks of over three tons 
gross, and Texas on all trucks, 
trailers or other commercial ve- 
hicles with four or more tires on 
the rear axle, except pole trailers. 

Oregon requires guards on all 
trucks except those not equipped 
for hauling a load or when equip- 
ped with logging bunks. Wisconsin 
requires them on all but dump 
trucks, 

Other states that have regulations 
requiring mudguards are Georgia, 
Idaho, or om Minnesota, New 
York, Oklahoma, Pennsylvania and 

Bridges Switches to Nash Washington. i” 

Roy Bridges, of Birmingham, for| Kaiser, has switched to a Nash oe 
more than 20 years Alabama dis-| dealership. He will continue to . lights are permitted in 
tributor for Willys and later for| handle Willys trucks. all states with the exception of 





International Offers 


Right Hand Drive 


CHICAGO. — Availability of 
right - hand -drive International 
trucks for domestic users in the 
light, medium, and heavy-duty 
truck flelds hag been announced 
by R. M. Buzard, truck sales 
manager of International Har- 
vester Co. 


“Truck uses requiring the driver 
to operate from the right-hand 
side include rural mail delivery, 
roadside spraying, street sweep- 
ing and the like, Buzard said. 





Lowered Frame for Reo Trucks— 


“A new “drop frame" chassis, permitting low loading height for Reo F-20 and F-22 
trucks, is in production, the company has announced. The frame drops nine inches 
at the rear of the cab, Reo said, with a 4% inch kickup over the rear axle. The 
spring section is mounted under the axle housing with o helper on top. The lowered 
chassis is especially helpful in city delivery units, Reo said. 








Ar brakes 


our brake service mileage 
pre general overhaul- 






































JOHN M. DILLION 
Gen. Supt. of Maintenance 
KEESHIN MOTOR EXPRESS CO., INC. 


The record of Wagner Air Brakes speaks for itself. Men, 
like John Dillion ofKeeshin Motor Express Co., Inc., know 
they can trust their safe, reliable performance. Their own 
maintenance records prove beyond any doubt that the 
Wagner Rotary Air Compressor, standard on all Wagner 
Air Brake Systems, lasts longer, operates better, requires 


on 
r Electric corporati 


6400 Plymouth Avenue 
st. Louis 14. Mo. 


Dear Sire’ t of miles while _—- 1 i d 1 1 f ai 
Keeshin drivers 108 * saiewest t's ee safety ess repair and assures an ample supply o air pressure 


sis 0 
xtra empha 
ut i superintendent — 
eei ty parts and equ eee 
= ervice life of veh 
e se 


ta minimua. 


while in operation to meet any road stopping emergency. 
Every Wagner Rotary Air Compressor has these un- 
excelled, superior features: 


eas 
throughout we ours. to P 





that wi . ance costs 4 r Rotary ° * as 
ea ents we have e Rotary motion to reduce friction loss 
than . . . 
air Compressors OOTY pendability. Mi ocnin. — e Maintains uniform torque load 
set for safery oon in operation table, oF road e Assures fast air recovery 
sors ‘ no . . 
fo compressol a ete air pressure: ig clearly show e Compact installation 
lac’ Ss . ° 
Se es in ail. ons eamerienee oe ceuonl te sateueet e Reduces carbon and sludge formation 
11 in . a mo . . . 
unat Ragner Air Broken TVe service mitens® e Easy, infrequent preventive maintenance | 
and have booste! La. necessary- ; : 
general overna sincerely od ) Another dependable member of the family of Wagner Air 
ns ” aime is the Wagner Relay-Quick Release-Emergency Valve for 
oo Mot, of Maintenance? greater trailer breakaway protection. This emergency 


unit automatically applies trailer brakes if there is an 
abnormal drop in the pressure maintained in the trailer 
emergency line. 
Don’t delay—now is the time to investigate 
all of the many advantages of Wagner Air 
Brakes. A free copy of Wagner Bulletin 
KU-201 is yours for the asking. In it you'll 
find complete details and data on Wagner 
Rotary Air Compressors, Wagner Relay- 
Quick Release-Emergency Valves, and all 
the excellent components available 
in Wagner Air Brake Systems. 





Wagner Electric Corporation 
6393 PLYMOUTH AVE., ST.LOUIS 14, MO.,U. S. A. 
(Branches in Principal Cities and in Canada) 
LOCKHEED HYDRAULIC BRAKE PARTS and FLUID... WNoRoL ... CoMaX BRAKE LINING... AIR 
BRAKES. . . TACHOGRAPHS . . . ELECTRIC MOTORS . . . TRANSFORMERS . . . INDUSTRIAL BRAKES 
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take the time or make the effort 
to sell the product. 

Among these plus-profit items are 
right-hand sun -visors, extension- 
arm rear-view mirrors, positive 
power windshield wipers in those 
states that demand electric wipers 
or booster tanks, hydraulic seats, 
spotlights, foglights, bumpers to 
conform to ICC regulations, flares, 
fire extinguishers and many other 
items in general use. 

Another good profit item needed 
by a large percentage of buyers of 
trucks of 16,000 G.V.W. and over 
are the tires and wide-base rims to 
give the truck buyer the amount of 
rubber he needs to carry his load 
and meet state regulations. 

7 o am 


jy too many truck dealers who 
do sell the changeover tires to 
meet the customer’s needs never 
mention that in most cases the cus- 
tomer will not get the life he should 
get out of his rubber if he mounts 
the larger tires on the standard 
rims that come on the truck from 
the factory. 

In most cases, it pays the cus- 
tomer handsomely — and puts 
money in the dealer’s pocket—if 
the rim size is increased to the 
proper width to efficiently carry 
the size of tire being used. 

Then, depending upon the type 
of work the truck will perform, 
there are such items as clearance 
and side-markers, lights, air brake 
equipment, air horns, chains and 


| other items of like nature that are 


|the dealer as a truck merchant. 


profitable to handle and which in- 
crease the buyer’s appreciation of 


In these days of keen competi- 


| tion, many dealers look to their 


body, special power equipment, axle 
and accessory sales for a good 
share of the net profit from the 
truck department. 

It can be made a sizable sum of 
money for the dealer who makes 
a business of selling trucks and 
who goes after this plus-profit 
business. 


Ordnance Policy 
Clarified on Truck 
Body Contracts 


WASHINGTON. —In the future, 


| invitations for bids on Government 


vehicles will be supplied to all body 


| manufacturers with adequate facil- 


ities to produce the particular type 
of body required, according to a 
recent announcement by the Truck 
Body and Equipment Assn. 


The decision followed a corres- 


|pondence between Arthur H. Nu- 


esse, executive manager of TBEA, 
and Harold Heffner, chief of the 
commercial vehicles section of the 
Ordnance Tank Automotive Center 
in Detroit. 

In a letter to Heffner, Nuesse 


| said that his office had been in- 


formed that “a directive had been 
issued ... that bid information and 
specifications pertaining to the pro- 
curement of motor trucks and 
buses by the armed services will no 
longer be made available to truck 
body manufacturers and distrib- 
utors who have requested the 
same.” 

Nuesse warned of the danger of 


supplying the information only to 


chassis manufacturers, as had been 


contemplated. He said that many 
of the chassis makers did not have 
time nor facilities to disseminate 
the necessary information to all 
body manufacturers. 


Nuesse added that he did not 


think the new plan was in line with 
Government policy of supporting 
competitive private enterprise. 


Heffner answered Nuesse that 


the ordnance center is preparing 
| letters to all body manufacturers to 
assure that “interested body manu- 
facturers 
invitations,” and that names will be 
included on the bidding lists if so 
requested. 


will secure appropriate 





Ball Ends School Service 
Vernon M. Ball, of Vernon M. 


Ball, Inc., Elkhart, Ind., is retiring 
from membership on the Elkhart 
school board. He has served on the 
the board for nine years, the last 
four as president. 


apna © RN eT 

















WASHINGTON. — A special pre- 
convention meeting to recommend 
action toward solution of the truck 
reciprocity problem has been called 
for July 21 at Chicago’s Edgewater 
Beach Hotel, site of the Truck- 
Trailer Manufacturers Assn. sum- 
mer meeting, which opens the fol- 
lowing day. 

Although scheduled as a meeting 


Reo Announces 
Rear-Axle-Drive 


Tandem Truck 


LANSING.—Production of a six- 
by-two tandem truck, said to be the 
only factory-engineered unit of its 
type, has been announced by A. L. 
Struble, Reo Motors truck sales 
vice-president. 

The new truck, which has been 
added to the Reo F-50 series, fur- 
nishes power only to the rear axle 
of the tandem assembly, while the 
front axle is “dead.” 

Struble said the new Reo six-by- 
two offers several important ad- 
vantages over the conventional six- 
by-four tandem, including lightness, 
performance, length, speed of load- 
ing and price. 

Standard on the six-by-two is a 
left side-mounted step 50-gallon 
fuel tank. The short distance be- 
tween the back of the cab and the 
front tire on the “dead” axle pre- 
cludes the use of saddle tanks. 

Bogie spacing and spring length 
division are unequal on the six-by- 
two, splitting the weight 55 percent 
on the drive axle and 45 percent on 
the “dead” axle. 





Be aR 


Reo's New Truck— 


A new F-50 6x2 tandem truck showing 
the top-mounted, two-speed transmission on 
the rear axle which permits the propeller 
shaft to clear the forward “dead” axle. 


Oakman 


(Continued from Page 19) 


ately, and that Francis V. DuPont, 
U. S. commissioner of public roads, 


would be the first witness. 
* = * 


Ayres Fears Breakdown 


Of Reciprocity Pacts 

PITTSBURGH. — The additional 
road-use taxes now being levied in 
some states are extremely harm- 
ful, according to Rep. William H. 
Ayres, Ohio Republican. 

Speaking before the Pennsylvania 
Motor Trucking Assn. here, Ayres 
declared that a growing breakdown 
of state road-use reciprocity had 
followed Ohio’s enactment of an 
axle-mile tax. 

“As a result,” he continued, 
“many states (Virginia, Kentucky, 
Nebraska, North Dakota, Missouri 
and Wisconsin, for example) al- 
ready have retaliated by applying 
their motor carrier taxes to Ohio 
trucks using their roads. 

“Ten Southern states — members 
of the Ten-State Reciprocity Com- 
mittee (Alabama, Florida, Georgia, 
Kentucky, Louisiana, Mississippi, 
North Carolina, ‘South Carolina, 
Tennessee and Virginia)—resolved 
to revoke all reciprocal agreements 
with Ohio. And other states, includ- 
ing Arkansas, Wisconsin, Minneso- 
ta and Illinois, are preparing to 
make similar revocations. 

“Eventually, the reciprocity ar- 
rangement may be canceled by all 
states.” 

He said that “the solution to this 
controversy does not lie in vitriolic 
Political attacks, but in a calm and 
judicious attempt to meet the prob- 
lem of revenue for state road con- 


struction and maintenance without | 
destroying our highway carriers by | 


discriminating taxation.” 


Reciprocity Action Sought 


Truck-Trailer Group Calls Chicago Meeting 
To Submit Recommendations 








AUTOMOTIVE NEWS, JULY'5, 1954 


of the legislative committee, the en- 
tire TTMA membership has been 
urged to attend and participate in 
the discussion. 

“By this time, any contemplated 
Federal action and recommenda- 
tions by the Governors Conference 
for solution of the truck reciprocity 
fiasco will be in the record, and we 
will be in a position to make def- 
inite recommendations on behalf of 
our members,” said E, J. Lucas, 
chairman of TTMA’s legislative 
committee. 

Recommendations developed by 
the special legislative committee 
meeting will be transmitted to the 
TTMA board, which convenes the 
following day. 

On July 23, closing day of the sum- 
mer meeting, William A. Bresna- 
han, research director of the Amer- 
ican Trucking Assns., will address 
the more than 200 top executives of 
the truck-trailer manufacturing in- 
dustry and their suppliers, bringing 








them up-to-date on latest develop- 
ments on the truck reciprocity 
front, and outlining ATA’s recom- 
mendations for future action. 
Public relations and product en- 
gineering as vital tools of the man- 
ufacturing industry in present days 
of stiffening competition will get 
major attention at the parley. 
Speakers will include former Gov. 
Keen Johnson of Kentucky, public 
relations vice-president of Reynolds 
Metals Co.; John B. Hulse, manag- 
ing-director of TTMA; Dexter Kee- 
zer, director of economics for Mc- 
Graw-Hill Publishing Co., and A. 
E. Williams, engineering vice-pres- 
ident of Fruehauf Trailer Co. 


Trucks at Work 


IH Publication Tells Stories 


Of Diverse Roles 

CHICAGO. — Diverse roles of 
trucks are vividly described in the 
May issue of International Trail, a 
publication of International Har- 
vester Co. 

Among jobs covered are petro- 
leum-pipeline stringing, weed and 
brush control, laundry education, 
bakery promotion, petroleum haul- 
ing and carnival transportation. 





A Mack for Ike— 


President Eisenhower (left), accepts a 
scale model of a Mack B-60 tractor for 
his grandson from Gomer V. Bailer, of 
Denver, who was picked “driver of the 
year.” 


ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce S8t., 
Lynchburg, Virginia. 
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Quebec’s Premier 
Levels Guns at 


Oversize Vehicles 


MONTREAL.—Premier Duplessis 
has served notice on transport con- 
cerns operating buses or trucks 
that his Government is prepared to 
take “drastic steps” to rid Quebec 
of “oversize vehicles.” 

“It is not reasonable or just or 


jendurable that owners of trucks 


and autobuses put in circulation 
vehicles whose dimensions and 
weight are likely to cause incalcu- 
lable damage to roads and bridges,” 
he said. 

The premier also announced his 
Government intends to set up a 
department of transport headed by 
a minister. 

The department will take over 
administration of the motor ve- 
hicles act and all transport matters 
which now are handled by various 
departments, 

Authority to set up the depart- 
ment was given the Provincial Gov- 
ernment by the Legislature during 
the 1952-53 session. 











Rugged-Duty 
Series LD & WD 


Toughest contractor's body available. 
Standard lengths 12 to 17 feet. Available for 
Hercules front telescopic or underbody hoists. 


of Hercules. Contractor Bodies! 


Your answer to every hauling need... These 4 new series of Hercules 
bodies have many exclusive new features that will give you more 


dependable, more profitable service on the toughest construction jobs. 


Get the most for your money. Specify Hercules at your local 
truck dealer or nearby Hercules distributor . . . or write to the fac- 
tory for complete details on these 


HERCULES STEEL PRODUCTS CORPORATION 


All New In’ 


new Hercules cost cutting bodies. 


VHerculer 


buy from the line of strongest design 
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hoists. 


GALION, OHIO 





All-Purpose Series CD. Extra duty 
contractor's bedy. Standard. lengths 10, 
11, 12 feet. Aveilable for Hercules front 
telescopic or underbody hoists. 


Standard Series D. The standard of 
the industry for general contractor's work. 
Standard lengths 8, 9, 10 feet. Also avail- 
able with removable or hinged sides, cor- 
ner posts, tailgates and other contractor- 
preferred options. 


Solid Steel Platform Series PL. For 
, 60, 72, 84, 102-inch cab-to-axle trucks. 
Available for front telescopic or underbody 
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By Leo T. Parker 
Attorney at Law 
W. OF San Francisco, has 

* asked these questions: “Is a 
chattel mortgage on an automobile 

any good if it is not recorded? Is 
a mortgage valid when given in 
good faith by one who has posses- 
sion of the automobile, but has no 
superior title?” 

Modern higher court consist- 
ently hold that either a chattel 
mortgage or conditional contract 
of sale of an automobile is valid 
and enforceable, if it is properly 
recorded. 

Also, the courts hold that either 
instrument is valid and effective 
with respect to all persons who 
know of its existence, irrespective 
of whether it is recorded. 

This is so because the legal pur- 
pose of recording chattel mortgages 
and conditional contracts of sale is 
to give “constructive” notice to all 
persons that another person or 
company holds a first and valid lien 
on the automobile specified in the 
instrument. oe 


Actual Knowledge Counts 
BVIOUSLY, therefore, either in- 
strument is effective with re- 
spect to one who knows of its exist- 
ence, regardless of whether it is 
recorded because such person has 
“actual” knowledge of the lien. 
Generally speaking, a chattel 
mortgage, or conditional contract 
of sale, is valid in all states in 
the United States if it is recorded 
by lawful owner of the automo- 
bile and according to the laws of 
the state where the automobile is 
situated. 
The courts recognize that this 
law is necessary for adequate pro- 
tection to sellers, otherwise sellers 


would be compelled to record the | 


instrument in all counties in every 
state in the United States. 


On the other hand, no mortgage | 


is valid unless it is given by one 
who has superior title to the auto- 
mobile. 

* * 


Verbal Statements 


R illustration, in Goodman v. 


Nichols, 188 S.W. (2d) 666, it 


was shown that a person named | 


Goodman sued a person named 
Nichols to recover possession of an 
automobile. 


Lawsuits Affecting Dealers . . . 
Court Decisions 





had originally sold the | 
automobile to a man named Cox | 


and held a mortgage on the auto- | 


mobile but later cancelled it and 


Distributors Open 
Shops for Ford 


Diesel Tractors 


BIRMINGHAM, Mich. — Service 
centers and parts depots for the 
Fordson Major diesel tractors made 
by Ford Motor Co. of England are 


being established in 32 cities from | 


coast to coast, according to O. L. 


Wigton, general sales manager of | 
Ford’s tractor and implement divi- | 


sion. 
The service centers, established 
by Ford tractor distributors, are 


dust-free and air-conditioned to | 


provide the surgically clean: atmos- 
phere required for proper servicing 
of the closely-fitted parts used in 
injectors and fuel pumps on diesel 
engines, Wigton said. 

National distribution center for 
Fordson Major diesel parts is in 
Birmingham, near Detreit, with di- 


rect ship connections to the Ford | 


plant at Dagenham, England. 
“Since the Fordson Major diesel 
tractor was introduced in this coun- 
try a little more than six months 
ago,” said Wigton, 


farmers. 


“This network of service centers | 


for the more intricate engine ad- 
justments, and the 32 parts depots, 
will help insure farmers of top 
service and parts availability.” 


Cooksey Takes Buick 
Wes Cooksey has acquired the 
Buick franchise for Uvalde, Tex., 
and is erecting a new building. 
Cooksey was a DeSoto-Plymouth 
distributor for 15 years in Beau- 
mont and Orange, Tex. 





“it has proved | 
to be amazingly popular with) 
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therefore ‘had legal title to the 
automobile. 

Afterward, he loaned the car to 
Cox who sold it to Nichols. Nichols 
took Cox’s “word” as to his owner- 


ship of the car, although Cox pre-/| gag 


sented no invoice or bill of sale, no 
certificate of ownership or other 
document to corroborate his verbal 
statements. 

Cox did show the canceled chat- 
tel mortgage to Nichols, who 
phoned the recorder’s office, and 
learned that it was actually can- 
celed. 


* * * 


Owner Protected 


_ VIEW of this testimony the 
higher court held that Goodman 
could recover possession of the au- 
tomobile from Nichols, and said: 

“A person cannot mortgage or 
sell property that he does not 
own so as to defeat the claim of 
the rightful owner.” 

Also, see Essex County Accept- 
ance Corp. v. Sales Co., 288 Mass. 





270, 192 N.E. 604, 607, 95 A.L.R. 1314. | ° 
In this case the testimony proved 
that an automobile distributing 
company delivered to one Nixon, a| ~~ 
retailer of automobiles, a new auto-| ° ~ 
mobile accompanied by an invoice 
showing Nixon as buyer for $4,082.50 
and bearing the words “Settlement: 
Cash on Delivery, $4,082.50.” 

Nixon took the invoice to a finance 
company and borrowed $3,200 on 
the car, executing a note for that 
amount secured by a chattel mort- 
e on the car. Later the automo- 
bile distributing company got pos- 
session of the car. 

+ * + 


Finance Firm Sues 


_— finance company brought a 
replevin suit against the distrib- 
uting company based upon its 
rights under the mortgage. 

The court held that the distrib- 
uting company was the real 
owner of the car, and that Nixon 
had no right to mortgage it. 

The Supreme Court said: “The 
fact that the plaintiff (finance com- 
pany) lent Nixon money and took|Liccardi Displays Are Eye Catchers— 
the mortgage in good faith will not| Citizens of Manville, N. J., are used to unusual window displays at Liccardi Motor 
avail, as it is the duty of the pur- | Sales (DeSoto-Plymouth). This latest one features a wooded stone with a DeSoto Ad- 


chaser or mortgagee to see that t ais . 
the vendor or mortgagor has a |ven urer and a manikin wearing an eye patch a la Zsa Zsa. 


good title to the property which he 
undertakes to sell or mortgage.” 











Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. { 
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AUTOMOTIVE, 


Three important advantages of the Delco- 
Remy 12-volt electrical system for passenger 
cars are better ignition ol terest: greater 
generator efficiency, improved cranking 
motor performance. To insure better crank- 

ing, Progressive Engineering at Delco-Remy 
ca developed an extruded-frame cranking 
motor incorporating many advanced features 
designed to take full advantage of the possi- 
bilities of the 12-volt system. 


A typical new 12-volt motor weighs less dine 
a comparable 6-volt unit, yet spins the engine 
faster—even when powered by a battery of 
the same wattage. Actual tests show as much 
as 50% increase in cranking speed at 10 below 
zero F, as much as 40% increase at 90 de- 


TRACTOR AND MARINE ELECTRICAL 


grees above. Higher cranking speeds, of course, 
contribute importantly to quicker starting. 
In hot weather, when vapor lock and fuel 
percolation may occur, faster cranking more 
quickly pumps out the vapor. In cold weather, 
faster cranking gives better distribution of 
the fuel mixture to the cylinders. 


This cranking motor owes its remarkable 
performance to a higher torque derived from 
more armature conductors and stronger fields 
and to an improved cranking ratio made 
possible by a new, smaller pinion with 
specially developed tooth shape. Important 
mechanical features include: mating spiral 
splines of shaft and clutch prevent trans- 
mission of full cranking power until pinion is 





EQUIPMENTIAU) 
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Auto Personnel 


Guy Hamilton jr., assistant gen- 
eral sales manager of planning and 
analysis at Ford division has an- 
nounced appointment of L. E. Dom- 

as manager of the adminis- 
trative planning department in the 
general sales office. Domagall for- 
merly was manager of the divi- 
sion’s administrative services de- 
partment. 


District Manager Posts 


Filled by U. S. Tires. 


New district managers for Dallas, 
Kansas City and Fargo, N. D., are 





He succeeds W. L. Clarkson jr., 
who has been transferred to the 
petroleum TBA sales department in 
the general offices in New York. 

Charles C. Leonard has been made 
assistant district manager in At- 
lanta, and Donald E. Pruss takes 
over a similar position in Detroit. 
Leonard had been a field service 
engineer and in tire sales, while 
Pruss had been a sales personnel 
and training representative. 

* * * 


Carlson, Williams Move Up 
‘At Rockford Clutch 


C. Fager will succeed Williams as 
assistant sales manager. 

E. C. Shields, vice-president and 
general sales manager of Rock- 
ford Clutch, has retired, effective 
June 30. 


* * * 
Mills-Morris Shift 

Cc. T. Turner has been elected 
vice-president and general man- 
ager of the automotive division of 
Mills-Morris Co., Memphis, han- 
dling wholesale auto equipment. 
He succeeds Wade Craig, who 
asked to be relieved because of ill- 
ness. Turner formerly was vice- 
president and general manager of 
Mills-Morris Co. in Jackson, Miss. 


* * * 


Beale Offers Aid 


Earle Beale, formerly of Wright 
& Beale, has opened an office in 


among appointments announced by 
H. C. Oliver, sales manager of the 
U. S. Tires division of U. S. Rubber 
Co. 
Caswell O. Robinson, former as- 
sistant district manager in Atlanta, 
has been named district manager in 
Dallas. Louis H. Scholl, acting dis- 
trict manager at Kansas City, has 
been appointed district manager. 
Harold L. Riggs has been pro- 
moted to district manager in Fargo. 





; 


Appointment of R. A. Carlson 
as vice-president and manager of 
engineering for the Rockford 
clutch division of Borg-Warner ‘ 
Corp. at Rockford, Ill, has been 
announced by H. L. Emerson, 
president of the division. 

Carlson previously served as 
chief engineer and sales engineer 
for Rockford Clutch. It also was 
announced that E. R. 
assistant sales manager, had been 
promoted to sales manager. F. 


Los Angeles as an automotive con- 
sultant. He specializes in the fields 
of sales and taxes. 

* * 


AP Parts Appoints Stivers 


Assistant Sales Manager 

H. C. Stivers has been named 
assistant sales manager of AP 
Parts Corp., according to O. A. 
Roeger, sales manager. 

William R. Kline, formerly 


Mokeo the Difference 





SPINS ENGINE FASTER FOR QUICKER 


START 


IN ANY WEATHER 
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fully engaged . . . a new pinion stop assembly 
keyed to the shaft absorbs damaging end 
thrust . . . an improved shift lever linkage 
makes adjustment easier . . . a new type 
grommeted bus bar provides a simpler con- 
nection between motor and solenoid ...a new 
molded insulating cover on the solenoid re- 
duces the hazard of short circuits and grounds 
. . . the extruded frame is finish-formed to 
exact internal dimensions . . . new frame- 
mounted tandem brush holders permit sim- 
plified internal wiring . . . field coils and 


Delco- 
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leads are dip-coated with elastic insulation 
for maximum protection with minimum bulk 
. . . armature windings are bonded in place 
with special filler. 


It is through such Progressive Engineering 
that Delco-Remy succeeds in being always 
abreast—usually ahead—of developments in 
the automotive industry. Whenever the need 
arises for further advances in electrical equip- 
ment, count on Delco-Remy to be ready. 


Remy 


DIVISION, GENERAL MOTORS CORPORATION, ANDERSON, INDIANA 


AUTOMOTIVE, 





TRACTOR AND MARINE 


ELECTRICAL 


Stiver’s assistant, will take over | facturing vice-president. Damerel 
his duties as AP territory man- | formerly was manufacturing vice- 


and Louisiana. 


* * 


Roesch Heads Group 


Buying Spencer 

Spencer Mfg. Co. of Ohio, Spen- 
cer, O., has been purchased by a 
group of Chicago industrialists 
headed by J. A. Roesch, president 
of Spencer Mfg. Co. of Illinois. 

H. A. Warburton jr., former 
Spencer sales manager, has been 
appointed executive vice-president 
in charge of the Ohio operation. 
Spencer produces axle and drive 
shafts. 


ager in Texas 
* 


Promotion for Morse Ill 


Robert H. Morse jr., president of 
Fairbanks, Morse & Co., has an- 
nounced the appointment of R. H. 
Morse III as assistant to the sales 
vice-president, with headquarters in 
Chicago. Morse III had been gen- 
eral manager of the Beloit (Wis.) 
plant. 


* * * 


Damerel Joins Bosch 
William A. Damerel has been ap- 
pointed works manager of the 
main plant of American Bosch 
Corp. at Springfield, Mass., accord- 
ing to Walter G. McAllister, manu- 





EQUIPMENT 


president of LaPointe Electronics, 
Inc., Rockville, Conn. 
* * 


Hudson Boosts Behling 


Appointment of Arnold A. Behl- 
ing as comptroller of Hudson has 
been announced by S. G. Baits, as- 
sistant general manager. Behling, 
formerly chief accountant, succeeds 
W. J. Reuscher, who resigned. 

oe * * 


Thompson Distribution Head 


At L-M Los Angeles Plant 


Appointment of D. W. Thompson 
as car distribution manager of the 
Lincoln-Mercury assembly plant in 
Los Angeles has been announced 
by George S. Coats, regional sales 
manager. 

Thompson, who had been dealer 
distribution manager in the Wayne 
(Mich.) assembly plant since 1951, 
succeeds Nordon Byrd who has 
been appointed regional adminis- 
trative manager. 

* * * 


Motors Insurance Transfers 


Herman and Ralston 


John J. Herman, formerly man- 
ager of the Flint branch of Ezx- 
change Insurance Corp., has been 
appointed manager of the Daven- 
port (Ia.) branch of Motors In- 
surance Corp. 

He succeeds H. L. Ralston, who 
has been named manager of the 
Motors Insurance branch in Ra- 
leigh, N. C. 

oa * * 


Devoe & Raynolds Places 


Kolseth in Higher Post 


J. Harold Kolseth has been elect- 
ed executive vice-president of De- 
voe & Raynolds Co., Inc., according 
to W. C. Dabney, president. 


Kolseth had been vice-president 
in charge of all trade sales divi- 
sions and continues as a director. 

7 * * 


35th Anniversary 
Ford’s Crimmins Originated 


Dealer Accounting 


George J. Crimmins, director of 
dealer felations and business man- 
agement of Ford Motor Co. has ob- 
served his 35th 
anniversary with 
the company. 

He was present- 
ed with an en- 
graved wrist 
watch at an in- 
formal luncheon. 

Crimmins joined 
Ford in Seattle in 
1919 as a file clerk 
and subsequently 
served in audit- 
ing, accounting 
and sale capacities. 

He headed Ford’s government 
contracts department during World 
War II. In other capacities, he 
helped lay the groundwork for an 
extensive dealer development pro- 
gram and designed the accounting 
system used by dealers. 

* * x 





G. J. Crimmins 


Rogers Joins Vickers 


As Factory Manager 


Appointment of Berton E. Rog- 
ers as general factory manager for 
Vickers, Inc., Detroit, has been an- 
nounced by W. K. Allen, production 
vice-president. 

Rogers had been manufacturing 
vice-president of Motor Products 
Corp. until his new appointment. 

* * ” 


Ford Division Picks Stearns 


As Administrative Manager 
D. F. Stearns has been named 
manager of the administrative 
services department of the Ford 
division, according to A. M. Men- 
kel jr., assistant to the general 


manager. 

Stearns will direct the office 
services, graphic, communica- 
tions transportation, office stand- 
ards and building standards sec- 
tions. He joined Ford in 1942. 

* * = 


 GMAC Adds Conn. Unit 


General Motors Acceptance Corp. 
has opened a purchase branch in 
New London, Conn., to handle ac- 
counts in Windham and New Lon- 
don counties. The new operation 
will function under control of the 
Providence branch. A. 
Greene, formerly manager of the 
Brockton (Mass.) branch, has been 
named manager of the new office. 
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Ford's Gift for Korea— 


Ford Motor Co. added seven railroad cars to Detroit's 40-car “Train for Korea” 
when it contributed 24 specially built tractors and 144 farm implements to aid 
Koreans in their rehabilitation efforts. On behalf of the American-Korean Foundation, 
Ray R. Eppert (center), train committee chairman, accepted the gift from Allen W. 
Merrell (left), Ford contributions committee chairman, and Irving A. Duffy, general 
manager of Ford's tractor division. 


On the Financial Front... 


25% of Sales Dollar 
Goes for Labor Costs 


pment salary and wage costs 

consumed 25.5 percent of indus- 
try’s sales dollar in 1953, according 
to Bernard T. Frevert, editor of 
Standard & Poor’s Outlook mag- 
azine. This compared with 25.2 per- 
cent in 1952. Sales were up 12 per- 
cent in the aggregate, while labor 
costs rose 13 percent. 

The labor-sales ratio for indus- 
try in general has been constant 
since the war, hovering within a 
few points of the 25 percent fig- 
ure. The only change worthy of 
note last year was in aircraft 
manufacturing, where the ratio 
dropped from 38.6 percent to 33.0 
percent, reflecting the sharp jump 
in sales. 

Union propagandists, Frevert as- 
serts, have overlooked, intention- 








ally or otherwise, the cumulative 
nature of payments to workers. 
* * * 

re example, while the direct 

labor costs of the auto industry 
were equal to only 25.9 percent of 
sales in 1953, Frevert explains, the 
actual cost of labor entering into 





AMA Issues Booklet 
On Role of Trucks 


DETROIT. — A 12-page booklet, 
“What Do You Know About 
Trucks?” is available free from 
the Automobile Manufacturers 
Assn., New Center Bldg., Detroit 
2, Mich. 

The booklet tells of the truck’s 
influence on American life and 
gives information on truck trans- 
portation and services. 





“Truck Operators in LONG BEACH 
Look to WHITE for Right TrucklI”’ 










BOOSTS new truck sales, doubles parts and service business in 
Truck Headavarters in Long Beach. 


“There’s MORE truck business out there if you 
have the right combination,” Joe Gill of Joe Gill 
Motor Co., Long Beach, Cal., says. 

No doubt about it, the RIGHT combination 
is WHITE sales and service. 

“In the first place,” Mr. Gill says, “White 
Trucks are engineered for greater work capac- 
ity and longer life. 

“Second, the White Truck Maintenance 
Management program is the best in the business 
and truck operators know it,” he says. 

To keep out in front in Long Beach, Joe Gill 
Motor Co. is expanding its parts department 
and modernizing complete facilities. 


... JOE GILL 


“We've backed the 
with modern service facilities... 


JOE GILL MOTOR CO. 
LONG BEACH, CALIFORNIA 


reat line of White Trucks’ 


complete parts 


stock ...experienced workmanship...everything 
to make our company Truck Headquarters in 


Long Beach,” Mr. 
33 years, reports. 


ill, who has been with White 


It’s the same story from White Distributors 
everywhere. White is RIGHT for more sales 


- ++ more profits. 


WHITE 3000 for palm tree 
maintenance with swivel- 
mounted sky ladder. This 
White owned by City of 
long Beach. 





The WHITE MOTOR COMPANY, Cleveland 1, Ohio 


FOR MORE THAN S50 VEARS TH 
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the price of a finished auto was 
substantially greater, because of 
the wage element involved in the 
cost of acquired materials and 
parts and in the transportation of 
these components. 

The picture of the importance 
of labor costs, Frevert says, is 
found in Department of Com- 
merce data on salaries and wages, 
which in 1953 accounted for 54 
percent of the gross national 
product. 

Other things being equal, indus- 
tries with low labor costs are in a 
preferred position, because of the 
greater flexibility that can be exer- 
cised over their overall costs. 

. = * 


INES that are best situated in 
this respect include drugs, food 
products, dairy products, meats, 
oils, retail trade, soaps, sugar, and 
tobacco products. 

Salaries and wages in the auto 
and truck industry, according to 
Frevert, were 25.9 percent of net 
sales in 19538, compared with 26.2 
percent in 1952. 


In the auto parts industry, labor 
costs totaled 35.1 percent last year, 
compared with 36 percent in 1952. 


FTC Turns Down 
Plea on AD-X2 


WASHINGTON. — The Federal 
Trade Commission last week re- 
jected the appeal of Pioneers, Inc., 
Oakland, Calif., and its president, 
Jess M. Ritchie, from a hearing ex- 
aminer’s order denying their mo- 
tion to dismiss the complaint 
charging false advertising of the 
battery additive AD-X2. 

FTC ruled that the Ritchie firm 
had failed to comply with the re- 
quirements of Rule 20 of the com- 
mission’s rule of practices “in that 
they have not shown that a prompt 
decision of the appeal is necessary 
to prevent unusual delay and ex- 
pense in the disposition of the pro- 
ceedings.” 

FTC said that the only ground 
assigned in support of the appeal 
is that the evidence to be intro- 
duced at the hearings would result 
in a record of conflicting scientific 
opinions as to the merits of AD-X2 
and that, therefore, the commission 
will not be able to render a decision 
for the reason that it cannot choose 
between conflicting scientific 
opinions. 


L-M Record 
546 Delivered in May 


At the Factory 


WAYNE, Mich.—Buyers of Lin- 
colns and Mercurys under the fac- 
tory retail delivery program shat- 
tered a record during May when 
546 customers picked up their cars 
at the Lincoln-Mercury plant here. 
Of these, more than 300 were from 
California and 50 from the state of 
Washington. 


Californians accounted for 28 of 
the 45 retail customers at Wayne 
on June 1—an all-time daily high 
for the Lincoln-Mercury program. 
Last April and September brought 
the second highest number of fac- 
tory delivery buyers, with 415. On 
the average 60 percent are from 
California. 


So far this year 1,728 Lincolns, 
and Mercurys have been delivered 
at Wayne. Most of the customers 
bring their wives or other members 
of the family and make it a vaca- 
tion trip. 

Special attention is given to fac- 
tory delivery customers to make 
their visit enjoyable. A hostess 
trained to assist in travel informa- 
tion greets customers in a com- 
fortable lounge. Television and 
reading material is available. Plant 
tours are scheduled several times 
daily for those who want to see 
how their car was produced. 

To buy a car under the factory 
delivery program, the customer fol- 
lows normal procedure and buys his 
car through his own hometown 
dealer, who makes delivery ar- 
rangements with the factory. 


Peninsula Tees Off 


HAMPTON, Va.—A total of 284 
golfers participated in the fourth 
annual tournament sponsored by 
Peninsula Chevrolet Co. Jim J. 
Maume sr., president of the deal- 
ership, presented a children’s camp 
with $335 contributed by the golfers. 
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With the Staff... 
ALONG DETROIT’S AUTO ROW 


in the first weeks of the Nash- 
Hudson merger, American Motors 
has taken a number of concrete 
steps which have given Hudson 
dealers “a new lease on life,” De- 
troit dealers declare. 


Every dealer interviewed in the 
city and in the suburbs expressed 
confidence in the consolidation 
and in George Mason, American 
Motors president, 

Says one dealer: “At the rate 
things are improving, there’s only 
one thing that would make me hap- 
pier, and that would be a merger 
of all the independents.” 

Among the improvements cited 
are: 

1. The new “extra trading allow- 
ance” of $200 a car. 

2. A new radio, newspaper and 
magazine advertising program that 
is bringing prospects into dealer- 
ships. One dealer said that instead 
of spending the entire ad budget 
on a couple of big projects, Ameri- 
can Motors’ advertising is more di- 
versified, media-wise and time-wise. 

3. A new policy of furnishing 
free material to dress up show- 
room windows. The factory is 
also issuing free dress-up kits for 
dealer used-car lots. Some dealers 
indicate a strong surge recently 
in used-car buying, and they 
credit the merger. 

4. An improved warranty pro- 
gram, which includes payment of 
100 percent on “tourist” repairs. 

5. A factory attitude of “doing 
anything possible” to help dealers. 
One dealer reports meeting some 
new factory “reps” who appeared 
to be real helpful go-getters. He 
says inquiries to the factory are 
now getting faster and better re- 
plies. 

6. Evidence that the factory is 
attempting to improve the parts 
situation. 

To these points, one dealer adds: 

“For the first time six 
months, we’re really able to 
budge a few cars. Why, I’ve sold 
several to people who merely 
came in to gossip about the 
merger.” 

Along with the favorable reports, 


Gasoline Dealers 
In Jersey OK 
Price-War ‘Strike’ 


ATLANTIC CITY.—In a move 
designed to fight spreading gasoline 
price wars, a shutdown of individ- 
ually owned service stations in New 
Jersey was authorized at the an- 
nual convention of the New Jersey 
Gasoline Retailers Assn. 

The “strike” was approved unan- 
imously. No date was set. A state- 
ment on the group’s decision said 
that price wars “are strangling the 
small businessman because of the 
unethical and unfair practices they 
bring into play.” 

Normal competitive reactions can- 
not be used to bring such price 
wars to an end, the statement said. 

“Any one individual has the pow- 
er to destroy five or six thousand 
retailers through the lowering of 
his prices, even though such lower- 
ing of prices is economically un- 
sound,” the resolution said. 

The resolution also charged that 
“some major oil companies encour- 
age price wars” through special 
concessions to individual dealers. 

John Dressler, president of the 
group, said that “unless the gaso- 
line dealer is prepared to take the 
Same drastic measures the sit- 
downers took in Detroit in the 
early 1930s, we can look forward to 
& record of poverty and Tennessee 
tenant-farmer relationship for the 
gasoline dealer.” 

In another resolution, the associ- 
ation supported flat rentals instead 
of gallonage rentals for operators. 
Dressler was re-elected. 


Pittsburgh Firm Tools Up 


MeMillen & Baer (Dodge-Plym- | 
outh), Crafton Heights, Pittsburgh, | 
has added new engine tuneup) 
equipment to its shop as well as/| 


tools for the Dodge V-8 and Power- 
Flite transmission, a front-end 
machine, and a wheel balancer. 


dealers mention a few phases of 
the factory-dealer relationship 
which are described as still faulty 
and which they hope to see im- 
proved soon. 

* * oe 


Plymouth Push 


Members of the Plymouth Dealers 
of Greater Detroit Assn. have 
started a high-powered sales cam- 
paign based on an offer of a 1954 
Plymouth Plaza for $1,695. 

The campaign includes full-page 
newspaper ads, a series of television 
and radio commercials, and a uni- 
form window dressing in all the 
dealers’ showrooms. 

+ * * 


That Big Little Nash 


A Nash dealer says that intro- 
duction of the Metropolitan was the 
best thing that has happened to 
him in years. 

“Those little Metros now com- 


prise about 25 percent of my 
sales,” he explains. “I don’t make 
much on each sale, but there is 
a little there, and they certainly 
have stepped up traffic in our 
showroom. 

“You'd be surprised at the people 
who come in, look at the Metro- 
politan, decide that it’s too small 
and then find that the Rambler is 
the answer to their problem.” 

& + a 


Trapping a Deal 

Lee Fountaine, manager of Clem 
O’Connor (Kaiser-Willys), tells how 
he had his curiosity aroused by a 
fur trapper who came down to De- 
troit from Grand Marais, Mich., to 
purchase a Jeep. 

Noticing that the man was pay- 
ing scant attention to the Jeep 
but that he was closely examin- 
ing the winch on the vehicle, 
Fountaine asked, “How come?” 


spent most of his time driving 
through seldom -traveled forest 
lanes, which were frequently closed 
off by fallen trees, and that he 
needed a strong winch to pull them 
out of his path. 

P.S.: Fountaine made the sale. 


* * * 


Hudson Outlook 


Comments by Hudson dealers 
about the transfer of Hudson final 
assembly to Milwaukee and Keno- 
sha, Wis.: 

Dealer No. 1: “The switch to Wis- 
consin could help us if the man- 
agement can now improve its re- 
lations with the union and the 
workers. Workmanship has been 
poor on some of our cars in the 
last few years, and I blame it on 
labor strife and unhappy workers.” 

Dealer No. 2: “Moving Hudson’s 
final assembly from Detroit will 
seriously cut into our sales because 
I believe Hudson workers have a 
greater than average amount of 
product loyalty.” 


Ground has been broken for a 
new building for Fort Sumter Chev- 
rolet Co., Charleston, S. C. The new 
building will contain 56,000 square 
feet, according to C. F. Johnson, 


The trapper explained that he| president. 








Queen's Carriage— 


ee Queen Peggy Faires of the Corinth 
Fort Sumter’s Opening Shot | (miss.), centennial celebration, accepts the 


keys to a Nash Metropolitan from R. C. 
Johnson, owner of R. C. Johnson Motor 
Co. (Nash), Corinth. The Metropolitan 
served as the queen's official car, and 
pulled her float in the parade. 
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No auto radio selects stations 
so easily and precisely as a Delco 
with exclusive Signal-Seeking Tuner 


The program of your choice is tuned in with 
electronic accuracy when your auto radio is 
Delco with the exclusive Signal-Seeking 
Tuner. There is no need to watch a dial or 
twist a knob. Just a finger-tip touch on the 
selector bar, and in comes a perfectly tuned 
station. Another touch on the selector bar 
and the next station within range is brought 
in for your listening pleasure—automatically. 
Wherever you drive, the Delco Signal-Seeking 
Tuner adds to your motoring enjoyment, for 
it does a more precise job of tuning your car 


radio than you can do yourself. . 


. and it 


does it more quickly and safely, too. Delco 
Radio with the Signal-Seeking Tuner is now 
available on some of America’s finest cars. 
Ask your car manufacturer. 


KOKOMO, INDIANA 
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Meisel as its new president. He 
succeeds William Bauer, president 


° of Lakewood Motors, Inc. 
Dealer Doings George Keiper was named vice- 
president, and Henry Jacobson, 
of Meisel Motors, has been re- 


Paul Johnson, wholesale manager | larger quarters at 2050 North elected secretary-treasurer, 








was host, along with Bob Crudging- ‘an oe th ae of = = Kokomo Chevrolet Dealer 

ton, Amarillo, at the formal Ama- en d that new-car an is 

rillo showing of the Packard line| sales in the Miami dealership had | Cuts Price for Good Cause 

which has just been assigned to| increased 34.9 percent over the Jim White Chevrolet Co., Kokomo, 

Crudgington, The new distributor-| same period last year. Ind., has sold a Chevrolet at less 

ship will cover more than half of . 2. 2 than list price to three oe 

Texas, New Mexico, Oklahoma and ° ° which will give it to a medical mis- 

Arkansas. Crudgington also is a Ewing and Sny der Ap P ointed sionary in Mexico. 

Studebaker dealer. By Rountree in Waco The vehicle was purchased by 
re ® Gordon Rountree, president of | Christian Churches in Kokomo, Col- 


Greene and Fogarty Selected | Gordon Rountree (Cadillac-Oldsmo- | umbus, O., and El Paso, Tex., for 


SAA a i a i te a 


bile), of Waco, Tex., has announced | Florine Cantrell, the missionary. 


For Allen Jobs in Miami the appointment of Cam Ewing as oe ee 





Snyder as used-car manager. 

Ewing -joined Rountree in 1947 Of N. J. Racing Board 
and has been used-car manager for Thomas J. Brogan, president of 
the past five years. Snyder has| Brogan Cadillac-Oldsmobile Co., 
been in the auto retailing business| Paterson, N.J., has been elected 


nounced the appointment of Mar- 
tin L. Greene as general manager 
of Don Allen Southland Chevro- 
let, in Miami. Greene was also 
named as a director of the cor- 


5th Four Letter Award for Eagal— 

James A. King (right), Richmond (Calif.) district sales manager of the Ford Motor 
Co., pins the special five-year pin on the lapel of John H. Eagal sr., president of 
John H. Eagal Co. (Ford), Stockton, in recognition of the fifth consecutive year of 





poration. 
Raymond Fogarty, business 


outstanding achievement. At left is E. F. Kere, assistant district sales manager, and 
John H. Eagal jr., general manager of the dealership. 
manager of the Miami dealership, 


Ehlers Gets Buick | has been named secretary of the 

Lou Ehlers, of Gary, Ind. has| Wis. The new firm occupies the| firm. 
opened Lou Ehlers Buick Co. at| former quarters of North Shore | Allen also announced that the 
1325 E. Capitol Drive, Shorewood, | Buick Co. | Miami dealership has moved into 








for 30 years, 20 of them in Waco. 
* * ca 


Cleveland L-M Dealers 


Name Meisel President 


The Cleveland Lincoln-Mercury 
Dealers Assn. has elected Stanley 


Only Eaton 2-Speed Axles 
have the money-saving 


features provided by 


ae Smee 


More than two million 
Eaton Axles in trucks today! 


With Eaton’s exclusive planetary design, gear speeds 





are slower; gear loads are distributed over several 
gear teeth, holding down stresses and wear. Planetary 
pinions turn only in the low speed range. In the high 


speed range they are locked out. The axle then oper- 


ates as a conventional single-reduction unit. Eaton as 
2-Speeds are quiet in operation, easy to shift, and run 


long, trouble-free mileages. Genuine dollars-and-cents 


savings for truckers are assured by actual performance 
records representing billions of miles of operation. 
With Eaton 2-Speeds, trucks haul more, faster, and 


longer, at lower cost. 
Axle Divi 


sion 


EATON MANUFACTURING COMPANY 


CLEVELAND 


& PRODUCTS: Sodium Cooled, Poppet, and Free Valves * Tappets * Hydraulic Valve Lifters * 


, OHIO 


Valve Seat Inserts * Jet 


Engine Parts * Rotor Pumps * Motor Truck Axles * Permanent Mold Gray Iron Castings * Heater Defroster Units * Snap Rings 
Springtites * Spring Washers * Cold Drawn Steel * Stampings*® Leaf and Coil Springs * Dynamotic Drives, Brakes, Dynamometers 


Don Allen, president, has an- | new-car sales manager and M. E. Brogan Elected President 
| 


| 
| 





president of the New Jersey Rac- 
ing Commission and has beeh 
designated to supervise racing at 
the Monmouth Park track during 
the 1954 season. 

Brogan was appointed to the 
commission in 1951 by former 
Gov. Alfred E, Driscoll, 


* * * 


Owen Honored 
Packard Plaque for Dean 


of Little Rock Dealers 


W. L. Owen, Little Rock, Ark., 
president of Owen Motors & Oil 
Co. (Packard) and dean of the 19 
Little Rock auto dealers, was hon- 
ored with a luncheon given by 
Packard here. 

A plaque honoring Packard deal- 
ers who have been in business 25 
years or longer was presented by 
H. G. Taylor, Kansas City zone 
manager. Owen is one of 31 dealers 
who have achieved this distinction. 

He went into the auto business in 
Little Rock in 1917 when he char- 
tered Universal Motor Co. to handle 
the Stephens Jack Rabbit. In 1923 
he formed Owen-Hill Motor Co. to 
handle Packard and Hupmobile. 
The name later was changed to 
Owen Motor Co. 

+. * 


for Bankston Hall Motors, Dallas,| Miami Ave. with more than 174,- er ee i 


x 


Amberly Changes Deals, 


Goes to Oldsmobile 
Roland Amberly, former owner 


| of Chieftain Pontiac, Los Angeles, 
| has purchased James Motor Co. 


(Oldsmobile), Los Angeles. 
” * a 


Bolton Gains Partnership 


| 


| 





In Ball Motors, Miami 


Luke Bolton jr., general sales 
manager of J. D. Ball Motors 
(Ford), Miami, has been admitted 
to partnership and has been 
elected vice-president and general 
manager of the firm. 

The dealership was created by 
J. D. Ball, former product sales 
manager of the Ford division, 
when he left that company in 
November, 1952. 

A new dealership building has 
been erected at 9000 Central Blvd. 

* 7K * 


Shields Moves Up 


H. Don Shields has been ap- 
pointed new-car sales manager of 
Frank Chevrolet Co., Portland, Ore., 
according to Herbert Frank, dealer. 
Shields replaces C. S. Marmaduke, 
who has retired after 25 years with 
Frank and 42 years in the auto in- 
dustry. Shields has been with the 
firm 18 years. Charles Borquist, 
with Frank 19 years, has been 
named used-car sales manager. 

as * 


Neck's Out 
Neon Giraffe Advertises 


Vancouver Firm 


Wilf Sherwood, president of Sher- 
wood Motors, has chosen a 30-foot 
replica of a giraffe as the neon sign 
to advertise his new showroom at 
Kingsway and Nanaimo Sts., Van- 
couver, B.C. 

The giraffe carries in its mouth 
a sign reading “Tops in Value,” 
while the name of the firm extends 
from the long neck of the anima! 
toward the car display. 

Sherwood, who also has establish 
ments at Burrard and Smithe Sts. 
in Vancouver, and at 1520 Marine 
Drive in North Vancouver, has been 
in the auto business for 26 years 
ee been a Rootes dealer since 
1952. 
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any wreragee American mothers 
and fathers who read the papers 
and have boys and girls on their 
way to high school or college must 
have, before now, become at least 
vaguely aware that there is a quiet 
revolution — socially, economically, 
politically and morally—going on in 
America right now. 

Their principal assets — those 
bright children—are headed for a 
kind of competition which has 
never before been known in the 
history of this country. Those 
children are going to have real 
trouble finding jobs for which 
they have been fitted by practical 
education, Here are a few facts 
which point to this inevitable con- 
clusion and you may assign top 
credit to the power of television. 

First: The old-fashioned politi- 
cian, always thinking of the next 
election, has been exposing his 
“clay feet” for weeks now in the 
homes of millions of voters who 
never had any idea how he “looked” 
or “sounded” when he “took down 
his hair.” The November elections 
will. give the judgment of the vot- 
ers ... it will be the first time in 
history that votes will be decided 
by the senses of “sight and sound,” 
instead of “ghost written publicity 
shenanigans.” So much for the so- 
cial advantage. 

* * * 
Competition Beginning 

ECOND: Dr. Ernest V. Hollis, 

Chief of College Administration 
of the United States Office of Edu- 
cation, tells us that there are 21 
million students in elementary 
schools, 7.5 million in high schools | 
and 2.5 million in colleges. By 1960 
(when your boy and girl are ready 


Maryland Dealers 
Get Explanation 
Of New Loan Law 


BALTIMORE.—The State admin- | 
istrator of loan laws has sent to all 
auto dealers and finance companies | 
an interpretation of the new sec-| 
tion of the retail installment sales | 
act. 

The new section, which went into | 
effect June 1, sets up maximum | 
finance rates for three classes of | 
cars based on ages as designated | 
by manufacturers. The classes are 
new cars, used cars up to two years 
old and used cars more than two 
years old. 

The maximum finance rates on 
new cars, according to the new law, 
is $9 per $100 per year on the prin- | 
cipal balance. 

On used cars not more than two 
years old, the maximum is $12 per 
$100. Under the law, a 1954 model 
is not one year old until Jan. 1,| 
1955, even if it came out in the 
fall of 1953. 

The ceiling on finance charges 
for cars more than two years old 
is fixed by the law at $15 per $100. 

In addition to the finance charge, 
the law allows dealers to make} 
other charges such as notary fees, 
peowding fees and delinquency 

ees, 


Move Completed 
By St. Paul Hoist 


MATTOON, Ill. — St. Paul Hy- 
draulic Hoist has transferred its 
sales and service functions, both 
domestic and export, to its new ex- 
panded plant here. 

St. Paul transferred its manufac- 
turing operations from Minneapolis 
to a new plant in Mattoon last 
winter. 

The company manufactures hoists 
and bodies for general contractor 
use, coal and coke bodies, combina- 
tion dump and platform bodies, and 
farm hoists. Also in the St. Paul 
line are Pax-all refuse collection 

ies and Frate-Gate elevating 
end gates. 








for admission) there will be 27 mil- 
lion in elementary schools, nine 
million in high schools and four 
million in colleges. The college 
population has doubled since 1940, 
he said. That’s what I call com- 
petition—and its just beginning. 
Third: Time was when all a 
girl had to know was how to 

“teach school” or “take short 

hand” and hope to get married, 

Now International Business Ma- 

chines has announced what 

amounts to an “electronic office” 

—a giant machine, known as the 

“102”—a central arithmetical and 

logical unit, capable of perform- 

ing 10,000,000 operations an hour. 

It works through a bank of 
“memory tubes” and reels of mag- 
netic tape, each with the capacity 
roughly equivalent to all the num- | 
bers in the 1,850 pages of the Man- | 
hattan Telephone Director. It can! 
write down the answers at the | 
phenomenal rate of 15,000 letters or | 
numbers a second. 

Thirty advance orders have been 
received from large business or- 
ganizations. It will be rented, not 
sold, at a cost of about $25,000 per 
month, including maintenance and 
service. The big insurance com- 


panies were the first to ask for the 





29 
rapidly changing the world, its just 
plain “stupid.” 

Take young Paul Wild, the 
Swiss, who announced that he 
had discovered in the Constella- 
tion of Virgo, amid a whirlpool of 
stars, that a terrific explosion of 
a star had occurred 20 million 
years ago and giving off the light 
of several hundred million suns, 
which took all that time for the 
light to reach the earth. I be- 
lieved it, and so did every intelli- 
gent man who knows that a guy 
can’t lie about such things and 
make a nickel. 


P.S. Bob Considine, the news- 
paper columnist, says the newspa- 
pers played right into the hands of 
McCarthy and his arch-enemies, 
the Communists, by giving them so 
many headlines. However, suppose 
we wait until we see the returns 
in the November elections. Then we 
can tell better how the “show” im- 
‘ pressed the television watchers and 
new machine but other prospective |might have to know something] listeners. I have not see or heard 
users include manufacturers of | #bout. : | anything yet to incline me to dis- 
chemicals and plastics, abrasives, mero | count Ike and Mamie. 
automobiles, steel, aircraft, petro-| Lies Out of Style a 
leum, electrical apparatus, bankers, OURTH: It’s a “cinch” that tell- | Clark Picks Angove 
wholesale distributors and public ing lies is goin’ out of style. In| Sidney Angove has been appointed 
utility concerns. There’s just a tip| the opinion of the men who lead| service manager of Ken Clark 
as to one thing your boy or girl|the scientific wonders that are! Pontiac, Los Angeles. 





Cleveland Dealers Help Open GM Center— 


Elmer Kohli (center), Oldsmobile general service manager, demonstrates how to make 
an adjustment on the Oldsmobile quadri-jet carburetor to Cleveland Oldsmobile dealers 
attending the opening of General Motors’ training center. Shown (from left) are Sol 
Milstein; D. J. McCarroll; Morris Milstein; Kohl; P. C. DeBarry, and E. S$. Dowd. 





“Buying Lincoln Overhead Lubreels is almost like hiring a 
full-time service salesman. That's how much we think of the 
business-building ability in our Lincoln installation. 


“Our Lincoln Lubreels have really stepped up the volume 
in our lubrication department—a fact that looks mighty 
nice on the profit side of the ledger. 


“In addition, the speed and efficiency of Lincoln equipment 
stimulates the selling of other profitable services.” 


Linco/n LUBREELS 
“FULL-TIME SALESMEN” 


AT O’MEARA FORD 


Al and Gene O'Meara, owners and managers of 
O’Meara Motor Company, Denver, have this to say 
about their Lincoln Lubricating Equipment: 


Here’s Elmer Miller, jobber salesman who helped 
O'Meara management select the right Lincoln 
Lubricating Equipment combination for their oper- 
ation. Elmer is a top-notch sales-producer for 
B. K. Sweeney Co., Denver. 


LINCOLN ENGINEERING COMPANY 5709 Notural Bridge Ave, St. Louis 20, Mo. 
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Used-Car Auction Prices 





Market Trend 


The overall average price of used cars sold at auction declined $3 
last week, the fifth consecutive drop. 


All models except '47s and ’49s declined in price, and four of the 
losses were heavy enough to bring the prices on those models to new 
lows. 


Losing in value were ’53s, down $8; ’54s, down $7; ’51s, down $5; 
60s, down $4; '48s, down $2, and ’52s, down $1. 


The price of 49s was unchanged and ’47s gained $1. 


The ratio of sales activity last week was unchanged at 62 percent. 
At seven representative auctions, 1,484 cars were offered and 915 were 
sold. A week earlier, at nine auctions, there were 1,142 sales out of 
1,845 offerings. 


Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive, and (ps) indicates power steering. 


DENVER | 


(Denver Auto Auction. Sales every Sun- 
day, Monday and Tuesday. Prices are for 
sales of June 20-21-22.) 

(Prices steady with fewer cars offered 
for consignment. Sold 102 cars out of 
320 offerings.) 

SUICK—’54 RM Riviera, $3,200* (ps). '53 
RM Riviera, $1,685* (ps); Super Riviera, 
$1,655*. '52 Super Riviera, $1,430*, $1,- 
125*; RM conv., $1,200* (ps). '51 Super 


Riviera, $1,000*, $925*, $875*; RM Rivi- 
era, $850*. 


CADILLAC—’54 (62) 4-dr., $4,500* (ps). 
"53 (62) 4-dr., $3,260* (ps), $2,940* (ps). 
CHEVROLET — '54 Bel Air Sport coupe, 
$2,025*, $2,015*, 2 at $1,875; 4-dr., $1,- 
900*, $1,725, $1,700; station wagon, $1,- 
850; 2-dr., $1,825*, $1,715, 2 at $1,675; 
(210) 4-dr., $1,750*, $1,650, 2 at $1,625; 
2-dr., $1,575; (150) 2-dr., 3 at $1,500; 
%-ton pickup, 2 at $1,350. ’53 Bel Air 
Sport coupe, $1,455. ’'52 SL Deluxe 2-dr., 


1854 


$795; %-ton pickup, $645. '51 SL Deluxe 
Bel Air, $685*. ’50 SL Deluxe station 
wagon, $650. 
CHRYSLER—'54 NY 4-dr., $2,895* (ps). 
DeSOTO—’53 Fire Dome (8) 4-dr., $1,600* 


(ps). 

DODGE—’53 Coronet 4-dr., $1,515*, $1,- 
030°. °52 Coronet 4-dr., $765*; 1-ton 
pickup, $770. '51 Wayfarer 2-dr., $550*. 

FORD—’54 Custom (8) Country sedan, $2,- 
420°; 4-dr., $1,850*, $1,700; 2-dr., $1,- 
650; Crest (8) Country Squire, $2,350*, 
conv., $2,300*, $2,212*; Victoria, $2,270, 
$2,175*, $1,950, $1,900; Main (8) 4-dr., 
2 at $1,600; 2-dr., $1,550; Custom (6) 
2-dr., $1,650; %-ton pickup, $1,320. 

KAISER—’52 Manhattan 4-dr., $1,150*. 

LINCOLN—’51 Cosmopolitan 4-dr., $635*. 

MERCURY—’54 Monterey Sun Valley, $2,- 
665*; Sport coupe, $2,450*%; Hard Top, 
$2,387. °52 Custom 2-dr., $1,005. ‘50 
— 4-dr., $660. °49 Custom 2-dr., 

OLDSMOBILE—’54 (98) Holiday, $3,315* 
(ps); 4-dr., $3,045* (ps); (88) Super 4- 
dr., $2,735*. °53 (98) 4-dr., $1,850* (ps). 
"51 (98) Holiday, $1,145*. ’50 (88) conv., 
$925*. 

PACKARD—’51 (250) 4-dr., $755*. 

PONTIAC—'54 Chieftain (8) station wagon, 
$2,575*; Star Chief (8) 4-dr., $2,315*. 
"53 Chieftain (8) 4-dr., $1,250*%; 2-dr., 
$1,050*. '52 Chieftain (8) 4-dr., $925*. 


STUDEBAKER—’50 Champion 2-dr., $265. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of June 22.) 


(Market this week remains slightly 
down. Sold 135 cars out of 181 offerings.) 
BUICK — ’54 Super conv., $3,490* (ps); 

Century Hard Top, $2,790* (ps); Riviera 
Hard Top, $2,625* (ps). ’53 RM Riviera 
Hard Top, $1,815*; Special Riviera Hard 
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Top, $1,825, $1,675. '52 RM 4-dr., $1,- 
225° (ps); Special 4-dr., $1,110*; 2-dr., 
$1,190*, $650. '°51 Super 4-dr., 2 at $935*, 
$655; 2-dr., $850*; RM 4-dr., $910*. '50 
RM 4-dr., $630*; Special 4-dr., $660*; 
Super Riviera 4-dr., $700*, $505*; 2-dr., 
$820*; conv., $660*; sedanet, $390. ’49 
Super station wagon, $500; sedanet, 
$480*;. 4-dr., $385; RM sedanet, $335. 
"48 Special club coupe, $200. 


CHEVROLET—’54 Bel Air 4-dr., $2,975*, 
$1,535; (210) 2-dr., $1,475; %-ton pick- 
up, $980. ’°53 (210) 2-dr., $1,175, $1,150, 
$1,090; 4-dr., $1,145. "52 SL Deluxe 4- 
dr., $900; 2-dr., $750. '51 SL Deluxe 2- 
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NEW 


Cumntis 


FRAME LIFT 


Makes Under-Car Work 
Faster and Easier... 


This new lift meets a wide range of needs in 
price and performance. It’s ideally suited to all 
kinds of service station or repair shop use: 


MAXIMUM ACCESSIBILITY . . . reach all points easily 
for lubrication, inspection, adjustment and repairs. 
Fast, low-cost under car mechanical work. 


IMPROVED LUBRICATION .. . car springs are relaxed 
and bearings are free — permits full grease penetration 
at lower pressures. 


QUICKER WHEEL, TIRE, AND BRAKE WORK... 
free-hanging wheels facilitate brake work, tire rotation, 
wheel repacking, and putting on chains. 


plus... CLEAR FLOOR SPACE... EASY 
SPOTTING ... ECONOMICAL INSTALLATION! 


re Air Compressors SS 





Y% H.P. through 15 H.P. Y% H.P. through 50 H.P. 





oTHER trees or QUEUES 


Two Post Shop Lift 


LIFTS— 


Single Post Roll-On Lift 
Single Post Free Wheel Lift 
Two Post Truck and Bus Lift 





Y H.P. through 50 H.P. 


1976 Klealen Avenue, St. Lesis 20, Misseeri 








High Pressure 


Car Washer 





1 and 2 Gun Models— 
300 Lbs. Water Pressure 


CURTIS PNEUMATIC MACHINERY DIVISION of Curtis Manufacturing Company 


Tse 


Average Used-Car Prices 


(Compiled by Automotive News) 





(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 

















June 1954 May 

Model To Date 1954 1954 
$2,047 $2,063 $2,125 

1,401 1,459 1,481 

1,002 1,034 1,080 

737 763 777 

540 567 584 

393 397 415 

258 282 268 
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50 SL Deluxe 4-dr., 
$550; club coupe, $475. '49 SL Deluxe 2- 
dr., $405, $325; %-ton pickup, $585. ‘46 


dr., $620, $525. 


FM conv., $125. 

CHRYSLER—’51 Windsor 4-dr., $745*. 

DODGE — '51 Coronet 4-dr., $695; Way- 
farer 2-dr., $550. ’50 Coronet 4-dr., $545 
*49 Coronet 4-dr., $410. °47 Custom 4- 
dr., $265. 

FORD—’54 Custom (6) 2-dr., $1,595. °53 
Custom (6) 4-dr., $900. '52 Custom (8) 
Ranch Wagon, $1,205; 2-dr., $1,045. °51 
Custom Deluxe (8) Victoria, $735, $695; 
2-dr., $585, $545, $490; 4-dr., $590*. '50 
Custom Deluxe (8) 4-dr., $575; club 
coupe, $520; Custom Deluxe (6) 2-dr., 
$465, $425; Deluxe (8) 2-dr., $650. °49 
Custom Deluxe (6) 2-dr., $350, $275; 
club coupe, $300. ’48 Custom Deluxe (6) 
2-dr., $180, $165. '46 Custom Deluxe (8) 
2-dr., $205. 

HUDSON—’53 Hornet 4-dr., 

KAISER—’49 Deluxe 4-dr., 
luxe 4-dr., $125. 

LINCOLN—’49 4-dr., $300*. 

MERCURY—’54 Monterey coupe, $1,885*. 
52 Monterey 4-dr., $1,200. '51 Custom 
4-dr., $695. °50 Custom 2-dr., $570. ‘49 
Custom 2-dr., $440, $385. 

NASH—'53 Rambler Country Club, $1,170. 
’51 Rambler conv., $525. ’50 Statesman 
4-dr., $315. "49 (600) 4-dr., $215. 

OLDSMOBILE—’54 (88) Super 4-dr., $2,- 


$1,250*. 
$110. °48 De- 


390°. °52 (88) 4-dr., $1,110* (ps). ’51 
(98) Holiday, $1,200*; 4-dr., $1,005*, 
$910*; (88) 4-dr., $950*. ’50 (88) 4-dr., 


$625; (76) 4-dr., $550*. '49 (76) sedanet, 
$365*; (88) sedanet, $300. 

PACKARD — '51 2-dr., $660; 4-dr., $700. 
’49 2-dr., $360. 

PLYMOUTH — ’53 Cranbrook 2-dr., $975. 
’51 Cranbrook 2-dr., $540. ’46 Deluxe 4- 
dr., $125. 

PONTIAC—’ 54 Chieftain (8) 4-dr., $2,250*. 
‘63 Chieftain (8) 2-dr., $1,300* (ps). '52 


Chieftain (8) 2-dr., $1,170*. °51 Silver 
Streak (8) 4-dr., $845*, $800*; Silver 
Streak (6) club coupe, $700*. °50 Silver 


Streak (6) 2-dr., $500. '49 Silver Streak 
(6y¥ club coupe, $410. 
STUDEBAKER—’54 Champion 2-dr., $1,- 
300. °52 Champion 4-dr., $595. °51 Cham- 
pion 4-dr., $515. °50 Champion 2-dr., 
$410; Commander 4-dr., $245. 
MISCELLANEOUS—’47 International pick- 
up, $155. °46 GMC dump truck, $295. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 
nesday. Prices are for sale of June 23.) 

(Activity continues brisk, with prices 
steady. Sold 93 cars out of 136 offer- 


ings.) 

BUICK—’53 Super sedan, $1,800*. "52 RM 
sedan, $1,250* (ps). °51 Super Riviera, 
$850*. °49 RM sedan, $480*, $450*. '46 
Super sedan, $175, $150. 

CADILLAC—’52 (62) conv., $2,670* (ps). 
’48 (62) sedan, $850*. 

CHEVROLET—’54 Bel Air conv., $1,925*; 
(210) sedan, $1,575. ‘52 (150) sedan, 
$1,460. °51 SL Deluxe conv., $700*; se- 
dan, $780, $750, $720. ’50 SL Deluxe se- 


dan, 2 at $600, 2 at $580, $575, $560, 
$540, $525. °49 SL Deluxe sedan, $445, 
$420. 


CHRYSLER—’51 Imperial sedan, $910*. 

DeSOTO—’53 Custom sedan, $1,300*. '52 
Custom conv., $1,050*. °51 Custom se- 
dan, $680*. °’50 Custom sedan, $630, 
$590*. 

DODGE — '51 Coronet sedan, $800. ‘50 
Coronet sedan, $650, $580; station wagon, 
$490. ’49 Coronet sedan, $470. "48 Cus- 
tom sedan, $325. 

FORD—’53 Custom (8) sedan, $1,250*. "52 
Custom (8) Country Squire, $1,030*. '51 
Custom (8) Country Squire, $825; Deluxe 
(8) sedan, $650, $500. °50 Custom (8) 
conv., $675; Deluxe (6) sedan, $410. °49 
Custom (8) sedan, $420, $410, $400. 

HUDSON—'48 Super (6) sedan, $240. 

KAISER—’51 sedan, $475, $370. ’49 sedan, 
$300. 

MERCURY—’52 Monterey Hard Top, $1,- 
260*. ’°51 Custom sedan, $900, $680. '50 
sedan, $600, $425, $375. ’°49 sedan, $400. 

NASH—’50 Ambassador sedan, $450, $420; 
Statesman sedan, $410. 

OLDSMOBILE — ’52 (98) sedan, $1,385°*. 
"49 (98) sedan, $450; (88) sedan, $525, 
$490; (76) sedan, $470. '48 (78) sedan, 
$300. ’47 (98) sedan, $100. 

PACKARD — '51 sedan, $760*. 
$430. '49 sedan, $270. 

PLYMOUTH—’53 Cranbrook sedan, $1,035. 
’51 Cambridge sedan, $480. °50 Special 
Deluxe sedan, $590. ‘49 Special Deluxe 
sedan, $500, $470, $450. 

PONTIAC—’54 Chieftain (8) Catalina, $2,- 
370* (ps). 52 Chieftain (8) sedan, $990*. 
’51 Chieftain (8) Catalina, $1,080*; 
Chieftain (6) sedan, $770. ‘50 Silver 
Streak (6) sedan, $380. '49 Chieftain (8) 
sedan, $510. 

STUDEBAKER — '53 Commander sedan, 
$1,310*. °52 Champion Starliner, $770; 
sedan, $700, 51 Commander sedan, $560. 
50 Champion sedan, $500, $450, $200. 
‘47 Commander Land Cruiser, $230. 


CHICAGO 


(Arena Auto Auction. Sale every Tu‘s- 
day. Prices are for sale of June 22.) 
(Sold 282 cars out of 446 offerings.) 
BUICK — '54 RM Skylark conv., $3,560* 
(ps); Riviera 2-dr., $2,990* (ps); Super 
Riviera 2-dr., $2,780*%, $2,775*; Special 
2-dr., $2,165; 4-dr., $2,105*. °53 Super 
Riviera 4-dr., $2,275*; conv., $1,845* 
(ps); RM Riviera 4-dr., $1,815* (ps); 
Special Riviera 2-dr., $1,680*, $1,650° 
OADILLAC—’54 (60) Special 4-dr., $5,325° 


(Continued on Page 31, Col. 1) 
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Used-Car Auction Prices 





(Continued from Page 30) 


(ps). 53 (62) 4-dr., $3,200* (ps); coupe, 
$3,130* (ps). "52 (62) conv., $2,580* 
(ps); 4-dr., $2,390*, $2,290°; (60) Spe- 
cial 4-dr., $2,275° (ps), $2,255*. 

CHEVROLET — ’53 Bel Air Sport coupe, 
$1,455; 2-dr., $1,375*; (210) conv., $1,- 
290; 2-dr., $1,280*, $1,250*, $1,240*, $1,- 
100; 4-dr., $1,230*%; (150) 2-dr., $950. 
"52 SL Deluxe conv., $1,135; 2-dr., 
$965*; 4-dr., $825*, $705. 51 SL Deluxe 
Bel Air, $750*, $680; 4-dr., $700*. '50 
FL Deluxe 4-dr., $450. ‘48 FM club 
coupe, $275. 

CHRYSLER — '51 NY Newport, $1,140* 
(ps); Windsor 4-dr., $795*; club coupe, 
$790*. ’50 NY club coupe, $540*. '48 NY 
4-dr., $275*. ‘47 NY 4-dr., $150*. 

DeSOTO—’53 Fire Dome (8) 4-dr., $1,400*. 
’51 Custom 4-dr., $730*. °50 Custom 4- 
dr., $550*. '49 Custom club coupe, $500°*. 

DODGE—’53 Coronet conv., $1,360*, $1,- 
345*. ’50 Coronet 4-dr., $485*; Wayfarer 
2-dr., $295*; conv., $275*. °47 Custom 
4-dr., $125*. 

FORD—’54 Custom (8) 4-dr., $1,755*, $1,- 
635*. °53 Crest (8) Victoria, $1,585; 
Custom (8) conv., $1,550*; club coupe, 
$1,185*; 4-dr., $1,175, $1,160, 2 at §$1,- 
155, 2 at $1,140, $1,135, $1,115, $1,110; 
2-dr., $1,160, $1,150, $1,125. '52 Custom 
(8) Ranch Wagon, $1,240, $1,170*, $1,- 
165; conv., $1,190; Victoria, $1,135*; 4- 
dr., $970*, $820*. 


HUDSON—’52 Hornet 2-dr., $915*, $780*. 


’51 Commodore 4-dr., $595*, $450. °50 
Pacemaker 2-dr., $205, $100. 
KAISER—’51 Deluxe 4-dr., $550. 
LINCOLN—’54 Capri coupe, $3,300* (ps). 
‘653 Capri 4-dr., $2,200* (ps); Cosmo- 
politan 4-dr., $1,950* (ps). ‘49 4-dr., 
$275. 


MERCURY—’53 Monterey coupe, $1,910*, 
$1,810*; 4-dr., 2 at $1,550*, $1,515*. '52 


conv., $1,395*; 4-dr., $1,355. °51 conv., 
$990*; 4-dr., $785, $730, $600; 2-dr., 
$710*. 


NASH—’53 Rambler station wagon, $975. 
"52 Statesman 4-dr., $860; Rambler sta- 
tion wagon, $835, $800. '51 Ambassador 
4-dr., $525. °49 Ambassador 4-dr., $135. 


OLDSMOBILE — '54 (98) 4-dr., $2,780* 
(ps); (88) 4-dr., $2,700* (ps). ’53 (88) 
Holiday, $2,315* (ps), $1,855*; 2-dr., 
$1,795*; 4-dr., $1,750*; (98) conv., $2,- 
270° (ps), $2,265* (ps), $2,190* (ps), 
$2,015*; 4-dr., $1,925*. 

PACKARD—’52 2-dr., $1,595*. °51 2-dr., 


$630*. 

PLYMOUTH—’53 Cranbrook 4-dr., $1,065*, 
$905*; Cambridge 4-dr., $1,040, $890, 
$875; 2-dr., $925. ’°52 Concord Suburban, 
$975; Cambridge 4-dr., $400. '51 Cran- 
brook Belvedere, $755; 4-dr., $600; Cam- 
bridge 4-dr., $550. 

PONTIAC—’54 Chieftain Deluxe (8) Cata- 
lina, $2,540* (ps), $2,525*, $2,350*. ‘53 
Chieftain Deluxe (8) Catalina, $1,755*, 
$1,610*; 4-dr., $1,660* (ps), $1,425. ‘52 
Chieftain Deluxe (8) Catalina, $1,350*; 
4-dr., $1,190*. 

STUDEBAKER — ’54 Commander station 
wagon, $1,750. ’53 Champion club coupe, 
$1,200. °50 Commander club coupe, 
$350*; Land Cruiser, $345; Champion 2- 
dr., $330; 4-dr., $265. 

WILLYS—’50 %-ton pickup, $390. 

MISCELLANEOUS—’54 MG Midget road- 
ster, $1,695. '51 Jaguar roadster, $1,380. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of June 21.) 


(Lively bidding and good prices marked 
our largest run of cars this year. Clean 
units sold at a premium. All prices held 
about the same as last week except for 
"51 models which, in some instances, 
lagged back as much as $50. Sold 171 
cars out of 213 offerings.) 

BUICK — ’52 Special 4-dr., $1,225; Super 
Riviera coupe, $1,135. '51 RM 4-dr., $1,- 
050*. °50 Super Riviera coupe, $850*; 
Special 2-dr., $490. °49 Super conv., 
$550*, $410; RM 4-dr., $370*. '48 Special 
4-dr., $260; RM 2-dr., $110*. '47 Super 
conv., $180; Special 2-dr., $175. 

OCADILLAC—’53 (62) 4-dr., $3,000° (ps). 
’51 (60) Special 4-dr., $2,050* (ps), $1,- 


825* (ps); (62) coupe de Ville, $2,375* 
(ps). °49 (62) 4-dr., $950*%. '47 (62) 4- 
dr., $360*. ‘46 (62) conv., $400. 


CHEVROLET—’'54 (150) 2-dr., $1,515; sta- 
tion wagon, $1,780. 53 Bel Air 2-dr., 
$1,385*; conv., $1,530*. °52 SL Deluxe 2- 
dr., $930*, $900*, $800; 4-dr., $1,000, 
$980, $900; FL Deluxe 2-dr., $930*. '51 
SL Deluxe Bel Air, $950*, $650; 2-dr., 
$825, $770; 4-dr., $810, $780*, $770, $760, 
$580*; club coupe, $690, $525; SL Special 
2-dr., $630; %-ton pickup, $600; 1-ton 
pickup, $490. ‘50 SL Deluxe Bel Air, 
$610; 2-dr., $570; conv., $630, $540*; 4- 
dr., $525, 2 at $460*, $450; club coupe, 
$550, $490; Business coupe, $260; FL De- 
luxe 2-dr., $440. '49 SL Special club 
coupe, $410; Business coupe, $270; FL 
Deluxe 2-dr., $500, $450; 4-dr., $500; SL 
Deluxe 4-dr., $480. °48 FL Aerosedan, 
$280; 4-dr., $275. '47 SM 4-dr., $280, 
3140. '46 SM 2-dr., $200, $120. 

CHRYSLER — '52 Windsor 4-dr., $1,000* 
(ps). '46 Windsor 4-dr., $115. 

DeSOTO — ’52 Fire Dome (8) coupe, §$1,- 
180*. '48 Custom conv., $220. 

DODGE—’53 Meadowbrook 4-dr., $1,140*. 
‘52 Wayfarer 2-dr., $715*; Coronet club 


coupe, $850*. ’48 Custom 4-dr., $220. °47 
Custom 4-dr., $150, $110*. 
FORD — ’54 Main (6) 2-dr., $1,535. ‘53 


Crest (8) Victoria, $1,420; Custom (8) 
2-dr., 2 at $1,100; %-ton pickup, $800. 
‘52 Custom (8) 2-dr., $1,000*%; Main (8) 
2-dr., $1,000; Main (6) 2-dr., $805. ’51 
Custom (8) 4-dr., $600; 2-dr., $670*, 
$400; Custom Deluxe (8) Victoria, $610*; 
1%-ton cab and chassis, $410. '50 Cus- 
tom (8) 2-dr., $510, $500, $480; 4-dr., 
$570. '49 Custom (8) conv., $380; 2-dr., 
$380, $370, $320; Custom (6) 2-dr., $190; 
club ‘coupe, $250°; Deluxe (8) Business 
coupe, $230; Deluxe (6) Business coupe, 
$270. '47 Super Deluxe (8) 4-dr., $240, 
$110. "46 Super Deluxe (6) 2-dr., $180, 
$150; club coupe, $160. 

HUDSON—’52 Wasp 2-dr., $900*. '50 Com- 
modore 4-dr., $330*. 

KAISER—’51 4-dr., $370; 2-dr., $400. 

LINCOLN—’52 Cosmopolitan 4-dr., $1,560*. 

MERCURY — '54 Monterey coupe, $2,000° 
(ps). °50 club coupe, $540. ‘49 4-dr., 
a club eoupe, $470. '47 4-dr., $180, 


NASH—'54 Metropolitan 2-dr., $1,170. '52 
Statesman 4-dr., $840, $830*. ‘51 Ram- 





bler Country club, $660*; Statesman 2- 
dr., $400. '48 (600) club coupe, $100*. 
OLDSMOBILE—’51 (98) 4-dr., $620*. °50 
(98) 4-dr., $600*. °48 (98) conv., $390*. 
’47 (66) club coupe, $190*; (98) 2-dr., 

$100*. 

PACKARD—’52 Clipper 2-dr., $900. '50 4- 
dr., $300. '48 conv., $310*. 

PLYMOUTH — ‘52 Cranbrook 4-dr., $785, 
$700. °51 Cranbrook 4-dr., $670, $545; 
conv., $800. ‘50 Special Deluxe 4-dr., 
$675; 2-dr., $380; club coupe, $480. °49 
Deluxe Suburban, $485. '46 4-dr., $170. 

PONTIAC—’54 Star Chief (8) conv., $2,- 
535* (ps). '52 Chieftain Deluxe (8) 4- 
dr., $1,160*; 2-dr., $1,120*. '51 Chieftain 
Deluxe (8) 2-dr., $1,050*, $935*, $590*; 
4-dr., $1,025*, $1,005*. °50 Silver Streak 
(8) 2-dr., $825; Silver Streak (6) 2-dr., 
$500. 49 Silver Streak (8) conv., $630*; 
2-dr., $500*. '48 Torpedo (6) 2-dr., $325*. 
*47 Torpedo (8) 4-dr., $230. 

ec — °'50 Commander 4-dr., 
470*. 

MISCELLANEOUS—’51 MG Midget road- 
ster, $900. 


FLINT 


(Flint Auto Auction, Inc. Sale every 
Wednesday. Prices are for sale of June 23.) 
(Sales activity very strong although 
prices off. Sold 83 cars out of 116 offer- 
ings.) 
BUICK — ’54 Super Riviera, $2,565*. °53 
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Super Riviera, $1,800*, $1,780*; conv., 
$1,985*; 4-dr., $1,760*; Special 2-dr., $1,- 
390*. '52 Super Riviera, $1,250*, $1,210*; 
2-dr., $1,245*. °51 Super Riviera, $950*. 
*50 Special 4-dr., $575, $530; 2-dr., $385; 
Super 4-dr., $500*. °49 Super conv., 
$540*; 4-dr., $260. '48 RM 4-dr., $135. 


CADILLAC—’53 (62) club coupe, $3,275* 
(ps), $3,140* (ps). °51 (62) 4-dr., $1,- 
815* (ps). °49 (60) 4-dr., $550*. 

CHEVROLET — '53 (210) station wagon, 
$1,550*; 4-dr., $1,160; Bel Air 2-dr., $1,- 

. 52 SL Special 2-dr., $730. '51 SL 

Deluxe 4-dr., $755, $655. '50 SL Deluxe 

4-dr., $570, $485; conv., $600, $440; FL 

Deluxe 2-dr., $450, $360. '49 FL Deluxe 

2-dr., $385; SL Deluxe 4-dr., $300, $255; 

club coupe, $275; FL Special 4-dr., $350. 


CHRYSLER — °51 Windsor 4-dr., $730*, 
$665*. °47 Windsor 4-dr., $180. 


DODGE—’'53 Meadowbrook station wagon, 
$1,330*. '51 Wayfarer 2-dr., $460; club 
coupe, $455. 


FORD—’53 Custom (8) station wagon, $1,- 
585, $1,340. '52 Custom (8) conv., $1,- 
165. '51 Custom (8) Victoria, $790, $775; 
2-dr., $630, 2 at $550. "50 Custom (6) 
2-dr., $425. ’°49 Custom (8) club coupe, 
$270; 2-dr., $245. 


LINCOLN—’54 Capri club coupe, $3,200* 


(ps). 

MERCURY—’53 Monterey club coupe, §$1,- 
455*. °52 Monterey 4-dr., $1,180*. '51 
Custom club coupe, $480. °50 Custom 
club coupe, $480. 

NASH — ’'52 Statesman 4-dr., $850*. ’51 
Rambler conv., $510; station wagon, 
$370. '50 (600) 2-dr., $235. 

OLDSMOBILE — '53 (88) 2-dr., $1,750* 
(ps). °52 (98) 4-dr., $1,125*. °47 (76) 
club coupe, $150. '46 (76) club coupe, 
$135. 

PACKARD—’51 4-dr., $615. 

PLYMOUTH — ’53 Cranbrook 4-dr., $930. 
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°51 Cranbrook club coupe, $420. ’°49 Spe- 
cial Deluxe 4-dr., $300. 
PONTIAC—’53 Chieftain (8) Catalina, $1,- 


745*; conv., $1,650*. ‘52 Chieftain (8) 
2-dr., $890*. ‘49 Chieftain (8) 4-dr,, 
$375. '48 Streamliner (6) sedan coupe, 
$275. 


STUDEBAKER—’53 Champion 4-dr., $950*. 
’51 Commander 4-dr., $450, $385. 

MISCELLANEOUS—’51 International dump 
truck, $410. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of June 18.) 
(Sold 178 cars out of 261 offerings.) 


BUICK — '54 Super 4-dr., $2,716*; station 
wagon, $2,475*; Century 4-dr., $2,150*. 
’52 Special Riviera, $1,270*; 4-dr., $1,- 
145; Super 4-dr., $1,100*. ’°51 Super 4- 
dr., $800*. ’50 Super Riviera, $735*. 

CADILLAC—’54 (62) coupe de Ville, $5,- 
100* (ps); coupe, $4,625* (ps), $4,500* 
(ps). '53 (62) coupe, $2,325* (ps). ‘52 
(62) 4-dr., $2,175* (ps). ’50 (62) coupe, 
$1,675*. 

CHEVROLET—’54 Bel Air Hard Top, $2,- 
210; 2-dr., $2,000; 4-dr., $1,675*; (210) 
4-dr., $1,665. ’°53 Bel Air 2-dr., $1,475*; 
station wagon, $1,425; 4-dr., $1,300*; 
(210) conv., $1,210; 4-dr., $1,210*; (150) 
4-dr., $1,099. °52 SL Deluxe station 
wagon, $1,260*; conv., $1,085. ‘51 SL 
Deluxe 4-dr., $710, $700. °50 SL Deluxe 
2-dr., $605. 

CHRYSLER—’53 Windsor 4-dr., $1,280. 

DODGE—’53 Coronet 2-dr., $1,300*, $1,- 
160*; Meadowbrook 4-dr., $750. ’'51 
Meadowbrook 2-dr., $530. 

FORD—’54 Crest (8) conv., $2,000; 4-dr., 
$1,808*; Custom (8) 2-dr., $1,730; Cus- 
tom (6) 2-dr., $1,600; Main (6) 2-dr., 
$1,060. ’°53 Crest (8) Ranch Wagon, §$1,- 
500; Custom (6) 4-dr., $1,186; Main (6) 
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One sure way of winning your customers’ lasting 
respect and friendship is to help them avoid 


ee ” 
easy terms . 


Experience shows that a large percentage of 
“easy terms” buyers prepay their contracts before 
maturity. It’s up to you to help them save money 


when they buy. 


Show in black and white what it costs to pay 
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4-dr., $875. ’°52 Crest (8) Victoria, $1,- 
170*; Custom (8) 4-dr., $1,115*, $1,050*; 
club coupe, $1,065. ’°51 Custom (6) 4-dr., 


$700; conv., $650. ‘50 Custom Deluxe 
(8) club coupe, $950. °49 Custom (8) 
2-dr., $400. ) 


LINCOLN—’52 Capri 4-dr., $1,250*. 

MEROURY — '54 Monterey 2-dr., $2,435*. 
’53 Monterey coupe, $1,900*; Sport coupe, 
$1,570*. '52 Monterey 4-dr., $1,200. ’51 
4-dr., $805, $740: '50 club coupe, $565. 
*49 4-dr., $610. 

OLDSMOBILE—’54 (98) Holiday, $3,350* 


(ps); (88) Super Holiday, $3,010* (ps). 
’53 (98) Holiday, $2,150*. "52 (98) 4-dr., 
$1,400*. "51 (88) 4-dr., $1,000*; (98) 
Holiday, $960*. 
PACKARD—’53 4-dr., $1,110. 
PLYMOUTH—’54 Belvedere 4-dr., $1,800. 
’53 Cranbrook Belvedere, $1,330; Cam- 


bridge Suburban, $1,300; 2-dr., $1,000. 
’52 Cranbrook 4-dr., $550. '51 Cranbrook 
4-dr., $725; 2-dr., $510. ’°49 club coupe. 
$400. 

PONTIAC—’53 Chieftain Deluxe (8) sedan, 
$1,575*. °52 Chieftain Deluxe (8) 4-dr., 
$1,275*, $995*. ‘51 Chieftain (8) 4-dr., 
$880*. ’°50 Silver Streak (8) conv., $720*. 
"46 Torpedo (8) club coupe, $230. 

STUDEBAKER—’49 Champion coupe, $350. 

WILLYS — ’54 %-ton pickup, $1,490. '52 
Jeepster, $450. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of June 18.) 
(Sold 200 cars out 306 offerings.) 
BUICK—’53 Super Riviera, $1,905*, $1,- 
875*. ’52 RM 4-dr., $1,300* (ps); Super 
Riviera, $1,375*, $1,325*. '51 Super Rivi- 
era, $920*; 4-dr., $735*. 50 Super 4-dr., 
$710*, $670*, $580*, $560*; Special 2-dr., 
$510. ’°49 Super 2-dr., $410, $380. 
OADILLAC—’54 (62) coupe de Ville, $5,- 


(Continued on Page 35, Col. 2) 


long, drawn-out terms. Let them see the difference 
thrifty terms make. Then let them decide. 

Both you and your customers gain when you 
can give them shorter terms, based on your use of 
the GMAC Thrift-Guard Plan. You gain 4 ways: 
1. Control of the whole transaction. 2. Gross from 
time contracts. 3. Extra business from satisfied 
customers. 4. Repeat business from GMAC service. 


THE GMAC THRIFT-GUARD PLAN 





available to General Motors Dealers: 
CHEVROLET « PONTIAC « OLDSMOBILE ¢ BUICK *« CADILLAC 


j GENERAL MOTORS ACCEPTANCE CORPORATION 
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POWER SANDER—Model 54-140 is de- 
signed for school buses to insure safer 
operation on icy roads. A switch on the 
steering column operates blowers mounted 
over the drive wheels. The grit hoppers 
are mounted inside the bus under the 
seats. Anderson Machine & Tool Works, 
Power Sander Division, Chaska, Minn. 

- + ° * 


AIR COMPRESSOR—Model HT-325 com- 
pressor supplies air for inflating tires, 
operating lubricating equipment and other 
tools. A tank outlet manifold supplies re- 
duced pressure for tools and full pressure 
for other equipment. Quincy Compressor 
Co., 304 Maine St., Quincy, Ill. 


VALVE STEM EXTENSION—The Acme 
valve extension No. 353 makes it easy to 
reach the air valves of inside dual tires. 
The tips of the extensions are threaded 
to provide for use of valve caps. The ex- 
tensions are available in three sizes: 1%, 
2%, and 31/16 inches from Acme Air 
Appliance Co., Inc., 100 Hinsdale St., 
Brooklyn, N. Y. — 


VACUUM Brake Warning—Sure-Vac is 
a device which warns the truck driver of 
low vacuum. The indicator mounts above 
the windshield until warning is needed, 
then the arm drops into the driver's field 
of vision. Monroe Standard, Inc., Wy- 
andot Bidg., Galion, O. 


Truck Upholstery Material 


Offered for Replacement 
Now available in the replace- 
ment market is a Tolex material 
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NEW PRODUCTS 


developed by Textileather Corp., 
Toledo 8, O., and designed for use 
as original upholstery and trim 
material in trucks. 

The material, which has a 
crush grain, is being manufac- 
tured in gray, red and tan colors. 
It is easy to clean and will with- 
stand the rugged use to which 
truck upholstery is subjected, the 
maker says. 


BEAD LOOSENER—Model 922 loosens 
beads and removes tires and rims from 
10 to 40 inches and has a cross bar 
which can be adjusted to any rim size. 
The device can remove two and three- 
piece wheels from the tire, according to 
Bishman Mfg. Co., Osseo, Minn. 


PARCEL DELIVERY—Five new parcel de- 
livery truck bodies, known as Duravans, 
are designed to mount on 1954 Dodge 
forward control chassis. The models will 
be available in both wide and: narrow 
sizes and on wheelbases of 104 to 129 
inches. Extra large cargo space, wide side 
and double rear doors are some of the 
outstanding features. Universal Sales, Inc., 
London Rd., Delaware, O. 


* * * 


Lintern Issues Catalog 


On Tanks and Sanders 


The automotive division of Lin- 
tern Corp., Route 20 East, Paines- 
ville, O., manufacturer of safety 
fuel tanks and traction sanders, 
has released a catalog on its 
products. 


The catalog deals with the new 
Lintern step tank, the Cylsad 
saddle tank, the Crashproof cylin- 
der tank and the Lintern traction 
air-operated sander, Free copies 
are available upon request. 


HYDRAULIC HOIST—The Model 3316 
TP Low Mount is for use on standard one- 
half, three-quarter and one-ton pickups. 
The hoist is designed for easy installation 
with a simplified kit of mounting brackets. 
The unit has a maximum capacity of 
6,000 pounds. Perfection Steel Body Co., 
Galion, O. 


DUMP HOIST—Alisteel Body No. 12N-5 
with Hoist No. 77353 is a combination for 
use in areas with strict weight laws. The 
body is available in 10 or 12-gauge high- 
tensile steel. The hoist is of the seven- 
inch twin telescopic type and has a 
maximum capacity of 23 tons. Galion All- 
steel Body Co., Galion, O. 


* * * 


TRUCK WINCHES—Models 7S and 71 
are 7,000-pound winches for standard and 
low-mounting trucks. Model 7S is installed 
behind the cab, 7L in front or at rear of 
chassis. A back-draft clutch insures forced 
engagement between drum shaft and 
drum for operating safety. Gar Wood 
Industries, Wayne, Mich. 

* * 


PORTABLE SEPARATOR—Westfalia Mod- 
el MOC-515 cleans lubricating oils from 
five dual fuel diesel engines. By feeding 
lubricating oil into the separator from the 
| crankease, impurities and water are thrown | 
| out of the oil through centrifugal action. 
| Distributed through Centrico, Inc., 75 W. 
Forest Ave., Englewood, N. J. 


ELECTRIC HOIST—The Utility hoist, 
hydraulic unit powered by electricity, is 
said to permit one man to lift 2,000 
pounds in less than half a minute. It can 
be changed quickly from a mobile shop 
hoist to a truck bed or loading dock 
mounting. The six-volt motor is operated 
by a battery. Unit Mfg. Co., 1229 Harmon 
Place, Minneapolis, 3, Minn. 

” * * 


Reprints Offered on Speech 


On Plastic Truck Bodies 


The address, “Fiber Glass Re- 
inforced Plastic Truck Bodies,” 
given jointly at a meeting of the 


Society of Automotive Engineers 
by James S. Lunn, president, and 
Harry T. Douglas, vice-president, 
of Lunn Laminates, Inc., has been 
reprinted. 

Free copies are obtainable from 
Lunn Laminates, Inc., Oakwood 
Rd. and W. Eleventh St., Hunt- 
ington: Station, N. Y. 


* * * 


WRECKING CRANE—This five-ton crane, 
designed to pick up and tow any load 
that a 1'44-ton truck will handle, is avail- 
able in different boom lengths to take 
care of variations in the size of pickup 
truck bodies. The crane also can be used 
for loading and unloading. Manley divi- 
sion of American Chain & Cable Co., 
Inc., York, Pa. 


LANDING GEAR—This unit, according 
to its maker, is designed for the most 
favorable strength-weight ratio possible. 
Made of alloy steel, it is said to carry 
a load of 40,000 pounds. The top mount- 
ing, described as an improvement over 
the conventional side mounting, is be- 
lieved to be the most practical way to 
transmit loads in a vertical plane, says 
Binkley Mfg. Co., Warrenton, Mo. 


* 


STEERING AlD—The Air-O-Matic Power 
Steer Booster for trucks and heavy-con- 
struction vehicles consists of an external 
and internal valve. The external valve 
regulates the pressure of air entering 
the booster and supplies the degree of 
steering assistance desired. The internal 
valves control the air entering the booster 
cylinder so that the air piston assembly 
moves back and forth with positive action. 
Air-O-Matic Power Steer Corp., 24 Noble 
Court, Cleveland, O. 


UTILITY MATS—The Moniker is displayed 
in compact counter merchandiser. It adds 
@ personal touch to the all-rubber utility 
mats. Anchor Rubber Products, 1725 Lon- 
don Rd., Cleveland 12, O. 


SAFETY BELT—The Impact Saf-Tee-Belt 
is available in six colors. It fastens to 
the car chassis, frame or reinforced body 
members and is made of cord belting. 
Besides preventing the body from skidding 
forward at sudden stops, it is also said to 
reduce fatigue by giving support on long 
drives. Impact Auto Saf-Tee-Belt Co., 
7278 Melrose Ave., Los Angeles, Calif. 


SAFETY MEASURE — A two-by-six-foot 
electric sign spells out a warning to on- 
coming motorists and protects men work- 
ing on maintenance or construction jobs. 
The back-up dummy truck is parked 30 
feet behind a service truck. Details are 
available from Broadway Maintenance 
Corp., 22-09 Bridge Plaza North, Long 
Island City, N. Y. 


TRUCK MUFFLER—A new line of heavy- 
duty mufflers for both gasoline and diesel 
trucks is said to give high operating 
efficiency through the use of specially 
designed tuning chambers which filter out 
high frequency noises and modify low- 
frequency sounds. The line includes muf- 
flers for more than 25 makes of trucks. 
Maremont Automotive Products, Inc., 1600 
S. Ashland St., Chicago, Ill. 


* . * 
| 
| 
a 


AUTO AERIALS—Model 473, Speed- 
mount, and Model 501, Fendermount, have 
a three-section chrome-plated brass mast, 
automatic ground connection and adjust 
able insulator. Brach Mfg., 200 Central 
Ave., Newark 3, N. J. 

2. + 


Autocar Releases Folder 


On Diesel Truck Features 

The Autocar division of White 
Motor Co., Ardmore, Pa., hag re- 
leased a direct-mail folder on its 
diesel trucks. 

The folder shows in detail the 
features of the chassis, engine, 
transmission, bushings, rear axle 
and frame. 
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U C Fi k ° H gardless of make or condition = 
Ww ub it will run to our door, in trade 
e e ire or S in toward a 1954 Pontiac” 


. “No money down,” was the offer 
Boston Dealers Offer Gi fts and Easy Payments of Main Motor Mart Inc. (Pack- 
To Attract Holiday Trade ard), Malden. “Buy from a new- 


BOSTON. — New-car dealers in 
the Boston area staged big used- 
car promotions over the Fourth 
of July weekend. 

“Come heaven or high water, we 
are going to sell 300 new and used 
cars,” said Porter Chevrolet in 
Cambridge. 

Ofgant-Jackson Chevrolet, Rox- 
bury, advertised the cleaning out 
of a “one million-dollar inven- 
tory” in the “greatest bargain 
event to ever hit New England.” 

A free camera and film was of- 
fered to the first 500 persons visit- 
ing the firm’s five-acre display of 
new and used cars. Free perfume 
and corsages were distributed to 
the women. 

“Even if you owe money on your 
present car, regardless of how 
much you owe, we accept your 
car in trade and pay off the 
balance” Ofgant-Jackson said. A 
downpayment of $25 was adver- 
tised. 


“We're loaded,” said Ferry Street 
Motor Sales (Cadillac-Oldsmobile), 
Malden. “We're blowing the bottom 
out of the used-car market.” 

With every car sold the firm 
offered a choice of movie camera, 
luggage, hunting and fishing 


Tinted Glass Used 
On Five Million 
Cars, LOF Says 


TOLEDO.—More than five mil- 
lion cars have been factory- 
equipped with Libbey-Owens-Ford 
tinted safety glass since it was 
first marketed in 1950, the firm 
announced last week. 

“Now nearly half of all cars 
coming off the lines are equipped 
with tinted glass by customer or- 
der,” reported A. P. Plant, indus- 
trial sales manager. 

“Our shipping records show a 
continually growing preference for 
this E-Z-Eye glass, which was in- 
troduced by Buick in 1950 and 
which is now provided as an 
option on all General Motors, 
Packard, Studebaker and Willys 
cars, and on many trucks and 
buses,” said Plant. 

The tinted glass is most popu- 
lar on higher-priced cars, but is 
gaining in preference on less-ex- 
pensive makes, he said. 

Car makers, Plant said, have 
reported that the tinted glass had 
an important bearing on present 
body colors—most of them being 
developed to harmonize with the 
color of the glass. 


Calendar 


(Continued from Page 4) 


Assoc. Convention and Parts Show, 
Morrison Hotel, Chicago. 
eo 18-22-—National Safety Council, Chi- 


Oct. ct "ib. Rationl Association of lose: 


Oct. — Americas T: Associe- 
tions, inc., Waldori-Astorie , New 


Oct. 28-30— Western Parts and Service 
Managers Association nen New 


Washington Hotel, 
Hotel, he Y Loi. 
ence, Commodore lor 
Dee & exe Standard P a 


ation, Sherman, Chicago. 
Dec. 8-10—Automotive ‘Service Industries 
Show, Navy Pier, Chicago. 





Ohio Lists Numbers 


Of Stolen Certificates 


COLUMBUS.—Fourteen Ohio 
certificates of title have been 
stolen and have been canceled by 
the Ohio Bureau of Motor Vehi- 
cles. 

Ohio authorities urged all deal- 
ers to be on the alert when deal- 
ing with any cars carrying an 
Ohio title. Serial numbers of the 
Stolen certificates are: 


7160975902 760977442 
760975903 760977443 
760975904 7160977444 
760975905 7160977445 
760975906 760977446 
760977440 160977447 
760977441 160977448 


A ANN 
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offered $300 for prewar cars, “re- 


car dealer! Be protected! Four 
equipment, watches, radios, Eng- | years to pay!” 
lish bicycles, vacuum cleaners and W. J. Walker Co. (Oldsmobile), 
rotisseries. Wakefield, advertised a removal 


Batchelder Pontiac, Watertown, | Sale of used cars, an “inventory of 
$200,000 at up to half-prices” with 
giveaways of auto accessories, ra- 


2 Studebaker Dealers dios, roasters, phonographs, etc., 
Add Packard Li worth $40 to $100 
ackar ine While the ballyhoo on Fourth 


DETROIT. — Some Studebaker | of July specials and giveaways 
dealers apparently aren’t wait- | raged, Clark & White (Lincoln- 
ing until the Studebaker-Packard | Mercury), Boston, injected a 
ae oo — ™ sober note into the goings-on. 
the plann selective dualing 0 a 
denture to eubestiiee. a firm said: “This we believe D Cath 30 Y Oo! 

W. O. Bankston, new Packard |: - : othing sells cars so well as | Doan-Cainoun ears d— 
distributor in Dallas, announced | % dealer’s reputation for . 9 A radio broadcast from the showroom marked the 30th anniversary of Doan-Cal- 
last week that he had signed up | dealing . . . for honest buying and | poun, Inc. (Chevrolet), Philadelphia. Taking part in the program are (from left), W. K: 
Fred Oakley Motors, which will | servicing . . . for proper selling. | McKenzie, city manager; J. V. Boland, zone manager; Tom Donohue, WIBG announcer; 
operate as both Studebaker and “Without resorting to tricky pro- | W. E. Calhoun owner of the firm, and R. C. Gallager, sales manager. 

Packard dealer in the Oak Cliff | motions or misleading giveaways, | - 


**tn Emporia, Kans. Floya K. |Cl9!k & White has become New Obermeyer Chevrolet Deal Is Sold 


Powell, owner of Powell Motors, | “"gland’s largest Lincoln-Mercury| Qpbermeyer Chevrolet Co., Her-| business under the name of the 
disclosed that he also had been | 4ealer by offering you your full| ington, Kans., has been sold to E.|Day Chevrolet Co. Purchase was 
franchised as a Packard dealer. money’s worth, first—and complete,|B, Day and Marvin Obermeyer. | made from William Obermeyer and 
superior followup service, after.” The new owners are operating the | sons. 


Reasons why if pays fo sell 












HOISTS 


14% more payload capacity 


Lighter, stronger tubular construc- 
tion, plus improved lifting lever- 
ages, mean more pay yards per 
day. You also get 5° higher dump- 
ing angle for better clean-out, 
faster cycle time. 


Newly designed to work better 
with the latest modern trucks! 


© Easier, cheaper to maintain 


Exclusive Gar Wood 3-piece tie 
rod design saves hours of expen- 
sive cylinder maintenance . . . also 
cuts parts costs because you re- 


Any “Strong-Arm” hoist owner will tell you 
nothing compares with the powerful new Gar 
Wood Models A-30 and A-40, Rated at 8-ton 
and 7-ton capacity respectively (with 8’ and 10’ 





bodies), these two new Strong-Arm Hoists are place only the necessary part, NOT 
engineered to outperform any other hoist in their lh complete assembly. And you 

. . on’t have to be a factory spe- 
class, from the standpoint of smooth operating cialist to service this hydraulic 
efficiency and long, trouble-free service. Built system. Any good mechanic - can 
by the world’s leading producer of hoists and do it, with standard truck tools. 





dump bodies . . . serviced by experienced Gar 
Wood distributors and factory branches from 
coast to coast .. . the Strong-Arm is truly today’s 
biggest hoist value, Write today for free descrip- 
tive literature covering the new Strong-Atm Hoists 
and the new matching “GA” series of Gar Wood 


dump bodies, Be sure to compare before you buy. 
GW-H-1D 





Much longer service life 


New Strong-Arm -torque tube as- 
sembly insures equal lift on both 
arms . . . ends “one-sided” dump- 
ing strain on uneven ground. Ex- 
clusive short-coupled pump drive 
eliminates drive-line whip . . . cuts 
shock loads . . . lengthens life of 
shaft and universal joints, 





















WORLD'S LARGEST MANUFACTURER OF HOISTS AND DUMP BODIES FOR TRUCKS AND TRAILERS 
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Farm Income Dips 
4% in Year but 
Tops Average 


TOPEKA, Kans.—The U. S. De- 
partment of Agriculture has esti- 
mated cash receipts from farm 
marketings in 1953 to be nearly $31 
billion, 4 percent less than in 1952. 


Percentagewise, a 4 percent de- 
cline is not serious, but any decline 
results in unfavorable publicity for 
agriculture, according to Capper 
Publications, Inc., Topeka. 

To give a better perspective of 
the farm income situation, here are 
the cash receipts from farm mar- 
ketings during the postwar period: 
1946, $24.6 billion; 1947, $29.7 billion; 
1948, $30.1 billion; 1949, $27.9 billion; 
1950, $28.3 billion; 1951, $32.8 billion; 
1952, $32.4 billion. The average was 
$29.4 billion. 

“While farm income for 1953 was 
slightly under 1951 or 1952 (the two 
biggest farm income years in his- 
tory), 1953 was still 53 percent 
above the postwar average, 1946- 
52,” Capper said. “Then, too, notice 
the figure for 1950 . . . $28,328,000,000 
. .. 9 percent less than 1953. And 
1950 was considered a good year 
for agriculture. 

“The 1953 balance sheet of agri- 
culture also reflects the strong fi- 
nancial standing of the nation’s 
farmers. Total assets amount to 
$165.4 billion, of which $21.9 billion 
are financial assets (deposits, U. S. 
savings bonds, currency and coop- 
erative investments). 

“In other words, for each farm 
in the nation there are over $4,000 
in cash or assets which can readily 
be converted to cash ... enough 
ready money to buy the product of 
almost any manufacturer selling in 
the farm market.” 

Farm operators reported a medi- 
an net worth of $13,500, second only 
to self-employed businessmen 
among the major occupational 
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Current Prices on New Cars 


following advertised - delivered 


transportation 
taxes, optional equipment or any other 
charges that may be passed on to the 
retail buyer. 

BUICK — Special—4-dr. sed., $2,265.32; 
2-dr., sed., $2,206.86; Riviera, $2,305.43; 
conv., $2,563.17; stat. wag., $3,163. Cen- 
tury—4-dr., sed., $2,520.17; Riviera, $2,- 
533.56; conv., $2,963; stat. wag., $3,470. 
Super—4-dr., sed., $2,711.17; Riviera, §2,- 
625.56; conv., $2,963.59. Moadmaster—4-dr. 
sed., $3,269.36; Riviera, $3,373.05; conv., 
$3,520.56; Skylark conv., $4,483. (Dyna- 
flow standard on Roadmaster, optional at 
$192.50 on all other models.) 

CADILLAC—Serieg 62—4-dr. sed., $3,- 
932.70, cl. cpe., $3,837.77; Coupe deVille, 
$4,261.01; conv., $4,404.31. Series 60 Spe- 
clal—4-dr. sed., $4,683.32. Series 75—8- 
pass. sed., $5,874.78; lim., $6,090.17. El- 
dorado—conv., $5,738. (Hydra-Matic stand- 
ard on all models.) 

CHEVROLET — One-Fifty — 4-dr. sed., 
$1,680; 2-dr. sed., $1,623; utility sed., $1,- 
539; 6-pass. stat. wag., $2,020. Two-Ten 
—4-dr. sed., $1,771; 2-dr. sed., $1,717; 
cl. cpe., $1,782; 6-pass. stat. wag., $2,133. 
Bel Air—4-dr. sed., $1,884; 2-dr. sed., $1,- 
830; hardtop, $2,061; conv., $2,185; 8-pass. 
stat. wag., $2,283. Corvette—conv., $3,523. 
(Powerglide standard on Corvette, optional 
at $178.35 on all other models.) 

CHRYSLER—Windsor Deluxe—4-dr. sed., 
$2,562 (8-pass., $3,492.25); cl. cpe., §$2,- 
540.50; Newport, $2,830.75; conv., $3,- 
045.75 stat. wag., $3,321. New Yorker— 
4-dr. sed., $3,228.75 (8-pass., $4,368); cl. 


Steel Leader Sees 
Annual Output of 
200 Million Tons 


FRENCH LICK, Ind.—A rise in 
the use of steel within the next 25 
years to a possible annual total of 


cepe., $3,202; Newport, °$3,503; stat. wag., 
$4,024.25. New Yorker Deluxe—4-dr. sed., 
$3,433; cl. cpe., $3,406.25; Newport, §$3,- 
707.25; conv., $3,938.25. Custom Imperial— 
4-dr. sed., $4,259.50; lim., $4,797; New- 
port, $4,560.25. Crown Imperial — 8-pass. 
sed., $6,921.50; lim., $7,043.75 (PowerFlite 
standard on all eight-cylinder models, op- 
tional at $189 on Windsor Deluxe.) 

DeSOTO — Powermaster Six—4-dr. sed., 
$2,385.75 (8-pass., $3,281); cl. cpe., $2,- 
364; stat. wag., $3,107.75; Fire Dome V-8 
—4-dr. sed., $2,673 (8-pass., $3,558.75); 
cl. cpe., $2,651.50; Sportsman, $2,922.50; 
conv., $3,144.25; stat. wag., $3,381. (Pow- 
erFlite optional at $189 on all models.) 

DODGE—Meadowbrook Six—4-dr. sed., 
$2,024.75; cl. cpe., $1,983. Meadowbrook 
V-8 — 4-dr. sed., $2,175.75; cl. cpe., $2,- 
154.25. Coronet Six—4-dr. sed., $2,136; cl. 
cpe., $2,109; 2-dr. stat. wt $2,228.50; 
4-dr. 2-seat stat. wag., $2,719.25; 4-dr. 
3-seat stat. wag., $2,790.25. Coronet V-8— 
4-dr. sed., $2,244.50; cl. cpe., $2,223; spt. 
cpe., $2,380.25; conv., $2,513.75; 2-dr. stat. 
wag., $2,517; 4-dr. 2-seat stat. wag., $2,- 
960.25; 4-dr. 3-seat stat. wag., $3,031.25. 
Royal V-8—4-dr. sed., $2,372.75; cl. cpe., 
$2,349; spt. cpe., $2,503; conv., $2,632. 
(Fluid Drive optional at $20.40 on Mead- 
owbrook Six and Coronet Six sedans and 
club coupes. PowerFlite optional at $189 
on all models. ) 

FORD — Mainline Six — 4-dr. sed., $1,- 
700.50; 2-dr. sed., $1,651; bus. cpe., $1,548; 
2-dr. stat. wag., $2,029; Customline Six— 
4-dr. sed., $1,793; 2-dr. sed., $1,743.50; 
cl. cpe., $1,753; 2-dr. stat. wag., $2,121.50; 
4-dr. stat. wag., $2,202. Crestline Six— 
4-dr. sed., $1,898; hardtop, $2,054.50; Sky- 
liner, $2,164; conv., $2,164; 4-dr. stat. 
wag., $2,338.50. (For V-8 models, add 
$76.50. Fordomatic optional on all models 
at $184.) 

HENRY J — Corsair Four — 2-dr. sed., 
$1,404. Corsair Deluxe Six—2-dr. sed., 
$1,566.18. 

HUDSON—Jet—4-dr. sed., $1,858; 2-dr. 
sed., $1,621; 2-dr. utility, $1,836.75. Super 
det —4-dr. sed., $1,954; 2-dr. sed., $1,- 
932.75. Jet-Liner — 4-dr. sed., $2,056.60; 
2-dr. sed., $2,045.85. Wasp — 4-dr. sed., 
$2,256.11; 2-dr. sed., $2,209.43; cl. cpe., 
$2,256.11. Super Wasp —4-dr. sed., $2,- 
465.84; 2-dr. sed., $2,413.28; cl. cpe., $2,- 


200 million tons, twice the produc- | 


tion of any year prior to 1951, was 
predicted by Joseph L. Block, pres- 
ident of Inland Steel Co., who spoke 


here at the annual conference of | 


the Indiana Manufacturers Assn. 


Block, speaking on “Sree, — 14, 


Years Arter DuNKIRK,” described 
the more than 50 percent expansion 


465.84; Hollywood, $2,704; conv., $3,004.20. 
Hornet Special — 4-dr sed., $2,619; 2-dr. 
sed., $2,570.60; cl. cpe., $2,619. Hornet— 
4-dr. sed., $2,768.86; cl. cpe., $2,741.99; 
Hecllywood, $2,987.75; conv., $3,287.70. 
(Hydra-Matic optional at $178.03 on all 
models in Jet catagory. Borg-Warner auto- 
matic transmission optional at $178.03 on 
all other models. ) 

KAISER — Special—4-dr. sed., $2,389; 
2-dr. sed., $2,334. Manhattan—4-dr. sed., 
$2,670; 2-dr. sed., $2,617. Darrin 161— 
conv., $3,668. (Hydra-Matic optional at 
$178.20 on all models except Darrin, which 
carries overdrive as standard equipment.) 

LINCOLN—Lincoin — 4-dr. sed., $3,537; 
hardtop, $3,640. Lincoln -dr. sed., 
$3,726; hardtop, $3,884; conv., $4,045.50. 
(Hydra-Matic standard on all models.) 

MERCURY — Custom — 4-dr. sed., $2,- 
265.50; 2-dr. sed., $2,208.50; sport cpe., 
$2,330. Monterey — 4-dr. sed., $2,347.50; 
hardtop, $2,466.50; Sun Valley, $2,596.50; 
conv., $2,624.50; stat. wag., $2,791. (Mere- 
0-Matic optional at $189.77 on all models.) 


NASH—Metropolitan — Hardtop, $1,445; 
conv., $1,469 (both prices at coastal ports 
of entry). Rambler Deluxe—2-dr. sed., $1,- 
550. Rambler Super—4-dr. sed., $1,795; 2- 
dr. sed., $1,700; hardtop, $1,800; Suburban, 
$1,800. Rambler Custom—4-dr. sed., $1,965; 
hardtop, $1,950; conv., $1,980; 2-dr. stat. 
wag., $1,950; 4-dr. stat. wag., $2,050. 
Statesman Super—4-dr. sed., $2,158; 2-dr. 
sed., $2,110. Statesman Custom — 4 - dr. 
sed., $2,332; hardtop, $2,423. Ambassador 
Super—4-dr. sed., $2,417; 2-dr. sed., $2,- 
365. Ambassador Custom—4-dr. sed., $2,- 
600; hardtop, $2,735. Nash-Healey — Le- 
Mans hardtop, $5,128.05 (at coastal ports). 
(Hydra - Matic optional at $178.85; not 
available on Nash-Healey, which is 
equipped with overdrive, or Metropolitans.) 

OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,337.09; 2-dr. sed., $2,271.62; Holiday, 
$2,449. Super 88—4-dr. sed., $2,476.71; 2- 
dr. sed., $2,410.25; Holiday, $2,688.39; 
conv., $2,867.59. Series 98—4-dr. sed., $2,- 
805.82; Holiday, $2,826; Deluxe Holiday, 
$3,041.75; Starfire conv., $3,248.84. (Hydra- 
Matic optional at $178.35 on all models.) 

PACKARD—Clipper Special—2-dr. sed,. 
$2,544. Clipper Deluxe—4-dr. sed., $2,695; 
2-dr. sed., $2,645; Sportster cpe., $2,830. 
Clipper Super — 4-dr. sed., $2,815; 2-dr. 


sed., $2,765; Panama hardtop, $3,125 
Packard — ‘Cavalier 4-dr. sed., $3,344; 
Patrician 4-dr. sed., $3,890; Pacific hard- 

,827; conv., $3,935; Caribbean conv. 

; 8-pass. sed., $5,610; lim., $5,960. 
( standard in Patrician, Pacific, 
convertible and Caribbean; optional 2t $199 
on other models. ) 

PLYMOUTH—Pilaza—i-dr. sed., $1,i¢5; 
cl. sed., $1,727.25; bus. cpe., $1,617.50: 
stat. wag., $2,064. Savoy—4-dr. sed., $1,- 
872.50; cl. sed., $1,835; cl. cpe., $1,842.50; 
spt. cpe., $2,064; conv., $2,220; stat. wag., 
$2,207.25. Belvedere—4-dr. sed., $1,953.25; 
spt. cpe., $2,145; conv., $2,301; stat. wag., 
$2,288. (Hy-Drive optional at $145.80 on 
all models. PowerFlite at $189.) 

PONTIAC — Chieftain 6 Special — 4-dr 
sed., $2,026.64; 2-dr. sed., $1,968.36; 2-sea: 
stat. wag., $2,364; 3-seat stat. wag., $2,- 
419. Chieftain 6 Deluxe — 4-dr. sed., $2,- 
130.53; 2-dr. sed., $2,072.28; 2-seat stat. 
wag., $2,504. Chieftain 8 Special — 4-dr 
sed., $2,101.62; 2-dr. sed., $2,043.45; 2- 
seat stat. wag., $2,439; 3-seat stat. wag., 
$2,494. Chieftain 8 Deluxe —4-dr. sed., 
$2,205.51; 2-dr. sed., $2,148.32 2-seat stat. 

$2,579. Star Chief 8—Deluxe 4-dr 
Custom 4-dr., sed., $2,394; 
$2,630. Catalinas—Chieftain 
luxe, $2,316.30; Chieftain 6 Custom. §2,- 
382.43; Chieftain 8 Deluxe, $2,391.99; 
Chieftain 8 Custom, $2,458; Star Chief § 
Custom, $2,557. (Hydra-Matic optional at 
$178.35 on all models.) 

STUDEBAKER Champion Custom — 
4-dr. sed., $1,801.11; 2-dr. sed., $1,758.07. 

jon Deluxe — 4-dr. sed., $1,918.18; 
2-dr. sed., $1,875.18; 5-pass. cpe., $1,- 
971.93; stat. wag., $2,187.23. Champion 
Regal — 4-dr. sed., $2,026.29; 2-dr. sed., 
$1,983.22; 5-pass. cpe., $2,080.04; hardtop, 
$2,241.29; stat. wag., $2,295.33.. Com- 
mander Deluxe —4-dr. sed., $2,179.13; 
2-dr. sed., $2,136.13; 5-pass. cpe., $2,- 
232.88; stat. wag., $2,447.88. Commander 
Regal—4-dr. sed., $2,287.23; 5-pass. cpe., 
$2,340.98; hardtop, $2,502.23; stat. wag., 
$2,555.98. Land Cruiser—4-dr. sed., $2,- 
438.28; Regal 4-dr. sed., $2,533.28. (Auto- 
matic Drive optional at $216 on Cham- 
pion, $226.50 on Commander and Land 
Cruiser.) 

WILLYS—Lark—4-dr. sed., $1,823; 2-dr. 
sed., $1,737. Ace—4-dr. sed., $1,968; 2-dr. 
sed., $1,892. Ace Deluxe—4-dr. sed., $2,- 
023; 2-dr. sed., $1,947. Eagle—Hardtop, 
$2,167; Deluxe hardtop, $2,222; Custom 
hardtop, $2,411. Station Wagon—Deluxe 6- 
cyl., $1,973.09. (Hydra-Matic optional at 
$178.55 on all models except Larks.) 


New Commercial Car Registrations, 


25 States for May, 1954-1953 


Truck registrations by states 
are released here weekly, as 
compiled by R. L, Polk repre- 
sentatives in state capitals. 


of the steel industry since pre- 
World War II as more than ade- 
quate for present civilian needs. | 
This was indicated, he said, by the 
fact that current demand is satis-_ 
fied with the industry operating at | 


Offered by U. S. only 70 percent of capacity. 
WASHINGTON.—A pamphlet! Measured against the most ex- 
financ rocure-| treme defense emergency, he said, 
or ~ § Gpaadeat aie cas pro- | the U.S. has 40 to 45 percent of the , 
vided by the Small Business Ad- world’s steel capacity within its| 77; 
ministration has been issued. |own borders and “slightly worse | 
Tt | than a standoff” in this essential 
that ene we ogg Bae war material should every mill out- 
Business eae seek te the first | Side the North American continent 
peacetime agency designed to aid fall into enemy hands. 
all small enterprises, not merely | Block said that population growth 
defense contractors. |may outstrip the present 124,000,- 


Included in the book is informa- | 90-ton steel capacity before long. 
tion on the Loan Policy Board, “One might even predict that a 
which develops the policies under | day will come within the next quar- 
which SBA authorizes business and | ter-century when 200 million Amer- 
disaster loans. SBA also promotes | icans will each need a ton of steel 
the development of private capital | ingots a year, a national require- 
reservoirs. ment of 200 million tons.” 


Finally, the book contains a list 
of some 500 places where small firm 
owners may inspect specifications; Bob Spreen has opened his new 
directories. Cadillac-Oldsmobile building in 

The pamphlet may be obtained| Huntington Park, Calif. Spreen 
free at any of the 30 SBA regional| bought the dealership from Les 
or branch offices. Lumley in 1952. 


groups. 


Small Biz Book 


Pamphlet Describes Aid : 
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Oranges as 


a packing house, 
plant. 





Garrison Is Boss 
Homer F. Garrison has been 


named general manager of Ben- 
netts Auto Center, Augusta, Ga. 


BPPry rrr tere! 
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STAINLESS STEEL 
Door Edge Protector 


@ Prevents chipping of auto door 
@ Follows curve of any car door edge 
@ Adds “that finishing touch” 

@ Easily installed by car owner 

@ Retails at $4.95 for 2 Doors— 


$8.95 for 4 Doors 


® Display carton holds 16—z2Z Door Kits 


(Equivalent to 8 4 Door) 


@ Costs you $39.60—Sells for $79.20 


THE SNAP TRIM COMPANY 
P.O. Box 1235, Jacksonville 1, Fila. 
10 Day Money-Back Guarantee 


We Pay Shipping Charges on Prepaid Orders 


ADVERTISEMENT 


YOU CAN PUT 

300 SALESMEN 
TO WORK SELLING YOUR 
NEW AND USED CARS FOR 


$29.75 


More than 3,000 Dealers in the 
United States and Canada are 
using our plan to increase Sales 
and cut their inventory. 


PROSPECTS EVERY DAY 


Write or wire for Free Samples 
and Details of this AMAZING 
PLAN 


SANZO SPECIALTIES 
Mfrs. of the used car tag with 
the beaded chain 


Box 68-A Endicott, N. Y. 





ADVERTISEMENT 


An Orange Is News 


Down here in Central Florida at least 


one newspaper prints as much news about 


it does about baseball. 
Why not? Almost everybody in Central 


Florida owns an orange grove, works in 


fertilizer or canning 


So we romance the news of oranges 


with daily expert coverage and even tell 
the growers not to sell when we know 
the price is unusually low. We have just 
called the turn this year, 
Prosperous 
Orange-grower rich. 


predicting a 
market and made many an 


Orlando Sentinel-Star 


Orlando, Florida 
Nat. Rep. Burke, Kuipers & Mahoney 
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| CADILLAC 


CHEVROLET—'53 Bel Air 4-dr., 


CHRYSLER—’52 Windsor 4-dr., 


DeSOTO—’51 Custom 4-dr., 


| HUDSON 


NASH—’'52 Rambler conv., 


PACKARD 


PLYMOUTH—’'53 Cranbrook 4-dr., 


| PONTIAC 


STUDEBAKER 


WILLYS- 


Wednesday 
BUICK—’'53 super 


CHEVROLET—'54 Bel 
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Used-Car Auction Prices 





‘Continued from Page 31) 


010* (ps). '53 (62) conv., $3,650° (ps); 
4-dr., $2,965* (ps). '52 (62) 4-dr., $2,- 
400* (ps), $2,350* (ps), $2,330* (ps); 
coupe, $2,580*. '51 (62) 4-dr., $1,730*. 

$1,450*, 
$1,190*; 2-dr., $990; 
%-ton pickup, $790. ‘52 SL Deluxe Bel 
Air, $1,205*, 2 at $1,075; conv., $1,185, 
$1,145; 4-dr., $910*, $695. °51 SL Deluxe 
Bel Air, $845*, $800; 4-dr., $750*, $685, 
$525*, $410; 2-dr., $705, $675. '50 SL 
Deluxe 2-dr., $550, $510, $400. '49 SL 
Deluxe 2-dr., $440, $415, $400*, $380. 

$900*. °50 
$500*. 


$1,435; (210) 4-dr., 


NY 4-dr., 
$445. 


$530. '50 Cus- 
‘47 Custom club 


Windsor 4-dr., $480*; 
‘49 Windsor club coupe, 


tom club coupe, $310. 
coupe, $190. 


DODGE—’53 Meadowbrook station wagon, 


$1,280. ‘52 Wayfarer 2-dr., $580. ‘51 
Coronet 4-dr., $580*, $540*, $530*; Mead- 
owbrook 4-dr., $555; Wayfarer 2-dr., 
$375. 


FORD — '53 Crest (8) Victoria, 2 at $1,- 


(8) 2-dr., $1,105; Main 
’52 Main (6) 2-dr., $805. 
‘51 Custom Deluxe (8) Victoria, $910*, 
$855; conv., $730; 2-dr., 2 at $710*, 
$700*, $690*, $440*; Deluxe (8) 2-dr., 
$630; Deluxe (6) 2-dr., $580, $385; 4- 
dr., $565. °50 Custom Deluxe (8) 4-dr., 
$530, $510, $465, $425. 


510*; Custom 
(8) 2-dr., $950. 


— ’48 Commander club coupe, 
$150. 
KAISER—’51 Deluxe 2-dr., $490; Special 
4-dr., $415. 
MERCURY—'52 coupe, $1,250*; 4-dr., $1,- 


060. °51 4-dr., $800; club coupe, $765. 
"50 club coupe, $550, $485. °48 conv., 
$285. 

$610. '50 Am- 
Statesman Super 
4-dr., $115; Am- 


bassador 4-dr., $295; 
4-dr., $335. °'49 (600) 
bassador 4-dr., $225. 


’53 (98) 4-dr., $2,100*, 
$2,015*; (88) 4-dr., $1,575*, $1,500. '52 
Holiday, $1,705*, $1,650*; (98) 4- 
,. "51 (98) 4-dr., $1,035*, $1,- 
025*, $1,090*, $930*. ‘50 (98) Holiday, 
$765*, $700; (88) 4-dr., $750*, $715*, 
$550*. °49 (98) 4-dr., $425*. 

-'51 Patrician 4-dr., 
$320*, $190. ‘49 4-dr., 


(88) 
r., $1,500*. 


$1,000*. 
"50 4-dr., $265, 
$180. 

$1,100, 
$1,010, $910. ‘52 Cranbrook 4-dr., 
‘51 Cranbrook club coupe, $475; Cam- 
bridge 4-dr., $665, $450, $230. '49 Special 
Deluxe club coupe, $385*. 

‘53 Chieftain Deluxe (8) 4-dr., 
‘52 Chieftain Deluxe (8) 4-dr., 
2-dr., $1,040*, $1,035*, $1,025*, 


$1,505*. 
$1,175*; 
$985*. 
$1,060* ; 
(8) 4-dr., 
Deluxe (8) 
$325. 


2-dr., $780 
$670*, 
2-dr., 


‘49 Chieftain 
$305*, $375, 


$450*. 
$490", 


‘52 Champion 4-dr., $800*, 
Commander 2-dr., $750*. ’51 
Land Cruiser, $560*. ‘50 
$500; club coupe, $340*, 


$675*; 
Commander 
Champion 4-dr., 
$285*. 

‘50 14-ton pickup, $380. '47 Jeep- 
ster, $385. 


lia, $135. 


OAKLAND, CALIF. 


(Pollock's Used Car Auction. Sale every 
Prices are for zale of June 23.) 
2-dr., $1,890*. "50 RM 
Riviera, $775*; 4-dr.. $725*; Super 2-dr., 
$500; 4-dr., $550*. ‘49 Super 4-dr., 
"48 Super 4-dr., $275. 
$210. "46 Super 4-dr., $1380. 

‘53 (60) Special 4-dr., $3,650* 
"52 (62) conv., $2,600* (ps); coupe 
de Ville, $2,800* (ps); 4-dr., $2,625* 
(ps). '50 (61) 4-dr., $1,450*. °49 (61) 
club coupe, $935*; (60) Special 4-dr., 
$930*. 


(ps). 


Air 4-dr., 
2-dr., $1,675. °53 


$1,855; 
2-dr., $1,775; (210) 
(210) station wagon, $1,630; 4-dr., $1,- 
450. ’52 SL Deluxe 2-dr., $935; SL Spe- 
cial 2-dr., $960, $950; FL Deluxe 2-dr., 
$955. °51 SL Special 4-dr., $855, $625; 
Business coupe, $585; SL Deluxe 2-dr., 
$765*. °50 FL Deluxe 4-dr., $725; SL 
Deluxe conv., $655*; 4-dr., $595; SL Spe- 
cial 2-dr., $530; 4-dr., $570. "49 SL De- 
luxe -club coupe, $485. °48 FL Aerosedan, 


$355. °47 FL Aerosedan, $240. '46 SM 
4-dr., $180. '46 %-ton pickup, $290. 
CHRYSLER—’48 NY 4-dr., 0*. 
DeSOTO—’50 Deluxe Carry-all, $700. '49 
Deluxe club coupe, $550. 
DODGE—’50 %-ton pickup, $540. ‘48 Cus- 
tom 4-dr., $275. '46 Custom 4-dr., $130. 
ORD — ’'54 Crest (8) conv., $2,210*; 


Country Squire, $2,425; Main (6) 4-dr., 
$1,580. ’53 Custom (8) 4-dr., $1,325*, 
$1,260, $1,180; 2-dr., $1,225. "52 Custom 
(8) 4-dr., $1,055, $930. '51 Custom De- 
luxe (8) Victoria, $1,010*, $935; Country 
Squire, $775; 2-dr., $875°; 4-dr., $510; 
Deluxe (6) 4-dr., $660. '50 Custom (8) 
2-dr., $605; 4-dr., $605; Deluxe (8) 4- 
dr., $560. °49 Custom (8) club coupe, 
$450; sedan, $395; 2-dr., $385*; conv., 
$335. °48 Deluxe (6) 2-dr., $165. '47 %- 
ton panel, $235; Super Deluxe (6) 4-dr., 
$135. °46 Deluxe (8) club coupe, $230; 


4-dr., $155; Deluxe (6) 2-dr., $150, $145. 
HUDSON — ’51 Super (6) 4-dr., $620° ; 
Commodore (8) 4-dr., $765*. 
KAISER—’47 4-dr., $150. 
MERCURY—’54 Monterey coupe, $2, 620°. 
°49 4-dr., $495, $480, $475; 2-dr., 
"48 4-dr., $325. '47 4-dr., $180. 46 ~ 
tion wagon, $155. 
NASH—’'47 Ambassador 4-dr., $245°. "46 


Ambassador 4-dr., $150. 


OLDSMOBILE—'53 (98) Holiday, $2,475* 


conv., $2,185*; (88) Super 4-dr., 
2-dr., $1,830*. "52 (98) 4-dr., 
$1,475*. °49 (88) club coupe, $550*; se- 
danet, $455*. "47 (76) sedanet, $185; 4- 
dr., $165*. 


(ps); 
$1,850* ; 


PACKARD—’'46 4-dr., $215. 
PLYMOUTH — '52 Cranbrook 4-dr., 


$820, 
$805, $800. '49 Super Deluxe 2-dr., $425. 


*48 Super Deluxe conv., $350. 


PONTIAC—'54 Chieftain Deluxe (8) Cata- 


’53 Chieftain Deluxe (8) 
‘52 Chieftain Deluxe 
2-dr., *50 


lina, $2,550*. 
Catalina, $1,910*. 
(8) Catalina, $1,375*; 


2-dr., $270. ’47 Deluxe (8) 4-dr., $200. 
HUDSON—’51 Pacemaker 4-dr., $620*. 
MERCURY—’ 54 4-dr., $2,190*, $2,180*. '51 
4-dr., $950*, $840. ‘50 4-dr., $615*; 2- | 
dr., $575*. | 
NASH—’53 Statesman 4-dr., $1,295*. °49 
(600) 2-dr., $405*. j 
|; OLDSMOBILE—'53 (88) 2-dr., $1,665. °52 
(88) 4-dr., $1,350*. ’49 (76) 2-dr., $320*. | 


$740. | 


‘51 Chieftain Deluxe (8) Catalina, | 
‘50 Chieftain Deluxe | 


MISCELLANEOUS — '°'51 Crosley station 
wagon, $180. ‘50 GMC ‘%-ton pickup, 
$350. "48 Diamond T Dump, $525; Ang- | 


$475. | 
‘47 Super 4-dr., | 


Chieftain Deluxe (8) 4-dr., $750*, $665*; 
conv., $875*. '49 Silver Streak (8) 4-dr., 
$500*, $495*. '47 Torpedo (8) 4-dr., $150. 
STUDEBAKER—’50 Champion 2-dr., $530*. 
"50 Champion coupe, $335*; 4-dr., $365*. 
*48 Commander Land Cruiser, 
conv., $225. ‘47 Champion 4-dr., 
’46 %-ton pickup, $230. 
WILLYS—’53 (6) station wagon, $955*. 


MISCELLANEOUS — '53 Austin station 
wagon, $645. '51 Henry J (4) 2-dr., $360. 


MASON CITY, IA. 


(Lapiner Auction Co. Sale every Wednes- 
day. Prices are for sale of June 23.) 


(Market excelient on clean units. Sold 
89 cars out of 112 offerings.) 
BUICK—’54 Century 4-dr., $2,650* (ps). 

‘53 RM Hard Top, $2,050* (ps), $1,985* 

(ps); Special Riviera, $1,600*; 2-dr., $1,- 

250. '52 Super conv., $1,365*. '50 Special 

-dr., $605*. 

CADILLAC—’54 (62) 4-dr., 
"48 (62) 4-dr., $705*. 

CHEVROLET — '54 Bel Air 4-dr., $1,740; 
%-ton pickup, $1,140. '53 (150) 2-dr., 
$1,050, $1,045, $1,025. '52 SL Deluxe Bel 
Air, $1,175*, $1,165*; Special 2-dr., $765. 
‘51 SL Deluxe 2-dr., $775, $770*, $720*. 
’50 SL Special 4-dr., $645, $625*; 2-dr., 
$520. '49 SL Deluxe 2-dr., $450. '48 FM 
4-dr., $280; FL Aerosedan, $325. 

CHRYSLER — '52 Windsor 4-dr., 
"50 NY 4-dr., $575*. 

DeSOTO—’53 Fire Dome (8) 4-dr., $1,570* 
(ps). 


$4,700* (ps). 


$1,075*. 


DODGE—’52 %-ton pickup, $575. °51 Cor- 
onet club coupe, $715*. '49 Wayfarer 2- 
r., $300*. '48 Wayfarer 4-dr., $250. | 
FORD—'54 Custom (8) 2-dr., $1,660. °53) 
Main (8) Ranch Wagon, $1,445*. °52 
Crest (8) Victoria, $1,200*%; Custom (8) 


2-dr., $940. '51 Custom Deluxe (8) Vic- 
toria, $910*; 4-dr., $825*, $760, $720*. 
"50 Deluxe (6) 2-dr., $490, $440. '49 De- 
luxe (8) 2-dr., $455, $410. ‘48 Deluxe 





PLYMOUTH — '52 Cambridge 4-dr., $750. 
’50 Deluxe 4-dr., $525. '49 Deluxe 4-dr., 
$450. '47 club coupe, $205. | 

PONTIAC—'52 Chieftain (8) Catalina, $1,- 
300°. 

STUDEBAKER—’53 Commander Starliner, 


$1,365*. '52 Commander Starliner, $990*. 
"49 Champion 4-dr., $460*. 
| 

OMAHA 


(Cliff Soderberg Auto Auction. Sale every 





Thursday. Prices are for sale of June 24.) 

(Overall market picture holding its own 
with market still high on clean autos. 
Sold 64 cars out of 144 offerings.) 


BUICK—'52 Super 4-dr., $1,310*. ‘50 Spe- 
cial 4-dr., $520*. '46 Super 4-dr., $140. 
CHEVROLET—'54 Bel Air conv., $2,070*. 


"53 (150) 4-dr., '52 SL Deluxe 
4-dr., $940; 2-dr., $735. ‘51 SL Deluxe 
Bel Air, $870; 4-dr., $680, $670; FL De- 
luxe 2-dr., $685; 1-ton pickup, $610. "50 
SL Deluxe conv., $635; 4-dr., $545; 2-dr., 
$455. "49 SL Deluxe 4-dr., $390; 2-dr., 
$375, Business coupe, $300. ‘48 FM 2-dr., 
$240, $165. '47 FL Aerosedan, $190, $150. 

CHRYSLER-- 52 Windsor club coupe, $755*. 

FORD-—'54 Crest (8) conv., $2,220*; Vic- 
toria, $2,100*; 4-dr., $1,955*; Main (8) | 
Ranch Wagon, $2,095; Custom (8) 2-dr., 
$1,940; 4-dr., $1,905; Main (6) 2-dr., $1,- | 
405. °52 Custom (8) 4-dr., $1,030. °51 
Custom (8) conv., $780; 4-dr., $570. '50 
Custom (8) 2-dr., $525. °49 Custom (8) 
2-dr., $400, $295; 4-dr., $360; Deluxe (8) | 
Business coupe, $295. ‘48 Deluxe (8) 2- 
dr., $195; 4-dr., $155; club coupe, $165. 
*46 Deluxe (8) club coupe, $200; Deluxe 
(6) 4-dr., $120. 

KAISER—'50 Special 4-dr., $195. 

MERCURY—’54 Monterey Sun Valley, §2,- 


$1,000*. 


485°. °51 Sport sedan, $900. ‘50 4-dr., 
$700. 

OLDSMOBILE—'54 (88) Super 4-dr., $2,- 
530° (ps). 


PACKARD—’51 (200) 4-dr., $615. 

PLYMOUTH—’54 Plaza Suburban, $1,370. 
’53 Cranbrook 2-dr., $975. ’52 Cranbrook 
4-dr., $825. °51 Cranbrook Belvedere, 
$695; 2-dr., $465. '50 Deluxe 4-dr., $585. 
’46 Deluxe 4-dr., $100. 

PONTIAC—’'51 Chieftain Deluxe (6) 4-dr., 
$790. °50 Silver Streak (6) coupe sedan, 
$445. °49 Silver Streak (8) 4-dr., $490; 
coupe sedan, $395; 2-dr., $335. '48 Tor- 
pedo (8) sedanet, $225. 

STUDEBAKER — '47 Commander Land 
Cruiser, $310. 

MISCELLANEOUS—’'50 GMC %-ton pick- 
up, $425; Frazer Manhattan 4-dr., $130. 

* * * 


— Auctions in Brief — 
HORSEHEADS, N. Y. 


Horseheads ‘Auto Auction. Every Friday 
(June 25). Sold 80 percent of cars offered. 
- * * 

TOLEDO 


Toledo Auto Auction. Every Tuesday 


(June 22). Market very steady. Sold 28 
out of 45. 
* * * 
FARGO, N. D. 


Tri-State Auction Co. Every Thursday 
(June 24). Market slightly down from 
previous week. Sold 72 out of 108. 

* ~ . 


N. LITTLE ROCK, ARK. 
Arkansas Auto Auction. Every Tuesday 


(June 22). Sold 51 out of 89. 
- * - 


JESSUP, MD. 

Colie’s Auto Auction. Every Wednesday 
(June 23). Prices up and bidding good. 
Sold 25 out of “i. 

* * 
EBENSBURG, PA, 


E>vensburg Auto Auction. Sale every Thurs- 
day (June 24). Excellent sale. Dealers’ de- 
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Waggoner Goes to Morgan 

Carl Waggoner, formerly of De- 
troit, has been appointed general 
manager of Morgan Motor Co. 
(Packard), Pasadena, Calif. 





mand very strong. Sold 118 cars out of 168 


offerings. 
* 7 * 


MANHEIM, PA. 
Manheim Auto Sales & Auction, Inc. 
Sale every Friday (June 25). Market good 
Sold 242 cars out of 328 offerings. 
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magic Scouring pads 


ae TT Shines eeete TT TT 
mm 


Research has shown, experience has proved that S.0.S. 
cleans scuff-marks, road dirt and grease off white-walls like 
magic. S.0.S. is harmless to rubber, and inexpensive. Sold 
at all grocery stores. Your customers. will appreciate this tip! 


Oregon's 1953 Cocecenidien 
Auto Sales | sets ston 
Per Capita “aw 
Were 37% 

Above U.S. 


With a daily circulation 
Average! 








lead of 40,726 over the 
Oregon Market's second 
newspaper, no wonder The 
Oregonian is first in auto- 
motive advertising . . . 
first in sales! 


229,132 Daily 
292,332 Sunday 
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REPRESENTED NATIONALLY BY MOLONEY, REGAN & SCHMITT, INC. 
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Top Sales Month... 


U.C. Price Index Off: 
Dealers Pare Stocks 


HE downward trend in whole- 
sale prices of used cars con- 
tinued last week as dealers further 
pared inventories. 
For the fifth consecutive week, 
the overall average price of used 
at wholesale 


The index dropped $3 to $824, an 
even $20 less than it had been a 
month earlier. 

* * * 
A CORDING to reports from the 
field, used-car sales during June 


Car-Theft Sleuths 


Plan Convention 


JEFFERSON CITY, Mo. — The 
second annual convention of the 
International Assn. of Automobile 
Theft Investigators will be held in 
Kansas City, July 19-21. 

The organization was formed last 
year in Oklahoma City by mem- 
bers of the city’s police department. 

According to Sgt. H. D. Brigham, 
first vice-president, the organiza- 
tion has 400 members. 
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*Latest figures on Armed Forces pleasure-car owner- 


ship sent free on request. 


ARMY TIMES 
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were the highest for any month of 
the year, running about 25,000 
above May. Stocks were said to be 
declining steadily. 

Activity in the wholesale mar- 
ket places showed little change 
from the preceding week, con- 
tinuing slightly above normal. 

Six of the eight individual models 
listed on the index declined in price 

last week. The price of ’49s, how- 
ever, remained unchanged at $393 
and '47s gained $1 to $210. 
+ * * 
OSSES were: ’53s, down $8 to 
$1,401; ’54s, down $7 to $2,047; 
51s, down $5 to $737; ’50s, down $4 
to $540; ’48s, down $2 to $258, and 
52s, down $1 to $1,002, 

Declines on ’54s,'’58s, ’51s and 
’50s were heavy enough to bring 
the prices of those models down 
to new lows. 

The price spread between models 
after last week’s adjustment was 
(previous week’s spread in paren- 
theses): '54 to '53, $646 ($645); ’53 
to ’52, $399 ($406); ’52 to ’51, $265 
($261); ’51 to ’50, $197 ($198); ’50 to 
'49, $147 ($151); °49 to °48, $135 
($133), and '48 to ’47, $48 ($51). 
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Chrysler Chips In for Korea— 


Five 1%-ton Dodge trucks and five Dodge Meadowbrook cars were Chrysler Corp.'s 
contribution to the national campaign seeking 600 carloads of articles urgently needed 
in South Korea. L. J. Purdy (second from right), general truck manager of Dodge, 
presents the vehicles to Richard Bailey (right), a member of the Detroit Train for 
Korea committee. Also participating in the presentation are William S. Woolsey 
(second from left), general truck sales manager, and Joseph Kim and Gwin Joh, 


Koreans who came to Detroit recently. 


Capital U. C. Dealer Gross | 


Hits 4-Year High at 16.2% 


WASHINGTON. — The average 
gross profit of 37 used-car dealers 
in the National Capital area for an 
eight-month period ended Apr. 30 
was the highest it had been in four 
years, according to a report pre- 
pared for the National Capital Used 


vi b ddi 

service Du ies... 
Yes, Service men stationgd throughout the 48 
states are well acquainted with their local service- 
station attendants. Why? Because a major portion 
of Armed Forces personnel own pleasure cars.* 
Foreign car manufacturers and many overseas 
representatives of American automotive firms are 


cashing in handsomely on the buying power of 
service personnel stationed abroad. And they’re 


doing it largely through advertising in the over- 
seas editions of the Times Network of Service 
Weeklies and Air Force Daily, THE AMERICAN 
Dairy in Europe. 


In the Services here at home a new car market 
5 Times GREATER than that existing overseas is 
waiting to be tapped by U.S. manufacturers who 
know how to advertise and sell in the highly 


specialized military field. Don’t miss out on this 


terrific profit potential . . . 


phone or wire our 


nearest office today for rates and full information. 


ARMY TIMES PUBLISHING CO. 


3132 M St.,.N.W. * Washington 7, D. C. 


@ NEW YORK 
41 E. 42nd St. 


@ CHICAGO 
203 N. Wabash Ave. 


@ PHILADELPHIA 
R. W. McCarney, 1015 Chestnut St. 


LONDON + PARIS * FRANKFURT - 


‘@ BOSTON 
John Hancock Bidg. 


@ LOS ANGELES 
6399 Wilshire Blvd. 


@ SAN FRANCISCO 
Monadnock Bidg. 


ROME + CASABLANCA * TOKYO 


Car Dealers Assn. by Jules Laffer- 
man & Co., public accountant. 

According to the report, gross 
profit for the period was 16.2 per- 
cent. Net profit was 4.9 percent, 
the highest for any period re- 

ported since March 31, 1952. 

It shows that the cost of cars is 
80.3 percent of the selling price. 
This compares with 80.9 in the 
previous period and a high of 85.6 
for the period ended Nov. 30, 1952. 

Among the individual dealers, 
however, cost of cars ranged 
from 60.5 percent of the selling 

price to 92.6 percent, 

The average cost of recondition- 
ing was 3.5 percent of the selling 
price, according to the survey. This 
is the highest in four years. It com- 
pares with 3.3 in the previous 
period, which was also the previous 
record high. 

Percentage cost of reconditioning 
among the dealers ranged from 
zero to 8.6. 

Total cost of the car, the sur- 
vey said, averaged 83.8 percent 
of the selling price. This was a 
record low. for the four years in 
which such reports have been 
compiled, and compared with a 
figure of 84.2 for the previous 
period. 

Among the individual dealers, 
total costs ranged from 65.0 per- 
cent to 96.5 percent of the selling 
price. 

Average gross profit was 16.2 per- 
cent, another record high for the 
four-year period. It compared with 
15.8 for the previous period. Prior 
to that, the highest average gross 
had been 12.6 percent, in the period 
ended Apr. 30, 1950. 

Gross profit on an _ individual 
basis ranged from 3.5 percent to 
35.0 percent. 

By adding reserves and other 
income to the gross profit figure, 
Lafferman arrived at a gross 
income figure, which averaged 
17.8 percent for the dealers sur- 
veyed. Again, this was a four- 
year record. It compared with 
17.6 for the previous period. 
Individual figures for gross in- 
come ranged from 3.8 percent to 
35.9 percent. 

Out of the average gross income 
of 17.8 percent was deducted the 
average operating expense of 12.9 
percent, to leave an average net 
profit of 4.9 percent. 

The net of 4.9 compared with 4.7 
percent in the period ended Aug. 
31, 1953; 3.1 percent in the period 
ended Apr. 30, 1953; 4.5 percent in 
the period ended Nov. 30, 1952; 5.5 
percent in the period ended March 
31, 1952, and 7.7 percent in the 
period ended Apr. 30, 1950. 

Expense among the various 
dealers ranged from 2.6 percent 
to 28.0 percent. 

Among the dealers showing a 
profitable operation, the net return 
varied from 0.1 percent to 23.0 per- 
cent. Among the dealers whose 
books showed a loss, the deficit 
ranged from 0.5 percent to 22.5 per- 
cent. 

Lafferman said that among the 
37 dealers, nine with “unusual 
operations” were excluded when 
averages were compiled. 
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Experts Give 
Meaning to © 
Brake Squeals 


BRIDGEPORT, Conn. — When 
brakes go wrong, they often squeal 
on themselves. 

Of course, not all brake noises 
mean trouble. But you can distin- 
guish the squeal that simply means 
a minor adjustment is due from 
the squeal that may be the last 
sound you'll hear before the crash? 

Expert ears at the Raybestos 
division of Raybestos - Manhattan, 
Inc., have cataloged five distinct 
brake warning noises: 

PincHout Squeatr—Sounds like a 
pig picked up by the tail. Occurs 
at every end of stop. No immediate 
danger, but have it eliminated soon. 

Egeek Squeat—Sounds like bath- 
ing beauties stepping into a cold 
ocean. High-pitched and intermit- 
tent. Means poor contact. Better 
check, pronto. 

GrouNp-GLass SQuEAL Sounds 
like a horse dining on light bulbs. 
Often mistaken for a grinding 
bearing. Minor adjustment will get 
rid of it if the brake lining is of 
good quality. 

Wire-Bruso Squear—Sounds like 
a wire brush pulled over glass. 
Occurs halfway through a stop. Im- 
properly adjusted brakes, a poor 
contact. Can be highly dangerous. 

Groan—Sounds like a ghost wel- 
coming a new friend in a haunted 
house. Loud, hollow, gruesome. 
Caused by loose,or worn out brake 
parts. 

If your brakes scream the minute 
you press the pedal and continue 
to scream, then you’ve got real 
trouble. That’s probably the rivets 
hitting the brake drum—the end 
of the line. 


Dodge Reelected 
Chrysler Director 


DETROIT. — Joseph M. Dodge, 
who resigned as director of the 
Federal budget in April, has been 
reelected to the board of direc- 
tors of Chrysler Corp., it was an- 
nounced last week by L. L. (Tex) 
Colbert, president. 

Dodge first became a director 
in May, 1948, and resigned in Jan- 
uary, 1953, when President Eisen- 
hower appointed him to the budget 
post. 

He was president of the Detroit 
Bank from 1933 until 1953. 

He became chairman of the 
board just before he went to Wash- 
ington and now has resumed the 
latter office. 

On the Chrysler board, Dodge 
takes the seat vacated by Raymond 
T. Perring, who replaced Dodge 
in 1953 both on the Chrysler board 
and as chief executive officer of the 
Detroit Bank. 


Paint Facts 
DeVilbiss Guides Aid Dealers 
To Check Operations 


TOLEDO.—The paint shop as a 
source of profit for auto dealers is 
the subject of a case history book- 
let distributed by DeVilbiss Co. 

The firm also hag prepared a 
guide to complete paint shop equip- 
ment, covering the basic items re- 
quired for automotive painting. 

The case history booklet gives 
experience stories of automotive 
paint shop operations together with 
photographs. The booklet is de- 
signed to convey methods which 
have been successful in merchandis- 
ing paint shops and which can be 
adopted by other dealers. 

The guide describes the basic 
equipment required for operation 
of shops with limited, average and 
extensive painting. 

The booklets may be obtained 
from DeVilbiss Co., 300 Phillips 
Ave., Toledo 1, O. 


PERSONALIZED NAME PLATES 
THAN ANY OTHER MAKE 


peranis— SUEMAC corver caterose 


Denver, Colored 














Report from 31 States... 


Road Improvement Speeds Up 


HE movement for adequate 
roads is accelerating, accord- 
ing to a digest of highway progress 
in 31 states, compiled by the Na- 
tional Highway Users Conference. 
The conference says that un- 
doubtedly much of the impetus 
for highway development has 
come about because of the efforts 
of groups participating in Project 
Adequate Roads. 
Highlights of highway progress: 
have been summarized as follows: 
Arizona—Some 175 miles of high- 
way are expected to be built in 
1954 at a cost of $16.5 million, In 
1953, about 170 miles were built at 
a cost of $16 million. 
Cauirornia — The state highway 
budget for fiscal 1954 totals just 


Copeland Boosted 
To Ad Post on 
Ford Central Staff 


DEARBORN. Robert F. G. 
Copeland has been named director 
of Ford Motor Co.’s office of 
product advertis- 
ing and sales pro- 
motion, Walker 
A. Williams, sales 
and advertising 
vice - president, 
announced last 
week, 

Since last year, 
Copeland had 
been manager of 
advertising, sales 
Promotion 
and training for 





R. F. G. Copeland 
Lincoln-Mercury. He joined the di- 
vision in 1948 as advertising man- 
ager. 

Before that, he was in the ad- 
vertising agency field, managing 
the Detroit offices of Kudner 


Agency, Inc., and Batten, Barton, 
Durstine & Osborn between 1935 
and 1948. 

He is a former Sunday editor 
of the Detroit Times and automo- 
tive editor of the Chicago Herald- 
Examiner. 

Copeland’s duties on the Ford 
central staff will be similar to 
those formerly held by Ben R. 
Donaldson, who has been reas- 
signed from director of advertising 
and sales promotion to director of 
institutional advertising. 


Colo. Farms Earn 
Half-Billion in °53 


DENVER.—A $500 million income 
year is indicated by estimates of 
receipts from the sale of Colorado 
farm and ranch products during 
1953, according to Colorado Ranch 
& Farmer. 

The publication also reported the 
following estimates of other sources 
of Colorado income: Manufactur- 
ing, $410 million; tourists, $266.5 
million; petroleum, $92 million, and 
mining, $81 million. 


KEEPS NEW CUSTOMERS 


COMING TO YOUR BUSINESS 


BRINGS 
BACK OLD 
CUSTOMERS \ 
TOO! 


MILE - O - DIAL—Hot premium item 
that every motorist wants because 
it tells gas mileage in seconds, is 
easy to use. MILE-O- DIAL builds 
your sales, promotes your business 
for as low as 6c per customer. 
YOUR NAME on MILE-O-DIAL con- 
stantly reminds customers to do 
business with you—gets them in more 
often. 

SEND FOR MILE-O-DIAL 
SAMPLE TODAY 
Enclose 10¢ for actual MILE-O-DIAL, 
covers cost of mailing and handling. 
special prices direct from man- 

turer. 


»KENWAY PRODUCTS 


759C N. Milwaukee St., Milwaukee 2, Wis. 
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under $300 million, with $205 mil- 
lion earmarked for major construc- 


construction budget. Budget for 
the current fiscal years is for 
$247 million, of which $190 million 
is for major construction. 
* om * 
OLORADO—The total improve- 
ment program undertaken in 
1953 amounted to 204 projects, cov- 
ering 1,421 miles, at a total cost 
of $29 million. Highway construc- 
tion during 1954 is expected to 
total about $21 million. 

Connecticut — Payments on 

highway construction projects for 
1953 amounted to about $12 mil- 
lion. Proposed construction con- 
tracts for 1954 total approxi- 
mately $17 million. The cross- 
state expressway is to be started 
this year. 

FLorwa—Florida will spend about 
$50 million on construction and 
$8 million on maintenance in 1954. 

IpaHo—The 1954 budget calls for 
26 new projects on the primary 
system and 21 on the secondary 
system, for expenditures totaling 
$16 million. The primary system 
work will take about $12 million. 
Ten carry-over projects from 1953 
will cost an additional $3.6 million. 

Intinois—A record $84.5 million 
will be spent on highways this 
year. Approximately 472 miles of 
highway projects are planned. 
Major items are 160 miles of new 
road and 286 miles of resurfacing. 

* ao ca 


— — Highway construction 
will continue at a slightly in- 
creased rate in 1954, with $34.7 
million planned expenditures. A 
total of 408 miles is programmed 
for construction or improvement. 

Iowa—Iowa spent $53.8 million on 
primary and farm-to-market roads 
in 1953. Similar work in 1954 is 
expected to run $50 million. 
Kansas — Highway contracts in 
1953 reached a record high of $36.3 
million. Another $36 million is 
called for in 1954. 

Kentucky — Some $70 mil- 
lion was spent on Kentucky roads 
in 1953, with $30 million going 
for construction. The program 
will remain at the same level 
during 1954. It has been esti- 
mated that it would require at 
least $162 million to bring up to 
modern standards the major 
highways of Kentucky. 
Maine—The highway commission 
is operating on the second year of 
a@ seven-year accelerated program. 
In fiscal 1954, the commission is 
budgeted for $32.4 million. 
MaryLanp — Ninety-one projects, 
valued at $26.5 million, were ad- 
vertised in 1953 and only slightly 
more than half a million remained 
to be awarded as the year ended. 
The 1954 program, still incomplete, 
is expected to total $78 million. 

* + * 


ASSACHUSETTS — Gov. Chris- 

tian Herter, in his annual 
message, recommended a six-year 
$300 million construction program 
to complete the state’s master 
highway plan of 1948. 

MicuicAaN—Contracts let in 1953 
for construction on the trunkline 
system totaled $37.6 million. 
Roughly the same amount will be 
available in 1954. 

Missouri—The 10-year modern- 
ization program will cost about 
$55 million in its second year. 
This is under the $56 million av- 
erage that must be maintained 
each year if estimated minimum 
needs are to be met. The 1954 
program includes 600 miles on 
major systems outside cities, of 
which 435 miles would be actual 
construction. 

MontTana—lIt is anticipated that 
state highway construction work 
will get about $14 million during 
1954, an increase of $1 million over 
expenditures last year. 

Nebraska — The state spent 
$22.1 million in 1958, of which 
$9 million went for maintenance, 
about $660,000 for overhead and 
administration and the balance 
for construction, Awards sched- 
uled for 1954 will cover 465 miles 
and cost about $17.6 million. 

New Jersey—Over $25 million is 
earmarked for construction during 
the present fiscal year. 

* 7” a 


NEW MEXICO—Highway spend- 
ing this year is estimated at 


tion. There are 180 items on the 


$35 million, with about $22 million 
going for construction. Last year, 
$30 million was spent, with $17 
million going for construction. 

NortH Carotina—About $45 mil- 
lion in highway work igs expected 
to be contracted for in 1954. 

NortH Daxota—About $11 million 
in highway construction is planned 
for 1954—the same amount as was 
spent in 1953. 

Ohio—The Legislature has im- 
plemented last November’s $500 
million highway bond issue, and 
also voted an $82 million issue 
for the period ending in June, 
1955. Gov. Frank Laushce wants 
to spend $1 billion over the next 
eight years to rebuild the state’s 
road system. 

Orecon—Oregon is in the midst 
of translating into highway con- 
struction and betterment some $72 
million netted by the sale of bonds. 
This sum is financing a program 
under which $38 million was con- 
tracted in 1953 and $31 million will 
be let in 1954. 

PENNSYLVANIA—In 1953 the state 
constructed and improved 2,650 
miles of highway at an estimated 


cost of $132.5 million. The 1954 


program is estimated at $135 
million. 


* * * 
HODE ISLAND—A $40 million 


program is planned. 
Texas—An estimated $111.5 mil- 
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Farmer Opens $300,000 Home— 


The new headquarters of Farmer Motor Co., 


president. 


lion will be spent for construction 
this year. Last year $105 million 
was spent. An additional $28.5 mil- 
lion will be spent on maintenance 
and $9 million on repair. 

Utah—The 1954 program calls 
for more than $8 million, and 
@ secondary program will total 
more than $2.5 million. 

Vircinra—Approximately $30 mil- 
lion worth of construction was 
started in 1953. About $32 million 
will be spent this year. 


WasuHincTton—Nearly $44 miilion 
in highway construction contracts 
were awarded in 1953. Awards this 
year are expected to exceed $46 
million. 

Wisconsin — Construction pro- 
grammed during 1953 totaled $48 
million. Plans for 1954 call for $45 
million to be spent, of which $33 
million will go for construction. 


DEALERSHIPS 
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Inc. (Studebaker), Lexington, Ky., has 
53,000 square feet of floor Space and cost more than $300,000. Ralph Farmer is 


No Cut Rates 


Prestone Maker Blocks 
Sale to Employes 


NEW YORK.—National Carbon 
Co. announced last week that it 
had taken steps to prevent the sale 
of Prestone antifreeze to employe 
groups at reduced prices. 

Distributors of Prestone, it said, 
have been instructed to require 
purchasers for fleets to sign an 
order form which specifically pro- 
vides that the product shall not be 
sold at less than the fair-trade 
price in the 43 states which have 
fair-trade laws. 

National said it does not sell 
Prestone to its own employes at 
reduced prices and would do every- 
thing in its power to prevent other 
firms from doing so. 







BUICK 

CADILLAC 

CHEVROLET 

CHRYSLER TH 

DE SOTO 

DODGE — BY TEST” 

FORD 

KAISER REFRIGERATED AUTOMOTIVE AIR CONDITIONER 

ante Cadillac Dealer says: “Since 1949 we've installed thousands 

MERCURY of Frigikar units — as many as 500 in a single summer . . . Frigikar 

OLDSMOBILE gots cold fasten, ellowian etin comfort in diy diving . . : Quness Whe 

PLYMOUTH buy new cars every year prefer Frigikar because this unit can be changed 

PONTIAC from one car to another easily . . .” 

* Lincoln - Mercury Dealer says: ‘we have vsed and tested 

tue to greatly te ' today’s most outstanding automotive air conditioners and, in our opinion, 


Frigikar is the finest and is priced right . . . lines are fully prefabricated 
... saving up to 50% on installation costs . . . compressor doesn’t have 
to be removed to service valves, sparkplugs, etc. . . . Frigikar satisfies 
customers and builds sales . .-.” 


Buick Dealer SAYS: “Frigikar is easy to install in our customer's 
car after he makes the selection of color and body style that we have 
in stock . . . gives our customers a factory-quality job.” 


Packard Dealers Please Note: rrigitar is « stock item 
with Packard Motor Car Company — available through your zone office. 
_ FRIGIKAR 
| Dealer Profits 


production, we are now 
appointing a limited 
number of properly- 

valified authorized 

ealers — the first time 
since 1949. Up to now, 
Frigikar’s production 
has been sold without 
one factory salesman. 
Present dealers find 
Frigikar a valuable 
profit item. YOU TOO 
CAN EASILY REACH 
NEW PROFIT HEIGHTS 
WITH FRIGIKAR! 
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WITH THE STIFF WIRE 


OVAL DEADLOCK KEY RING 
SUPERIOR BECAUSE: 


1. EASIEST AND FASTEST TO APPLY 


2. POSITIVE LOCK AGAINST LOSS 
8. NON TANGLING 


METAL EYELET TAGS & DEADLOCKS 
$14.75 Shipment Prepaid if 
1.75 Check Accompanies 


OP 60 
4.00 Otherwise C. O. D. 


GARD rating Company ... 


Tag 1% x 2%” 
055" GRAND ISLAND, N. Y. 


Wire .055 








: Metropolitan New York's 
FIRST REAL STEADY WEEKLY AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
This is it! —> Insured Auto Auctions 


NEXT SALE WILL BE All checks insured by the 
HELD AKY om Fidelity Insurance Co. of Tenn. 


27 House Cars at 
Absolute Auction DRIVE-A-WAY SERVICE AVAILABLE 
PLENTY OF PARKING SPACE 


144 Consigned Cars 
32 Authorized New Car Dealers have "Joined Hands” to supply 
you with tremendous values from Caddys down. 


EVERY TUESDAY — 12:30 PM at 
AUTO AUCTIONS ASSOCIATES, INC. 
affiliated with 
SPIELMAN CHEVROLET 
Greenpoint Avenue & Provost Street Brooklyn 22, N. Y. 
Auctioneer—David B. Spielman 


::: Come To Skyline Auctions 


Skyline Auto Auctions yJtsoay 
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DOES IT 
AGAIN! 


Ever striving to improve and better ride 

controls, Gabriel engineers have now de- 

veloped the first fool-proof adjustable shock 

absorber to meet individual preferences in riding 

comfort. It’s the brand-new 3-way Gabriel AjustO- 

matic Shock Absorber. Easy to adjust for a “Soft”, 

“Normal” or “Firm” ride. A click of the shock and you 
select the ride you like for the road you ride. 


Here is the latest idea in shock absorbers for all cars, 
whether new or driven a year or more. Be among the first to 
feature this newest of GABRIEL FIRSTS, 
Gabriel’s crowning achievement in shock ab- 
sorber engineering. 
Detailed information free on request. 


tHe GABRIE Leompany 


CLEVELAND 15, OHIO 


Ford Official Sees 
Relief for Farm 


Surplus Problem 


CHICAGO—New uses for agri- 
cultural products, and the nation’s 
increasing population, could sub- 
stantially alleviate the farm surplus 
problem. Irving A. Duffy, general 
manager of Ford Motor Co.'s trac- 
tor and implement division at 
Birmingham, Mich., told a meeting 
of civic, business and agricultural 
leaders here. 

Occasion was the Chicago pre- 
miere of Ford’s prize-winning mo- 
tion picture, “American Farmer.” 

Pointing out that the nation’s 
population grows by 7,000 every 
day, Duffy said “it is entirely prob- 
able that the problems presently 
caused by farm surpluses will sub- 
stantially disappear as research 
finds new uses for agricultural 
products, and the nation’s popula- 
tion increases.” 

Assuming that the U.S. popula- 
tion will reach 193 million in 1975, 
he said, the American farmer will 
have to feed 35 million more per- 
sons than at this moment. 

Duffy referred to the sale of milk 
within industrial establishments, 
Duffy stating that current milk 
consumption at all Ford installa- 
tions in the U. S. totals 20,000 
quarts a day, or more than 5% mil- 
lion quarts per year. 

Duffy added that “Ford business 
with farmers doesn’t stop with 
milk.” 

He cited examples of farm prod- 
ucts used in the production of 
1,600,000 Ford cars, trucks and 
tractors in one year. Annual cot- 
ton requirements are 47,000 bales; 
wool, three million pounds; leather, 
750,000 square feet; soy beans, 736,- 
000 bushels; flaxseed, 360,000 bush- 
els, and corn, 1,900,000 bushels. 


World Air Tours 


Set as Prizes 


DAYTON, O.—A cooperative pro- 
gram to promote the use of inter- 
national air travel as an award for 
winning salesmen in sales incentive 
campaigns has been announced by 
Cappel, MacDonald & Co. 

The new service will utilize the 
facilities of United Airlines, Pan 
American World Airways and Cap- 
pel, MacDonald. 

United’s 13,250-mile system will 
be used by trip winners from 80 
major U.S. cities to gateway cities, 
from where Pan American will con- 
nect with 84 countries on six con- 


tinents. 
Blast-Proof 


Ford Says Its Fuel Depot 


Is World’s Safest 


DEARBORN.—What is described 
as the safest fuel depot in the 
world—where even the telephone is 
explosion-proof—serves the engine- 
test operation at Ford Motor Co.’s 
Research and Engineering Center 
here. 

The two-story fuel house supplies 
about 1,500 gallons of gasoline and 
lubricating oil daily to batteries of 
experimental and production 
engines being put through power, 
efficiency and durability tests by 
Ford’s engineering staff techni- 
cians. 

Every precaution has been taken 
the company said, to insure against 
sparks and explosion. The floor is 
tiled with a non-spark terrazzo 
grounded to remove all static elec- 
tricity, and pump and fan motors, 
light switches and other electrical 
fixtures are custom installations. 
The telephone is encased in a 
heavily insulated housing, and its 
wires are coated with a fireproof 
plastic. 

Four large fans carry away im- 
pure air. However, if any fumes 
escape in the building, a detector 
system sounds an alarm and in- 
dicates the location of the gas. 

In the event of fire, a carbon 
dioxide sprinkling system operates 
automatically or can be touched off 
by hand. In all maintenance and 
repair work, pneumatic drills are 
substituted for electrical ones. 
Chain hoists and wrenches are 
made of a bronze alloy which will 
not spark when struck. 


For the lowdown on dealer thinking, 
read John O. Munn’s column each week 
on Page 3. 


TOLEDO.—A plant reorganization 
and modernization program and 
labor-management harmony are 
credited by H. T. Mather, president 
of Mather Spring Co., for predic- 
tions that 1954 will be the greatest 
sales year in the firm’s 43-year his- 
tory. 

The program, begun in 1952, 
Mather says, has resulted in cost- 
reduction projects, streamlined sys- 
tems and reengineered products 
and manufacturing methods. 

Mather says the program, which 
increased individual worker produc- 
tivity and could have caused a re- 


Reorganized Plant Cited by Mather 


duction in work force, actually im- 
proved the company’s competitive 
position to a point when employ- 
ment has risen 25 percent. 

The company now is considering 
additional diversification of prod- 
ucts which now include leaf 
springs, torsion bars and other 
formed and heat-treated metal 
products. 


Strick Gets Charter 


Joe Strick Nash, Inc., Kansas 
City, Kans., has been incorporated 
by Joseph A. Strick. 











Independent tire dealer adds 
*75,000 a year to sales with 


Aoward Tok SEKI COVERS 


Charlie Case, a successful dealer who 
chose nationally advertised products to 
sell, then consistently backed them with 
good service plus every local advertising 


means available. 


Charlie Case Tire Company of 
Phoenix has made a booming 
success of the $500 a month 
service station taken over in 
1945. Total sales laste year hit 
$500,000 .. . 15% grossed from 
seat covers . . . and Charlie pre- 
dicts seat cover sales will grow 
in coming years. For one thing 
he plans to put stronger selling 
effort behind the nationally ad- 
vertised Howard Zink seat covers. 

If you are interested in add- 
ing sales and profit with a fast 
selling line of merchandise, 
Howard Zink offers you a real 
opportunity. 

Howard Zink is the only 
nationally advertised brand of 
seat covers. Consumers every- 
where know and trust the name, 
as you know and trust the 
quality of nationally advertised 
products you buy for personal use. 

Write today for information on 
how you can get into the profit- 
able seat cover business with 
the Howard Zink seat cover line. 


THE HOWARD ZINK CORPORATION 


Fremont, Ohio 


Other Plants in Passaic, N. J., Long Beach, Calif., Charleston, Miss. 
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Affecting Factories and Dealers .. . 


Auto Advertising 


Expenditures for national adver- 
tising reached a new peak in 1953, 
according to Standard & Poor’s 
Corp., and figures for the first quar- 
ter of 1954 indicate a year-to-year 
rise of some 12 percent in ad out- 
lays. 

Total outlay hit $7,303,200,000 in 
1953, some 9.1 percent above the 
$7,149,700,000 of 1952, the firm 
said, All media, except network 
radio, experienced gains, with 
that for television exceeding 25 
percent, 

Total magazine linage in 1953 was 
5.3 percent larger than a year ear- 
lier, with gains of 9.9 percent for 
the general monthly group and 6 
percent for national weeklies off- 
setting a nominal decline for the 
women’s group. 

In the first four months of 1954, 
it was said, a moderate rise for gen- 
eral monthlies more than offset 
slight year-to-year declines experi- 
enced by other groups, lifting total 
linage 0.5 percent. 

s + * 


Donaldson in New Post 


Ben R. Donaldson, director of 


advertising and sales promotion 
since 1945, has been appointed di- 
rector of institu- 
tional advertising 
for Ford Motor 
Co. Ernest R. 
Breech, executive 
vice - president, 
announced last 
week. 

A successor to 
Donaldson will be 
named later, the 
company said. 

Donaldson 

B. %. Donaidson is chairman of 
the board of the Assn. of National 
Advertisers, treasurer of the Ad- 
vertising Federation of America 
and past president of the Detroit 
Adcraft Club. He also is a member 
of the Advertising Research Foun- 
dation. He joined Ford in 1919. 


* * * 


NAM Radio Series 


The National Assn, of Manufac- 
turers last week began a 13-week 
series of nationwide radio programs 
on the present and future economic 
outlook of various industries and 
professions. 

Entitled “It’s Your Business,” the 
program will be broadcast over 





ABC each Saturday at 5:30 p.m. | 


(EST). Two representatives of a 
major industry or profession will 
be interviewed each week by Ken 
R. Miller, NAM president. , 


as * * 


New Name for Gentleman 


The country’s oldest farm pub- 
lication, Country Gentleman, will 
change its name to Better Farm- 
ing later this year because the 
new name is more indicative of 
the magazine’s contents, says 
Editor Robert H. Reed. 


Published by Curtis Publish- 
ing Co., Philadelphia, the maga- 
zine has borne the old title for 
101 years and at present has a 
circulation of 2.6 million, accord- 
ing to Reed. 


* * * 


GM Reassigns Hayes 

Appointment of Raymond E, 
Hayes as supefvisor of General Mo- 
tors’ club program for the public 
relations department has been an- 
nounced by Paul Garrett, public re- 
lations vice-president. Hayes suc- 
ceeds the late George E. Currier. 

Hayes had been serving as assist- 
ant regional manager of the GM 
public relations department on the 
West Coast and managed the de- 
Partment’s Los Angeles office, He 
Joined GM in 1939. 


* * * 


WOR Picketing Barred 


The New York State Supreme 
Court has granted a permanent in- 
junction against picketing of WOR, 
WOR-TV and Mutual Broadcasting 
System facilities by Local 802 of 
the American Federation of Mu- 
Sicians. Picketing had _ started 
Feb. 28. 


The court ruled that the picket- 
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general manager of the American 
Trucking Assns. 

Edwin H. Spencer was named 
manager of the public relations 
department’s publications. He also 
is general public relations assist- 
ant. 


Auto Crash Kills Gordon 


Robert J. Gordon III, assistant 
director of public relations on the 
Dodge account at Grant Advertis- 
ing, Inc., Detroit, 
was killed June 
26 in a two-car 
collision near 
Wilkes-Barre, Pa. 
He was 33. 

Seriously injur- 
ed in the accident 
were Mark Row- 
ley, manager of 
Dodge’s Scranton 
(Pa.) district; his 

Ba wife, and John 
R. J. Gordon Remillet, regional 
account executive for Grant. 

Prior to joining Grant last Jan. 
18, Gordon was in charge of 
public relations on the DeSoto ac- 
count at Batten, Barton, Durstine 
& Osborn. He was associate editor 
of Automotive News for four years 
prior to entering the public rela- 
tions field. 





ing had been in support of an il- 
legal objective, in that the union 
was seeking to force the stations 
to substitute live music for re- 
cords and transcriptions on all 
live programs. 

The court also held that the 
union violated the Federal Lea Act, 
which forbids a union to compel a 
broadcast licensee to hire employes 
whose services are not needed. 

The court directed the union to 
rescind instructions to its members 
not to perform services for the 
companies and those using their 
facilities, and referred the case to 
a referee to determine the dam- 
ages suffered by the broadcasting 
organizations, 

* * * 





Lowery Heads L-M Dealers Advertising Assn.— 


E. E. Lowery (first row, left), of Van Etta Motors, San Francisco, was re-elected 
president of the Lincoln-Mercury Dealers’ Advertising Assn. at its recent meeting. 
Lowery has been president since 1947. From left, top row, are Loren Maxwell, Boise, 
Id.; Lyle A. Byers, Berkeley, Calif.; Ray Ridge, Tacoma, Wash., and C. E. Francis, 
Portland, Ore. Bottom row: Lowery; Arthur Kumpf, Denver, and Bob Phillippi, Oakland, 
Calif. 


ATA Appoints Hearin 
Appointment of Glen M. Hearin, 
former news editor of the Wash- 
ington Times-Herald, to the posi- 
tion of publicity manager has been 
announced by Ray G. Atherton, | 
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GET A DEMONSTRATION TODAY! Burroughs Sensimatic Accounting 


Machine simplifies preparation of automobile dealer distribution 

journals by using a single basic plan for all journals, and provid- 
ing enough totals for all records. Installations of this plan have 
shown that distribution journals can be written and proved 
three times faster than by hand. What’s more, the Sensi- 

matic will fit right into your present pattern of account- 

ing perfectly. It performs the complete job from origi- 
nal media through financial statements—there’s no new 
and complicated system to worry about. 


Future changes in your accounting procedures, or 
growth of your dealership, won’t make your Sensi- 
matic obsolete, either. Exclusive sensing panels may 

be quickly interchanged to keep your Sensimatic 
abreast of any future accounting needs. And yet, the 
Sensimatic is so easy to operate that even beginners 
can do expert work. 


To fully realize just what a Burroughs Sensimatic ac- 
counting machine can do. for you—you have to see it and 
use it! Call your Burroughs office and get a demonstration, 
today! Burroughs Corporation, Detroit 32, Michigan. 





BURROUGHS CORPORATION, Detroit 32, Michigan 


Please send me a free copy of the booklet “Is Your 
Dealer Accounting as Modern as the Products You Sell.” 
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Calls New-Car Dealer a Pawn... 


NUCDA Set to Testify 
Against Dirksen Bill 


(Continued from Page 1) 


cars and trucks to nonauthorized 

persons for resale. 
* * + 

E A statement issued by NUCDA, 

Danzansky & Dickey termed the 

proposed legislation “just another 
attempt to solve a problem created 
by the shortsightedness of several 
manufacturers.” 

“It is our opinion,” the state- 
ment said, “that the new-car 
dealer is being used as a pawn in 
this game of ‘sales-promotion-at- 
any-cost’ being sponsored by the 
manufacturers.” 

NUCDA’s counsel said that some 


AMC Holders 
Told of Plans 
For 55 Savings 


DETROIT.—How American Mo- 
tors will realize savings from the 
transfer of most Hudson opera- 
tions to Wisconsin plants has been 
told in a letter to shareholders 
by George W. Mason, president 
and chairman. 

‘ “Because both Hudson and Nash 

bodies are built similarly — as a 
single, all-welded sheet steel body 
permanently fused to an integral 
bridgework of steel girders which 
make the conventional frame un- 
necessary—the problem of adapt- 
ing the most expensive body dies 
for common use is greatly simpli- 
fied,” he said. 

Mason said the Hudson move will 
become effective with the start 
of 1955-model assemblies, permit- 
ting fuller utilization of plant pro- 
duction capacity with “substan- 
tial savings in overhead costs in 
1955.” 

He said Nash had spent $40 
million since World War II to 
expand and modernize its plants in 
Kenosha and Milwaukee. 

Mason listed the following event- 
ual advantages of the merger: 
Design and use of many inter- 
changeable parts and components, 
which can be produced in larger 
volume, resulting in lower unit 
costs; savings in tooling for new 
models; greater sales volume; in- 
creased financial strength — net 
working capital of $90 million and 
total assets in excess of $320 
million, 


a 
as 


Pace 


new-car dealers were attempting to 
accomplish through special legisla- 
tion what the Department of Jus- 
tice has refused to sanction. 

* * * 


HE statement added: “Our in- 

formation leads us to believe 
that the Department of Justice will 
file a report in opposition to this 
proposed legislation.” 

(NADA had been turned down by 
the antitrust division in its efforts 
to secure a railroad release for an 
“antibootleg” clause in dealer 
agreements.) 

“Our present thinking,” said 
Danzansky & Dickey, “is that if 
this bill is to be seriously con- 
sidered, and was not put in the 
hopper just as a public-relations 
and political gesture, a complete 
study of the entire automotive in- 
dustry should be made to deter- 
mine the real cause of the present 
demoralized plight of a major 
portion of the industry. 

“Perhaps an amendment should 
be proposed which would prevent 
new-car dealers from expanding 
their operations into the used-car 
business. 


“This would be just as logical as 
preventing used-car dealers from 
dealing in current-model automo- 
biles furnished them by over- 
stocked, pressure-ridden, franchised 
dealers.” 


447-H.P. Engine Sets 


Mark on Chrysler Oval 


CHELSEA, Mich.—A racing car 
powered with a special 447-horse- 
power Chrysler V-8 engine hit 
182.554 miles per hour last week 
on the Chrysler Engineering 
Proving Grounds test track to set 
an American closed-track speed 
record. 

The car was driven by Sam 
Harks, 1953 national champion of 
the American Automobile Assn. 
and a participant in nine Indiana- 
polis 500-mile races. 

Fitted in a Kurtis-Kraft chassis, 
the engine is basically the same 
hemispherical combustion cham- 
ber unit as those used in all 
Chrysler Corp. V-8 cars, accord- 
ing to spokesmen. 


oe 


Dealers Bone Up at Eighth L-M Merchandising Conference— 

Representatives of 26 Lincoln-Mercury dealerships attended the eighth session of the division's merchandising conference in 
Detroit. The two-week program aimed at improving dealership management. Pictured (from left, front row) are Don Peterson, 
Minneapolis; Richard H. Rudolph, Kingston, Pa.; Richard A. Roto, Arlington Heights, Ill.; Lincoln W. Smith, Atlanta District sales 
office; Robert O. Downey, Binghamton, N. Y.; H. W. Ewing jr., Rising Sun, Md.; Leon Mauskapf, Brooklyn, N. Y., and Francis C. 


Green, Medford, Mass. 


Four-Letter Award for Hope-Luxem— 

After only one year in business, Hope-Luxem Co., Logansport, Ind., has won the 
Ford Four-Letter Award. Shown (from left) are Everett Howell, service manager; Dean 
Saunders, parts manager; John Luxem, vice-president; G. W. Rodgers, Ford field man- 


ager, and William L. Hope, president. 


Group Buying Tool Firm 
From K. R. Wilson Estate 


ARCADE, N. Y.—Certification of 
the incorporation of K. R. Wilson, 
Inc., which will purchase K. R. Wil- 
son Co., said to be the world’s 
largest manufacturer of automotive 
service tools and equipment, has 
been filed with the secretary of 
state in Albany. 


Filing of the certificate came aft- 
er announcement that a brother 
and sister of the late Kirke R. 
Wilson, founder of the firm, and a 
Buffalo exporter would buy the 
company. The purchase price was 
not disclosed. 


Egon E. Rossow, an export 
representative for the firm, will 
be president, and Frank C. Wil- 
son, brother of the late Kirke R. 
Wilson, will be chairman and di- 
rector of engineering. Nadyne W. 
Devin, sister of the founder, also 
is listed as a buyer. Manly Fleisch- 
mann, Buffalo attorney and for- 
mer defense production chief, will 
be secretary. 

Fleischmann; Rassow; Wilson; 
Anson F. Sherman, executive vice- 
president of the Bank of Arcade, 
and James Gordon Devin, nephew 
of Kirke R. Wilson, will be direc- 
tors. 

The business is being purchased 
from the executors of the K. R. 
Wilson estate—David D. Nash, Jack 
A. Ahern and the Manufacturers 
& Traders Trust Co. They had op- 
erated the firm since Wilson’s 
death Sept. 25, 1948. 

A number of offers for the prop- 
erty had been received and exten- 


Second row: Carl L. Grabowski, Cumberland, Md.; J. Beckley Holtman, Frank N. Pearl Co., Mexico, Mo.; P. C. Simpson, Homer, 
la.; Bertil Renborg, Ford international division; Michael G. Orlovich, manager of the conference; S. O. Simmons, Chicago; Arthur 
Morrow, New York, and John C. Hinder, Aberdeen, Md. 

Third row: Franklin Meeker, Garden City, Kans.; John J. Shephard, Seattle; Paul H. Pusey jr., Richmond, Va.; W. R. Stubbs, 
Silver Spring, Md.; Edward J. Doerfel, Hamburg, N.Y.; Thomas G. Tupman, los Angeles; Andrew C. Kirchner, l-M general 

sales office, and Jimmy A. Maners, Rock Hill, S.C. 
: Rear row: Ed Gurr, Hamilton, O.; W. H. Sirmans, Waycross, Ga:; Robert Spensley, and Alex E. Winton, both of the L-M 
general sales office; James D. Helmandoliar, Trenton, Mo.; D. A. Marksheffel, Colorado Springs, Col., and R. Ll. Helmandolilar, 


Trenton, Mo. 


sive negotiations and court pro- 
ceedings had taken place during 
the past month. 


Last week, Erie County Surro- 
gate Charles T. Yaeger entered an 
order approving the offer made on 
behalf of the new corporation by 
Rassow, Wilson and Nadyne W. 
Devin, Closing of the transaction 
is scheduled for the middle of July. 
Meanwhile, by arrangement with 
the executors, Rassow is assuming 
management of the operation at 
once. 

K. R. Wilson launched the orig- 
inal company in 1916. He had 
been a Ford dealer in Arcade but 
relinquished his dealership in 1913 
to enter the Ford parts and ac- 
cessories business in Buffalo. It 
was while servicing Ford cars 
and trucks for large fleet owners 
that he decided there was a need 
for special service tools. 

He was particularly concerned 
with the manner in which mechan- 
ics were forced to ream out a new 
bushing when installed in the fa- 
mous planetary transmission of the 
Model T Ford. 


Wilson designed and perfected a 
tool for accomplishing this difficult 
task, and thus a new industry was 
born, one which has since pro- 
vided millions of dollars’ worth of 
special service tools to automotive 
manufacturers throughout the 
world. 


Over the past 39 years, the com- 
pany has produced hundreds of 
thousands of special tools for the 
Ford, Mercury, Lincoln and Ford 
tractor. There isn’t a dealer’s serv- 
ice department anywhere in the 
world where service tools bearing 
the KRW stamp cannot be found, 
it is said. 

In 1946, the company commenced 
producing tools for Packard and 
today is the sole supplier of special 
Ultra- Matic transmission tools to 
Packard dealers. 

In 1925, Frank Wilson designed 
and produced the first of a long 
line of hydraulic presses. 


Conn. Padlocks 
Paul Motors 


NEW BRITAIN, Conn. — Paul 
Motors, Inc. (Lincoln-Mercury), 
was padlocked last week by the 
State tax marshal who attached 
all stock and fixtures and 16 cars 
in the garage on a tax warrant. 

Nicholas A. Paul, owner of the 
firm, declined to confirm reports 
that the dealership was about to 
change hands. He had bought the 
firm 11 months ago from Harold 
Trumble. 


Trumble, who remains one of 
the largest creditors, said an audit 
would be made and creditors then 
would be contacted to decide what 
to do, : 


Dual GM Deal for Wilson 


P. O. Wilson, formerly vice-pres- 
ident and general manager of 
Shaver-Pontiac, Inc., Birmingham, 
Ala., has acquired the Pontiac and 
Cadillac franchises in Anniston, 
Ala,. formerly held by Fowler Mo- 
tor Co. The new firm will be known 
as Wilson Pontiac-Cadillac, Inc. 


|‘Piggyback’ Plan. 
‘Gets Qualified OK 
Of Pa. Truckers 


HARRISBURG, Pa. — (UTPS) - 
The “piggyback” plan for moving 
truck-trailers on railroad flat cars 
will be supported by the trucking 
industry in Pennsylvania if the 
plan guarantees better transporta- 
tion service, the Pennsylvania Mo- 
tor Truck Assn. decided at its an- 
nual convention in Pittsburgh. 


PMTA declared in a resolution 
that it does not object to a “sin- 
cere, practical and proper offer of 
rail carriers to transport trailers on 
rail equipment,” but it added: 

“We must, however, alert the 
public to the masquerading by the 
railroads under the guise of ‘piggy- 
back’ service in offering of services 
that are a mere subterfuge to at- 
tempt to enter the trucking busi- 
ness without first obtaining the au- 
thority required by law.” 

The Pennsylvania trucking group 
was awarded a special trophy by 
the American Trucking Assns. for 
having the best safety program last 
year among all state associations. 


The group pledged “wholehearted 
support to the State Civil Defense 
Commission in activating a strong 
highway transportation corps in 
every county, city and crossroads 
hamlet in Pennsylvania.” 


James E. Crass III, president of 
Seaboard Tank Lines, Inc., Scran- 
ton, was elected president, succeed- 
ing Floyd B. Noerr, Lewistown. 

The association renamed Edward 
Gogolin, Harrisburg, as first vice- 
president and general manager, and 
elevated Francis X. McDermott, 
Downington,*from third vice-pres- 
ident to second. 


New members named to the ex- 
ecutive committee include Milton 
E. Harris, Pittsburgh, third vice- 
president; Roy Rittenhouse, Norris- 
town, fourth vice-president, and 
William Langdon, Sharon. 


Reelected were Harry L. Gormley, 
New Castle, treasurer, and Stewart 
Harmany, Pittsburgh, secretary. 


Bankrupt Dealer 
Is Ordered to 
Turn Up $24,813 


NEW YORK. — Joseph Dalessio, 
bankrupt former Studebaker dealer 
of 758 Coney Island Ave., Brooklyn, 
must turn over to the court-ap- 
pointed trustee of his defunct 
business $24,813 which he claims to 
have lost in gambling with hood- 
lums. 


If he does not, he will be sent 
to prison. 

This was the decision handed 
down by Federal Judge Walter 
Bruckhausen, who said: 


“The referee has made findings 
to the effect that the said sum, 
belonging to the bankrupt’s estate, 
is in the possession of or under 
the control of the respondent, and 
that the respondent’s contention 
that he lost the moneys by gam- 
bling was not substantiated.” 

Dalessio’s California Motors, Inc., 
was thrown into involuntary bank- 
ruptcy through a petition filed by 
Universal C. I. T. Credit Corp. last 
Aug. 26. Other creditors then 
joined in the action. 


Universal C. I. T. found that 
the dealer had sold, out of trust, 
cars which it had floor-planned 
for him. 


Dealer Margulies 
Gets 3 Years 


DES MOINES. — George Mar- 
gulies, Davenport (Ia.) auto dealer, 
was sentenced in Federal Court 
here to three years in prison and 
fined $15,000 on charges of evading 
$31,294 in income taxes. 

The Government charged that the 
alleged tax evasion took place in 
1948-50, 

Emphasizing that Margulies hed 
been a civic leader in his comm:.- 
nity, the defense called four char- 
acter witnesses, including Forest 
Evashevski, head football coach of 
the University of Iowa, and the 
Rt. Rev. Msgr. Ambrose J. Burke, 
president of St. Ambrose Colleze, 
Davenport. 
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In N. Y. Honors 
16 Auto Men | 


NEW YORK—tTen auto dealers 
and six factory officials were hon- 
ored at a dinner of the United 
Jewish Appeal of Greater New 
York. 

Cited were Samuel C. Dretzin 
(Lincoln-Mercury), James H, Nad- 
ler (Ford), Nat Koeppel (Chrysler- 
Plymouth), Nelson K. Mintz, (De- 
Soto - Plymouth), Irving Rogers 
(Dodge-Plymouth), Lester Potter 
(Buick), Jack R. Neidorf (Chevro- 
let), Jack Aborn (Pontiac), Louis 
Ravenson (Pontiac) and William 
Burke (Oldsmobile). 

Also honored were Charles J. 
Seyffer, sales administration man- 
ager of the Ford division; Joseph 
E. Bayne, general sales manager 
| of Lincoln-Mercury; E. M. Braden, 
general sales manager of the Chry- 
sler division; James B. Wagstaff, 
sales vice-president of DeSoto; 
Robert C. Somerville, sales vice- 
president of Dodge, and Benjamin 
A. Kissam, regional manager for 
Pontiac. 

Guest speaker was Gov. Theodore 





U.S. Divides Funds Among States... 


$875 Million for Roads Split Up 


$13,848,085; Maine, $6,656,262; 
Maryland, $9,450,621; Massachu- 
setts, $16,356,341; Michigan, $30,- 
012,851; Minnesota, $20,687,898, 

Mississippi, $14,060,046; Missouri, 
$24,400,954; Montana, $13,531,734; 
Nebraska, $13,974,282; Nevada, $8,- 
719,541; New Hampshire, $4,165,996; 
New Jersey, $16,783,499; New Mex- 
ico, $11,309,801; New York, $56,075,- 
099. 

North Carolina, $21,112,832; North 
Dakota, $10,126,701; Ohio, $35,090,- 
777; Oklahoma, $16,580,881; Oregon, 
$12,889,469; Pennsylvania, $42,001,- 
396; Rhode Island, $4,890,360; South 
Carolina, $11, 294,468; South Dakota, 
$10,814, 995. 

Tennessee, $18,368,480; Texas, $52,- 
378,101; Utah, $8,426,904; Vermont, 
$3,923,086; Virginia, $16,825,904; 
Washington, $14,061,986; West Vir- 
ginia, $9,613,044; Wisconsin, $19,992,- 
478; Wyoming, $8,541,426; Hawaii, 
$3,160,794; District of Columbia, $5,- 
148,203; Puerto Rico, $4,839,501. 


Tell Me 


ly $2 billion program is that Fed- 
eral funds approximately equivalent 
to the revenue from Federal gaso- 
line taxes will now be used entirely 
for the improvement and expansion 
of the nation’s highways.” 

Money allocated to states and 
territories is as follows: 

Alabama, $17,763,655; Arizona, 
$10,579,681; Arkansas, $12,932,618; 
California, $47,108,037; Colorado, 
$13,219,598; Connecticut, $8,086,262; 
Delaware, $4,008,462; Florida, $14,- 
516,667; Georgia, $20,349,497. 

Idaho, $8,697,775; Illinois, $38,- 
994,956; Indiana, $21,021,328; Iowa, 
$18,807,070; Kansas, $17,825,668; 
Kentucky, $15,666,480; Louisiana, 


Shaver Sells 200 in June 


GARY, Ind.—J. B. Shaver Motors, 
Inc., 3600 Broadway, last week an- 
nounced the sale of 200 new Chev- 
rolets in June. A clearance of used 
cars is being held to turn the trade- 
ins into cash. 


WASHINGTON, — Secretary of 
Commerce Sinclair Weeks last week 
announced the apportionment of 
$875 million in Federal aid for state 
highways. 

The allocations, which began July 
1, were made six months in advance 
of the time limit set by Congress 
and several months earlier than 
apportionments of recent years. 

The fund splitup, according to 
Weeks, marks the first step in the 
new Federal highway program 
authorized in the Federal-Aid 
Highway Act of 1954 and ap- 
proved by the President on 
May 6. 

Said to be the largest two-year 
sum ever provided for Federal high- 
way programs, a total of $1,932 
billion is authorized for grants to 
states — with the states matching 
the money — and other Federal 
highway projects for the fiscal 
years beginning July 1, 1955, and 
1956. 

The program is under the super- 
vision of Francis V. duPont, com- 
missioner of the Bureau of Public 
Roads. 





Chevrolet Opens 
New Engineering 


Test Building 


DETROIT.—A new engineering | 
test building that offers four times 
as much space as previously avail- 
able has been put into operation by 
Chevrolet at the General Motors 
Proving Ground. 

The recently completed structure, 
according to E. N. Cole, chief engi- 
neer, gives an expanded engineer- 
ing staff the most modern equip- 
ment of its kind and will expedite 
appreciably Chevrolet’s analysis of 
1,500,000 test miles a year. 








Dealers 


Declaring that the “speedup in 
starting time will have a favorable 
impact on the nation’s economy,” 
Weeks said that states within the 
next 90 days would let approximate- 


ly $100 million worth of contracts who are in the habit of buying high 


priced used cars. 





(Continued from Page 3) 


the quality of the dealer’s offer- 
ings and the safety of purchasing 


over and above the amount of con- ae nl ioseak aa 
i him, y brings in 
Daa SOT eee Stress Quality buyers immediately but builds a 


“As further planning and engi- 
neering is completed this year 
and contracts awarded for pro- 
curement and construction,” 
Weeks said, “there will be a 
steady increase in jobs not only 
among highway workers but also 
among those in enterprises sup- 
plying road - building equipment 
and highway and bridge ma- 


reputation that has a favorable 
effect not only on the people who 
receive the letters but on their 
friends with whom they talk and 
discuss used-car purchases. 

The following is a typical letter 
that dealers use in addressing such 
a list. The text of this letter, as 
well as the text of the ad given 
above, are available without any re- 
strictions for any dealer to use 


Y USING such a list, a dealer 

can also be selective because if 
there are makes that are hot in his 
market that he can handle profit- 
ably on his lot, he can limit the 
sending of letters to just the own- 
ers of that group of cars. If such 
letters specialize the bargain ap- 
peal, they only bring in price shop- 
pers and the effect of the mailing 








terials, 
- “A gratifying feature of the near- 


Now-up to 1000 pounds 


is soon lost. 
If the letters constantly stress 


Model 755381 


“Teleramic” Hoist 
with model FL-6 
Contractors Braced 
Side Body 





NEW 
ANTHONY 


TWIN HOIST @ 


éeramic 


HOISTS and BODIES 


Tele 


Extreme forward location and point-of-lift of the Anthony “Teleramic” hoist shifts 
all of the hoist weight 'way up-front—puts more of the permissible load on the 
front axle—lets you carry far more payload on the rear axles—and the lighter 
combination weight boosts the legal payload as much as 1000 pounds. Anthony 
“Teleramic” Hoists are available in models up to 30 tons capacity for all trucks 

—straight and 6 wheelers. Get the facts 
today from your Anthony distributor near 
you or write direct Dept. 5414-B. 


ANTHONY COMPANY 
STREATOR, ILLINOIS 

















them as they are or adapt them to 


his own language: 
Name of Prospect 
Any Street 
Any Town 
Dear Sir: 

Many people are turning to the 
used-car market for their per- 
sonal transportation needs. These 
people are choosey people with 
good judgment, because the good 
used car represents the greatest 
investment value of any automo- 
bile purchase. 

The used car does not suffer the 
first year’s big depreciation. Nei- 
ther does it bear any federal ex- 
cise tax or freight charge. 

Many new-car owners are buy- 
ing one as a second car for family 
use and many used-car owners, 
who trade for better cars, find 
that saving the cost of impending 
repairs and the greater gasoline 
economy of the newer cars al- 


most takes care of the monthly | 


payments. 

All modern used cars are fine 
investments. In fact the average 
life of present day cars is 14 
years, or more than 125,000 miles, 
while only a few years ago the 
normal life built into a car was 
six years, or 25,000 miles. 

There is no percentage in buy- 
ing a used car that just looks 
good. The only way to be sure to 
get a quality car is to buy it from 
a dealer who doesn’t offer any 
other kind. 

It is easy for a concern like 
ours to service and condition 
used cars. Our service shop is 
fully equipped with modern, cost- 
saving machines, tools and de- 
vices. Our men are experienced, 
skillful and responsible. So when 


you buy here you get a used car | 


that has high investment value. 
We simply can’t afford to sell 
any other kind. We have been in 


business for a long time, and we | 


expect to stay in business a long 
time, and the goodwill of our cus- 
tomers is the breath of life to 
this business. 

So, come in and see the excep- 
tional buys we have in today’s 
stock. Or, if you prefer, phone 
and we will come out, at your 
convenience, and give you a dem- 
onstration ride in the cars of 
your choice. But act soon while 
the selection is large. The prices 
are low and the quality is high. 

Sincerely yours, 


Car Deater & ComPaNy 


Manager 





The new facility includes a room 
in which motionless air permits ab- 
solute temperature control to plus 
or minus 1 degree; a bed plate for 
measuring vehicle heights to 30,- 
000th of an inch; an elevator which 
disappears into the floor when not 
in use, and a scale room where 
quadruple weighing devices can as- 
sure exact load distribution on all 
four wheels of a vehicle. 

The building measures 195 by 260 
feet and conforms in overall design 
to others at the outdoor testing 
laboratory. 

Unobstructed height is provided 


R. McKeldin Jr, of Maryland, one | 
of the founders of the America- 
Israel Society. 


Bigelow-Sanford Buys 
LeConte Plastics Co. 


NEW YORK. — Bigelow-Sanford 
Carpet Co., Inc., has acquired the 
assets of LeConte Plastics Co., Inc., 
Farmingdale, N. Y., according to 
James D. Wise, Bigelow - Sanford 
president. 


LeConte will become a division of 
Bigelow-Sanford’s special products 
by monolithic construction, with/| division. Charles LeConte has been 
the buildings planned for ready con- | named general manager of Bigelow- 
version to military assignments if Sanford’s reinforced-plastics opera- 
necessary. tions, 


THE 12 SIGNS OF... 


RUBATE X 


Excellent non-staining 
characteristics Neoprene base assures 
good weather aging 


Properties 








Resistance to 
exposure to oils 


Deflection at low /— 
compression & 


Weather 
resistant 
Meets ASTM 
standards 
Flexible, easy : It Plus insulation 
> value 


Moisture proof — even 
at cut edges 


Qt. 
their advantages 
to the Automotive Industry 


Automotive engineers specify Rubatex because 
it gives them 12 big advantages in every gasketing, 


cushioning or sealing application. If you've 


never used Rubatex — why Ser ete teen bean 


not give it a test? nme 
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In Hope of Improved Cleanup ar 


Dealers Call for Output Caution 


(Continued from Page 1) 


can do is waltz with the shoppers 
on price.” 

Some dealers said that heavy 
sales in the first half had eaten 
into prospects for the balance of 
the year. Others claimed that pre- 
mature publicity on 1955 models 
had made their sales problems on 
54s more troublesome. 

Dealers in some sections said that 
their sales outlook would be influ- 
enced a great deal by whether the 
production race between Ford and 
Chevrolet continued. 

Following are correspondents’ re- 
ports by cities: 

* 


Buffalo 


oe majority of dealers in Buf- 
falo are pessimistic when they 
review prospects for the balance of 
1954. 

Most expect business to settle 
down into an “old-fashioned” mid- 
summer slump, although many feel 
that the cleanup period will be bet- 
ter than last year’s. 

Dealers agree that it is taking 
more and more prospecting and 
selling to close profitable deals. 
While there still is considerable 
showroom traffic, it is made up 

of shoppers. 
ities say that the best deals 
being written are coming from out- 
side prospecting, where the pur- 
chaser is stimulated by the sales- 
man and in which something be- 
side price enters the sales talk. 


New-car demand in_ industrial 
sections has been disappointing, 
and many dealers are looking to 
professional people, office workers 
and Government employes to pro- 
vide most of the new-car buying 
from here on in. 

Several dealers express fear that 
early publicity on new models will 
tend to reduce the demand for ’54s. 

There has been a recent heavy 
turnover here in dealer ownership, 
and in sales managers, too. 

A setup in promotional activity 
appears to be in the making, with 
a wide variety of sales gimmicks 
being used. Several dealers mention 
the tense situation in Indo-China 
as having strong implications for 
the industry. They say if the U.S. 
enters the war there, a sharp in- 
crease in auto demand is likely to 
result.—(Grorce E. Toes.) 

om * * 


New York City 


Spasms who are willing to 
look ahead to the rest of 1954 
see only a bleak picture. 

With almost no exception, dealers 
say that the only real solution to 
the problems they face is less pro- 
duction. 

Dealers are turning more and 
more to the outside market for 
sales. Floor traffic has just about 
vanished, and the experience of 
making personal-contact sales is a 
general one. 

Most dealers agree that sales 
can be made, that money is still 
plentiful and that people are still 
interested in buying cars—but are 
looking for bargains. 

One dealer says the only thing 
that could possibly help for the re- 
mainder of the year would be a 
complete shutdown by his factory 
in July and August. Otherwise, he 
says, he sees a catastrophic clean- 
up problem, which he believes will 


sound the death knell for many 
dealers now hovering on the brink. 

Some dealers say that 1955 mod- 
els, with much-touted restyling, will 
not solve the dealers’ problems un- 
less production is held at more 
realistic levels—(Ep Brown.) 

* * * 


Monrovia, Calif. 


ONROVIA (Calif.) dealers look 

for increasing competition in 
the rest of 1954, although they 
don’t feel that the problems are in- 
surmountable, 

With dealers really working 
and using advertising  intelli- 
gently, they feel that the cleanup 
may not be too difficult. Most 
find that right now the bulk of 
business comes from showroom 
traffic, but that the most profit- 
able business comes from outside. 
The difficulty is in getting it. 

All Monrovia dealers join in con- 
demning “frantic and _ senseless” 
business methods being used by 
some dealers.—(Mrs. G. W. Kune.) 

* + * 


New Orleans 


New ORLEANS dealers are split 
in their assessment of the mar- 
ket for the rest of the year. 


Those who expect it to be good 
admit that only lots of hard work 
can make it that way. Others, who 
see an unfavorable period ahead, 
blame heavy production, bootleg- 
ging and a general sag in business 
conditions. 


None of the dealers contacted 
admits to special sales plans for 
the summer. Heavier hammering 
at each specific deal seems to be 
the answer to problems of most. 

Few predict trouble in the clean- 
up period, which they expect in 
September and October. Right now, 
dealers are about evenly divided as 
to whether the showroom or the 
outside call is the best sales pro- 
ducer. In most cases, however, out- 
side sales produce the best profit. 

Dealers feel that a crackdown on 
bootleggers, or a price cut on the 
part of makers, would do much to 
help out the market for the rest of 
the year——(Gorpon Heserr.) 

+” + * 
Chicago 
PINIONS vary on the outlook 
for the auto business after July 
1, but there is almost unanimous 
agreement on this point: A lot will 
depend on whether the production 
race between General Motors and 
Ford continues. 

If that race persists, many deal- 
ers believe they are in for trouble. 
They point out that they generally 
can’t continue to sell at present 
discounts and stay in business. 


Several leading dealers report 
that their sales volume is as high 
as it was a year ago, but their 
profits are nil. Serious problems in- 
clude production, misleading adver- 
tising by unethical dealers and pub- 
lic confusion over the new-car sit- 
uation. 

Some dealers believe the mar- 
ket has enough momentum to 
carry a fairly high sales volume 
well into the summer. They fig- 
ure July should be a good sales 
month—but profitless. In August, 
they expect a 20 percent drop in 
sales. 

The used-car market is expected 
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sh's Dealer Program— 


American Motors Corp. officers hear B. M. Deyer, (second from right), manager of 
Nash division's dealer development department, report on progress of the program. 
From left, George Romney, executive vice-president; George W. Mason, president; | 
| tions and tightening up their work 


Dyer, and H. C. Doss, Nash soles vice-president. 








to take a beating during the sum- 
mer, particularly on late models. 

Dealers believe that early 1955 
models should take off some of the 
heat this fall. But until things turn 
for the better, they are trimming 
overhead to the bone, fighting for 
every order and trying to keep 
solvent. 


Outside of GM and Ford, dealers 


do not appear to be under too much 
factory pressure. Their problem is 
how to compete with volume deal- 
ers who are selling cars virtually at 
cost.—(Grorce Barciay.) 

+ * * 


Seattle 
HE current new-car market in 
Seattle is rough, and dealers 
don’t expect it to get any better, 
with the usual seasonal decline 
approaching. 

Dealers in general pin their sum- 
mer sales hopes on maintaining as 
large a volume as possible without 
overstocking and without giving 
away too much. 

Reports on the proportion of sales 
coming from showroom traffic, as 
against outside prospecting, range 
from 20 to 50 percent, with the 
slower-moving makes requiring the 
most prospecting. There are no 
“most-likely” prospects, but an in- 
crease in two-car families is noted. 

Dealers are mindful of the ap- 
proach of cleanup time, which is 
expected to start in September, 
and they are ordering cars on a 
realistic basis. 

“We are not in the mood to take 
any guff from the factory,” one 
dealer said. 

The general belief, however, is 
that the cleanup will not be too 
rough if caution is used. 

The market for the rest of the 
54 model run can best be helped, 
dealers here feel, if factories will 
keep production within reasonable 
limits, re-establish firm prices, elim- 
inate bootlegging and once again 
inspire public confidence.—( Martin 


TREPP.) 
* * * 


Boston 


“DOG-EAT-DOG” fight in the 

auto market here is expected 
for the rest of the year, despite the 
fact that there seems to be plenty 
of new-car prospects. 

Plans for the summer season 
beefed-up sales forces and in- 
creased outside activity. Several 
dealers say that best prospects 
now are gleaned from special ad- 
vertising and merchandising pro- 
grams, . 

Best new-car prospects in this 
area seem to be owners of older 


| cars. One dealer has found he can 


lure prospects by offering up to 
$300 on prewar tradeins. 

Dealers feel that business can be 
propped for the rest of the year by 
steady sales- promotion programs 
and aggressive marketing cam- 
paigns.—(Harry Stanton.) 

* * a” 


Dallas 


[DEALERS in the Dallas area see 

an increasingly competi- 
tive market and lower sales volume 
for the remainder of the year. 
Practically all are digging in for a 
stiff fight pending a return to bet- 
ter balances in the industry. 


While some improvement in the 
used-car market and improved in- 
ventories—except in the case of the 
heavy volume mak es—have bol- 
stered the outlook somewhat, most 
dealers see a tough market situa- 
tion through the y ea r— certainly 
until new-model introduction time. 


Dealers are unanimous in the 
conviction that a further slowing 
down of production would help 
most in alleviating their plight 
for the rest of the model run. 
One dealer said a month’s shut- 
down would be fine. 

Such suggestions do not apply 
across the board as to makes. The 
Chrysler makes, most of the inde- 
pendents, and some of the Big 
Three lines that currently are sell- 
ing well appear to be in better 
shape to face the rest of the year 
than the volume makes. Their in- 
ventories are in good to fair posi- 
tion, while stocks of Ford and 
Chevrolet, generally, have mounted 
sharply. 

All are pressing sales and promo- 





ae 


Oldsmobile Fetes College Group— 
Attending a dinner sponsored by Oldsmobile for 






members of the 


College 
English Assn.’s sixth annual institute in Lansing are (from left), Prof. James A. Gage, 
of the University of Wisconsin engineering department; Robert A. Rollis, Oldsmobile 
manufacturing manager; Robert P. Russell, Oldsmobile supervisor of methods and 
plant layout, and Clayton Smucker, personnel director of Owens-Corning Fiber- 
glas Corp. 





programs. Advertising schedules 
are being stepped up for July and 
August — and probably even into 
September. 

About 85 percent of sales are 
coming from showroom traffic, 
although dealers cannot break 
down what percentage of this 
traffic is coming from some out- 
side prospecting. 

Most likely prospects appear to 
be owners with cars from two to 
three years old who are solicited as 
repeat buyers and those who are 
in the market for vacation needs 
or who are eying clean-up bargains. 

Dealers believe the heavy sales of 
the first half have dug deeply into 
second half business—by as much 
as one third. This estimate, how- 
ever, takes into consideration a sea- 
sonal downtrend in coming months. 


Some see larger repossessions due 
to pressure selling and low down- 
payments.—(CHar.LEs CATES.) 


* * * 


- Atlanta 


— sales picture for the rest of 
the year in this area is excel- 
lent volume-wise, but dismal when 
it comes to profits, 

The reason, dealers say, is that 
“shoppers” are no longer interested 
in the product, but only in the dis- 
count, 

Plymouth dealers in this area are 
cooperating in a summer sales pro- 
motion featuring new cars in sum- 
mer colors, which they tab “Vaca- 
tion Specials.” Ford and Chevrolet 
dealers are stepping up ads featur- 
ing low downpayments and terms. 

Most dealers do not foresee 
much of:a cleanup problem this 
year. Plymouth dealers say they 
are in the cleanup now. Dealers 
in other makes see the cleanup 
beginning in November. 

There is relatively little unem- 
ployment in this area and all wage 
earners seem to be likely new-car 
prospects. 

Dealers agree that lower produc- 
tion would help out the market for 
the rest of the year. Some feel they 
must stop accepting more cars from 
the factory than they can sell at a 
reasonable profit. If all dealers 
would follow this procedure, they 





Japanese Pact— 

Continental Motors Corp., Detroit, and 
Fuji Motors Corp., Tokyo, have signed an 
agreement under which Fuji will manu- 


facture Continental aircraft engines in 
Japan. Shown are Souji Yamamoto (left), 
president of the Japanese firm, and C. J. 
Reese, president of Continental. 


say, production would take care of 
itself —(E. C. Basu.) 

* * * 

Missouri 


ISSOURI dealers find it hard to 
predict the outcome of the rest 
of 1954, 

A Jefferson City operator says 
that market analyses are worthless 
anyway. He says factory “experts” 
have told him in the past how 
many red cars, how many convert- 
ibles, etc., he could sell and urged 
him to order accordingly. When the 
public didn’t follow that pattern, he 
says, the factory experts told him: 
“What the hell, do you think we’re 
mind readers?” 

Price is considered the big fac- 
tor and one dealer says about all 
anybody can do is “waltz” with 
the “shoppers.” Outside prospect- 
ing is not being used much, 

A GM dealer says the factory has 
asked dealers to place orders now 
for the balance of the model year 
and has urged them not to over- 
order.—(L. H. Houck.) 

* * 


Cleveland 


HE new-car sales outlook for 

the remainder of the year is 
geared principally to one point: 
Price. 

That’s the consensus of dealers 
who view the next six months as 
“about the same as current opera- 
tions.” 

Generally, most sales are com- 
ing from “shoppers” stimulated 
by heavy sales promotion and ad- 
vertising campaigns. Dealers with 
fast-moving cars are in a good 
position; the others are in trouble. 

One dealer said: “Dealers can 
help themselves by stopping over- 
packing of prices and factories can 
help by maintaining an honest 
price relationship to the market.” 

Dealers are pretty much in agree- 
ment that a strong used-car market 
is helping to keep new-car business 
active. 

Owners of late-model cars are 
considered to be the best prospects. 
—(SanFrorp Markey.) 

Oo” * * 
Minneapolis 

yer big problem in Minneapolis 

is profits and it’s tough to find 
a dealer who will admit he is mak- 
ing any money even though he may 
be selling more cars than a year 
ago. 

Most dealers see a highly com- 
petitive market for the balance of 
the year, although generally they 
aren’t quite so glum as they were 
a@ month ago. 

Dealers have no special! sales 
plans for the summer, although 
some are participating in national 
contests and have drawn up con- 
tests at the local level for their 
own men. 

They are generally in the dark 
on the cleanup, although most 
feel that getting rid of the ’54s 
won’t be too much of a problem 
if production is tapered off, 

Dealers vary in their estimates 
of sales coming from showroom 
traffic, although most agree that 
about a third of all business now 
comes from the floor and the rest 
from outside. Owners of late models 
are considered to be the most likely 
prospects. 

Price reductions and other fac- 
tory sales aids are cited as most- 
needed market boosters for the rest 
of the year. One dealer says that a 
cut in production so that “every- 
one isn’t fighting for a deal” is 
needed.—(Donatp M. Lyons.) 











But Some Regions Show Gains... 


Intercity Truck Hauls 
Fall 4% in Quarter 


WASHINGTON.—Motor carriers 
transported 4.4 percent less inter- 
city tonnage in the first quarter of 
1954 than in the same period of 
1953, the American Trucking Assns. 
reported last week. 

This, the report said, is a con- 
tinuation of the decline that 
started in the fourth quarter of 
last year, when tonnage fell off 
3.4 percent from the fourth quar- 
ter of 1952. 


The first quarter of 1954, however, 
still was the second-largest like 
period on record, ATA said. Even 
with the overall tonnage down, only 
four regions showed decreases, 
while five registered gains. 


Based on preliminary figures cov- 
ering the operations of 1,670 Class 
I intercity common and contract 
carriers, the first-quarter truck- 
loading index was 156, based on the 


Wiper Designed 
To Clean Corners 


Of Wrap-Arounds 


DETROIT. — An answer to the 
windshield-wiping problem on wrap- 
around windshields has been an- 
nounced by the Anderson Co. 

It is said that the wiper gets into 
the blind corners. 

The company showed its new 
“Anco Cobra Wiper Combination,” 
which embodies many new engi- 
neering advances, to industry rep- 
resentatives at a clinic here in the 
Fisher Building. Engineering de- 
tails were not given, but an exhibi- 
tion of the performance charac- 
teristics of the new wiper were 
demonstrated, 


The company said that 5% inches 
were added to blade travel, and 
with a 12-inch blade, accounts for 
more than 120 square inches of ad- 
ditional clear windshield. 


Engineers said it was possible to 
increase blade pressures of the cur- 
rent six to eight-ounce range to 11 
to 12 ounces with the new wiper. A 
new wiper blade, called the “Turtle 
Back,” is pivoted permanently on 
the “Cobra” arm. 

Renewal of the wiping element 
is possible by means of a rubber- 
and-flexor assembly refill, beefed up 
to meet the increased pressures. 

The company said that a package 
unit, which will allow any service- 
man or “do-it-yourself” owner to 
convert the present wiping system 
to the new combination in 10 or 15 
minutes, also is available. 


Cost of the new wiper assembly 
is somewhat higher than conven- 
tional wipers, the company said, 
but refills for the new unit are sub- 
stantially less. 


The new combination employs 
only two arms and two blades, and 
requires no alterations of the pivot 
and linkage assemblies. 

. * + 





first quarter of 1947-49 as 100. The 
high was 163, registered in 1953. 
Total tons of intercity freight 
transported in the first quarter, 
according to ATA, was 51,847,460. 
A year ago, the figure was 54,- 
| 243,479. 

Contract carriers showed a rela- 
tively smaller loss in tonnage than 
did common carriers. The former 
had a decrease of 4.7 percent, while 
the latter was down 2.3 percent. 


Regions showing increases were: 
Rocky Mountain, up 8.8 percent; 
southwestern, up 5.7 percent; Pa- 
cific, up 5.2 percent; midwest, up 
3.5 percent, and southern, up 1.2 
percent. 

Regions with decreases were: 
Northwest, down 1.9 percent; New 
England, down 4.5 percent; middle 
Atlantic, down 6.5 percent, and 
central, down 11.8 percent. 

First-quarter commodity-group 
increases were: Agricultural 
goods, up 19.1 percent; household 
goods, up 18.6 percent; liquid pe- 
troleum, up 5.4 percent, and re- 
frigerated solids, up 2.1 percent. 

Commodity-group decreases were: 
Motor vehicles, down 2.5 percent; 
refrigerated liquids, down 3.2 per- 
cent; heavy machinery, down 3.4 
percent; general freight, down 7.6 
percent; building materials, down 
15.7 percent, and all other intercity 
classes, down 9.6 percent. 


Ford Division 
Opens Factory 


Delivery Depot 


DETROIT. — The Ford division 
last week opened a factory delivery 
department at 1833 E. Jefferson, 
former home of Rose Co. (DeSoto- 
Plymouth). 

According to Guy Hamilton jr., 
assistant general sales manager, 
the new department will deliver 
cars to customers from distant 
states who have purchased a new 
Ford from their local dealer, but 
who wish to pick it up in Detroit. 


Prior to opening of the new de- 
partment, designated dealers in the 
Detroit area handled preparation 
and delivery for out-of-town buy- 
ers. Their costs were billed to the 
respective selling dealers. J. F. 
McGuire is manager of the new 
department. 


Stephens Aids U. S. 


MINNEAPOLIS. -—- (UTPS) — W. 
R. Stephens, president of W. R. 
Stephens Co. (Buick), was named 
to a 10-man committee to develop 
a program for the disposal of $10 
million worth of surplus property. 
Called the joint industry advisory 
committee on surplus property dis- 
posal, it will advise the Department 
of Defense and General Services 
Administration. 









New Wiper for Panoramic Windshields— 


The Anderson Co., Gary Ind., recently showed its newly engineered windshield 
wiping assembly for panoramic windshields to industry representatives in Detroit. 
The 5%-inch additional windshield coverage is shown above, with the dotted line 
tepresenting the limit that conventional wipers will reach. The company said the 
few “Anco Cobra Wiper Combination" will provide. for more than 60 square inches 
of additional clear vision at each side of the windshield. 
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DeSoto Dealers from South Stage New-Car Driveaway— 


Tennessee and Virginia DeSoto dealers converged upon Detroit last week for a mass driveaway. Standing (from left) are 
James Lajon, Pembroke, Va.; William Epling, Martinsville, Va.; Frank Copenhaver, Marion, Va.; D. O. Bolling, Clinton, Tenn.; Mrs. 
L. A. Harley; L. A. Harley and his son Dufford, Danville, Va.; C. Bowling, Rural Retreat, Va.; J. W. Arnold, Marion, Va.; Frank 
Carter, Knoxville, Tenn.; B. Spencer, Johnson City, Tenn.; Dr. Rod Lucas, Blacksburg, Va.; Ralph Price, Blacksburg, Va.; Ed Pugh, 
Lexington, Va.; A. B. Powell, Dublin, Va.; J. Farris, Jefferson City, Tenn.; Roy Oakes, Morristown, Tenn., and Cy Shelton, Kinks- 


port district manager. 





Front row: C. Bondurant, Martinsville, Va.; B. Adams, Johnson City, Tenn.; J. B. McEntire, Roanoke, Va., and Sam Berger, 
Gretna, Va. Kneeling (center) is Bill Hendrickson, Pembroke, Va. 





Price Cuts Rated Ahead of Higher Pay 


BOSTON.—“Instead of being fun- 


neled off into higher wage pay-| 


ments to organized labor, which 
represents less than one fourth of 
the total workers in this country,” 
the benefits of increased produc- 
tivity “should be distributed largely 
through lower prices so that all 


National Bank of Boston contends 
in its New England Letter. 


“For more than a decade or- 
ganized labor has used rising liv- 
ing costs as a basis for wage in- 
creases, but now it has shifted to 
productivity — the increased out- 
put of goods turned out for a 
man-hour of work,” the bank 
points out. 

“Some unions are contending that 
labor should be rewarded for most 
or all of the productivity gain in 
order that mass purchasing power 
may be increased and thus expand 
the demand for factory products.” 

Asserting, however, that “the 
issues involved go beyond that of 
better pay for workers... and call 
for a clear understanding of the 
factors responsible for our unsur- 
passed productivity,” the bank 
adds: 

“The U.S. is a reservoir of tre- 
mendous productivity and accounts 
for more than two-fifths of the 
world’s industrial output. Produc- 
tion per U.S. worker is from two 
to 10 times as much as that of the 
Chinese worker... 

“Back of every production 
worker is an investment of about 
$11,000 in plant and equipment. 
These machines for the most part 
are financed by earnings that 
have been plowed back into busi- 
ness, and most of the remainder 
from savings of the well-to-do... 

“Without the aid of power-driven 
machines, the American worker 
would be forced to work under 
primitive conditions and provide 
for most of his wants. His working 
period would be more than twice 
what it is today, while his living 
standards would be reduced to a 
subsistence basis. 

“To provide the necessary plant 
and equipment for American indus- 
try calls for a huge investment. 
Since the end of World War II, the 


amount spent for these facilities |’ 


has exceeded $200 billion .. . 

“Venture capital and jobs are 
closely related since the number 
of persons that can be employed 
is dependent upon the expansion 
of marketable production, which 
in turn is dependent upon the 
amount of risk money put to 
work, In order that this money 
may continue to flow into job- 
making channels, there must be 
rewards in keeping with the risks 
incurred. 


“During the 1980s, this was not 
so. Taxes were so excessive... that 
the return on capita] investment 








| Out business enterprise, while for 


was scarcely more than could be| 
obtained from tax-exempt secur-| 
ities. In consequence, capital was) 
idle and so were several million 
American workers .. . 


“Productivity is not a trustworthy | 
yardstick for granting wage in- 


_211| creases since there is no uniform 
consumers may benefit,” the First | 


gain in man-power output through- 


Dealers Sponsor 
L. A. Contest for 


Young Mechanics 
LOS ANGELES.—Bob Steele and 





Hugh Quon were the Washington 
High School pupils who won first 
place in the sixth annual trouble- 
shooting competition sponsored by 
the Los Angeles Dodge Dealers As- 
sociation and the Los Angeles 
Board of Education. 

The two boys received congratu- 
lations from Bert McFadden, presi- 
dent of the association, and B. 
Gordon Funk, of the Los Angeles 
school system, for diagnosing and 
correcting 11 engine faults in the 
record time of 28 minutes. 

This contest is for high-school 
and junior-college vocational class- 
es to stimulate interest in auto 
mechanics. 

This year, Dodge-Plymouth deal- 
ers of the area provided cars for 
each of 35 two-contestant teams. | 
The “faults” were placed in the en-- 
gines by service representatives and | 
involved transmission controls, and | 
fuel and electrical systems. 


| 





Indoor Weathering— 


Dr. Roger Saur, of the General Motors 
Research Laboratories, inspects paint 
samples under test in “Little Florida,” a 
device which weathers paints, enamels 
and lacquers in one to two weeks—one- 
twentieth of the time normally required 
under outdoor test conditions. 


most industries there are no reliable 
data on this factor. To tie wage 
rates to an assumed national rate 
of productivity would therefore be 
unrealistic and most unfair to those 
firms that do not measure up to 
the national average. 


“In the final analysis, there is 
no justification for linking wages 
and productivity by a rigid for- 
mula since higher average output 
per man-hour results not from 
more effort on the part of labor 
but principally from capital in- 
vestment in new tools and the 
increased use of mechanical 
power... 


“Over the decades, labor has 
shared fully in gains made by 
American industry. Since 1900, real 
wages have kept pace with in- 
creased productivity which has al- 
most trebled because the use of 
modern tools has enabled workers 


| to turn out more goods in fewer 


hours. 

“The amount paid out in employe 
compensation last year was about 
22 times as much as was distrib- 
uted in dividends to stockholders— 
the owners of American business 
enterprise. While the proportion of 
wages and salaries in the country 
increased from 61 percent of total 
disposable income in 1929 to 80 per- 
cent in 1953, aggregate dividends to 
stockholders declined from 7 per- 
cent of the total to less than 4 per- 
cent.” 


GM Research 
Moves Florida 
To Michigan 


DETROIT. — General Motors re- 
searchers have built a “Little Flor- 
ida” that weathers auto paint 20 
times faster than nature and 
promises to give new clues to keep- 
ing cars shiny longer. 

Dr. Roger Saur, senior physicist 
on the project, explained that the 
apparatus has been dubbed “Little ’ 
Florida” because it wears the gloss 
off car paint in a week or two. 

Ordinarily, he said, nature needs 
six months to a year, even in severe 
weather, to dull a car. 

With the new device, he pointed 
out, an experimental lacquer or 
enamel can be changed at once if it 
shows signs of “chalking” quickly. 

Tests at GM’s Florida test field 
near Miami and other sites have 
shown sunlight and dew to be the 
worst enemies of a car’s showroom 
shine. 

The new weathering device, Dr. 
Saur said, will help GM researchers 
study the chemical’ reactions that 
take-place during this process. As 
a result, he added, even more weath- 
erproof finishes than are obtainable 
today may he devised in the future. 
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After 2,956,849 in First Half .. . 


Car, Truck Output Estimates 
By Automotive News 


PASSENGER CARS 
(U.S, PRODUCTION ONLY) 


Week 

Ended 

duly 3, 
1954 


CHRYSLER. .................... 


GENERAL MOTORS .. 57,450 
Chevrolet o........00.000..... 28,700 


AMERICAN MOTORS 2,015 


Total Cars, U.S. ........111,354 
*Revised 


Same 
Week, 
1954* 


24,805 
2,791 
2,651 
6,317 

13,046 

32,547 

24,632 
1,000 
6,915 

51,023 
9,247 
1,970 

25,800 


Week dan. 1 


Ended 
June 26, 
1954* 


15,951 
2,205 
934 
3,121 
9,691 
34,782 
28,530 
7134 
5,518 
59,731 
11,005 
2,786 
29,404 
10,311 
6,225 
1,962 
818 
1,144 
553 
323 
230 
667 
240 


Total 
dune, 
1954 


67,931 
1,627 
4,740 

11,837 

43,727 

152,247 

126,537 
2,882 
22,828 
263,223 
48,742 
12,286 
129,956 

43,901 

28,338 
8,629 
3,674 
4,955 
2,497 

943 
1,554 
2,742 
6,255 


to 
duly 3, 
1954* 


385,112 
57,253 
37,599 
69,142 

221,118 

939,002 

161,428 
28,530 22,359 

129,376 155,215 

1,565,900 1,549,949 
281,714 290,656 

63,737 62,867 
786,950 772,018 
199,309 227,514 
234,190 196,894 
157,928 51,023 

50,892 14,724 
107,036 36,299 

44,676 14,105 

19,692 5,335 

24,984 8,770 

60,648 18,423 

99,081 43,199 


710,416 
102,651 

74,422 
185,496 
347,847 
677,372 
519,466 


113,886 503,524 3,316,021 3,000,813 


COMMERCIAL CARS 
(U.S. PRODUCTION ONLY) 


Week, 
1954* 


5,195 
142 
50 
1,616 
35 
4,311 
1,746 
906 
278 
178 
239 
248 
464 


232 
15,640 20,010 89,385 646,043 564,440 


Total Trucks, U.S...... 19,069 
Total Cars, Trucks, 


Jan. 1 
to 
duly 3, 
1954* 
184,554 
1,812 
2,025 
47,800 
867 
167,311 
46,875 
56,018 
3,550 
5,488 
6,916 
5,634 
32,360 


3,230 


dan. 1 
to 
July 4, 
1953* 


216,124 
4,377 
1,395 

60,814 
1,017 
130,702 
71,838 
62,719 
6,211 
8,729 
25,553 
7,946 
40,663 


7,955 


Week 
Ended 
June 26, 
1954* 


6,290 


Total 
June, 
1954 


28,359 
306 
351 

7,978 
19 
26,073 
6,018 
9,073 
633 
759 
1,012 
730 


1,693 7,642 


89 382 


130,423 131,882 133,896 592,909 3,962,064 3,565,253 


Total Cars, Trucks, 


8,512 


Grand Total 
Cars and Trucks, 


6,574 32,761 271,906 252,700 


U.S. and Canada....134,373 140,394 140,470 625,670 4,233,970 3,817,953 
*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 


N.B.: All U. S. totals include cars and trucks for military orders. 





Industry-F TC Discussions 
Proposed by NADA 


(Continued from Page 1) 


Justice was to be primarily that of 
the prosecutor. 

“The commission, on the other 
hand, was meant to practice pre- 
ventive law through administrative 
and regulatory activities as well as 
by the initiation and conduct of 
adversary proceedings. 

“The commission should arrive at 


Truck Output 
Production through July 3: 

1954 Pos. Make 1953 Pos. 
1—184,554 Chevrolet 216,124— 1 
2—167,311 Ford 130,702— 2 
3— 56,018 Inter’! 62,719— 4 
4— 47,800 Dodge 60,814— 5 
5— 46,375 GMC 71,838— 3 
6— 82,360 Willys 40,663— 6 
I— 6916 Stude. 25,5538— 7 

White 1,946— 9 
Reo 8,729— 8 
Mack 6,211—10 
Diveo 1,895—12 
Diamond T 4,377—11 
1,017—13 
7,965 


646,043 





a decision only after thorough ex- 
ploration of all factors bearing up- 
on the particular problem. 

“The heart of the commission’s 
work, as an expert body, is its fact 
finding.” 

x * os 
Tavs, time is required, as well 
as money, and to pursue any, or 
all, of the bills now calling for FTC 


~| action would mean obtaining con- 


gressional appropriations of cash. 
And that is easier said than done 
these days. 

This latter would assume that 
FTC made a favorable report to 
the House and Senate commit- 
tees, impressive witness testi- 
mony had been heard, and Con- 
gress had passed the legislation. 
Therefore, it’s a long, slow road 
ahead, unless by a detour, such as 
the proposed tripartite session, can 
be found. 


Studebaker for Lawson 


Studebaker has named Lawson 
Auto Service as its dealership in 
Biloxi, Miss. Charles C. Lawson, a 
veteran of 25 years in the auto 
business, is the proprietor. 


Car Turnout Reaches 
Three-Million Mark 


(Continued from Page 1) 


car production last Wednesday 
(June 30) and will not resume until 
Aug. 16, “or thereafter.” 

The firm will continue to pro- 
duce commercial vehicles, how- 
ever, and at a higher daily rate. 

A company spokesman refused to 
comment on reports that car out- 
put will remain down until 1955 
models are introduced. The move 
resulted in the layoff of 1,500 work- 
ers, leaving the work force at 6,100. 

* ” * 


pacsaeD also is down, having 
closed last Monday (June 28) 
for two weeks to allow the firm to 
begin making its own bodies at the 
plant which it recently leased for 
five years from Chrysler Corp. 

As assembly lines ground to a 
halt last Friday (July 2) all au- 
tomobile plants began a virtual 
shutdown for three days. All 


Old to New 


Book Tells How to Restore 


Antique, Classic Cars 


CHICAGO.—“How to Restore An- 
tique and Classic Cars” has been 
published by the Popular Mechanics 
Press, 200 E. Ontario St., Chicago 
11, Til. 

The $3.50 volume tells of some of 
the magic restorations of the dream 
cars of yesterday. The book’s 190 
pages are profusely illustrated with 
step-by-step restorations and before 
and after pictures. 


In the book, practitioners of the 
hobby reveal secrets which they 
learned by expensive trial and error 
experimentation. Rube DeLaunty 
and Jack Brause tell how they re- 
store cars for the Chicago Museum 
of Science and Industry. 

The volume covers engines, 
bodies, leather upholstery, springs, 
tires and tubes, and painting. 

There is a directory of suppliers 
of material and parts, and a list of 
car clubs. 


CLASSIFIED WANT AD DEPARTMENT 





firms gave long July 4th holidays. 
Some will not return to work un- 
til Wednesday (July 7). 

The Big Three last week account- 
ed for 95.7 percent of car produc- 
tion, compared with 96.9 percent in 
the week earlier. GM built 51.6 per- 
cent, compared with 52.4; Ford 
Motor turned out 30.2 percent, 
against 30.5, while Chrysler dipped 
to 13.9 percent from 14.0. 

By week’s end U.S. production in 
1954 amounted to 3,000,813 cars and 
564,440 trucks, compared with 3,- 
316,021 and 646,043 in the like 1953 
period. 

Canadian car and truck totals 
tumbled greatly last week because 
of Dominion Day. Makers closed 
their facilities on both Thursday 
and Friday. 

+ . Oo 

Cts: Lincoln - Mercury, which 

was to take a two-day inven- 
tory at its Wayne (Mich.) plant last 
week, has postponed it until later 
this month . . . The Dodge military 
truck line lost half a day Tuesday, 
all of Wednesday, and it was ex- 
pected that Thursday and Friday 
also would be “down days.” 

Reo output has declined because 
of a military-vehicle stoppage .. . 
Chevrolet last Thursday produced 
its millionth vehicle of the year. 
The milestone vehicle included U.S. 
and Canada output of both cars 
and trucks. 


Auto Stocks 


June June 1954 

30 23 High Low 
Am. Mtrs. 115% 12% 14% Il 
Chrysler 65 68% 66% 56% 
GM 72% 71% 13% 58% 
Kaiser 2 2 2% 2 
Packard 3% 3% 4% 3% 
Stude. 18% 19% 23 14% 
Average 28.88 28.67 


Compiled from reports of trading on the 
American and N. Y. Stock Exchanges. 


car. 


Advice on Cleaning 


Mild soap and warm water is all that’s 
needed to clean leather upholstery, is the 
advice of Upholstery Leather Group, Inc., 
whose member organizations supply ail 
the leather for the auto industry. Experts 
advise against the use of harsh detergents, 
oils or bleaches which might hurt the 
leather's finish. 


General Eyes Sale 
Of Crosley Dies 


For Israeli Use 


AKRON. — Neither General Tire 
& Rubber Co. nor any of its sub- 
sidiaries is now, or in the foresee- 
able future, planning to enter the 
automobile manufacturing business, 
William O’Neil, General’s president, 
stated last week. 

O’Neil denied a report from Cin- 
cinnati that either General Tire or 
Aerojet-General Corp. would manu- 
facture the Crosley car in Israel in 
a deal with Abea Investment De- 
velopment Co. for Israel, Inc. 

“We discontinued manufacture of 
the Crosley midget cars in 1952 
when we acquired the Crosley 
plants,” O’Neil said, “and we have 
no plans for entering the automo- 
bile manufacturing business now.” 

O’Neil acknowledged, however, 
that Aerojet General was negotiat- 
ing with the Abea company for the 
sale of tools, dies and machines 
used in the making of the Crosley 





Reaching an estimated 150,000 readers engaged in all branches of the automotive industry from Maine 
to California. RATES: TWENTY CENTS (20c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 
10c PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at regular rates. Add One Dollar ($1) per 


insertion for 


use of a box number, in 


of Automotive News. Replies to Box Number ads: are forwarded to the advertiser, unopened, the same 


day received. Display ads: $11.20 per column inch, per 


OF PUBLICATION DATE 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


OTR ae ar rele to 


AUTOMOTIVE NEWS 


HELP WANTED 


GENERAL SALES MANAGER. Large 
Ford dealership in midwest metropolitan 
city. Must be thoroughly experienced in 
all phases of automobile business includ- 
ing sales, service and management; cap- 
able of assuming full responsibility of 
volume operation. Top salary. Write giv- 
ing full resume of background, qualifica- 
tions, references and salary desired. Box 
3916, c/o Automotive News, Detroit 26. 


WANT TO LIVE IN VERMONT? Town of 
15,000 population, handling Lincoln-Mer- 
cury, needs services of working sales 
manager. Good basic salary plus override 
on cars sold. Must be thoroughly experi- 
enced. This is definitely an opportunity 
to become associated with a fast grow- 
ing dealership that can provide a pleas- 
ant way of life as well as a good annual 
wage. Box 3915, c/o Automotive News, 
Detroit 26. 

AUTOMOBILE SALES MANAGER. Excep- 
tional opportunity for young, aggressive 
sales manager for one of New Jersey's 
largest Ford dealerships. Salary and per- 
centage of net profit — no investment. 
Must be in good health and neat ap- 
pearance. Must how to operate a 
volume operation. All replies strictly con- 
fidential. Box 3899, c/o Automotive News, 
Detroit 26. 


insertion. 


HELP WANTED 


WANTED — MOTOR EQUIPMENT SUPT. 
Beginning salary from $7,100 to $7,700 a 
year depending upon training and experi- 
ence. Annual increases are automatic. 
Manage municipal garage. Motor vehicle 
fleet maintenance required. Position open 
to residents of Michigan, Illinois, Iowa, 
Minnesota and Wisconsin. Applications 
will be accepted until the needs of the 
service are filled. Write Personnel Divi- 
sion, City Hall, Madison 3, Wis. 


SERVICE MANAGER. Large Ford dealer- 
ship, midwest metropolitan city, has open- 
ing for top flight, experienced service man- 
ager to assume complete management 
responsibility of large service operation. 
New, modern buildings and facilities. 
Must be able to manage and supervise 
personnel, deal with public. Excellent 
salary. Write, giving detailed information 
relative to qualifications, background, 
age, and salary expected. Box 3917, c/o 
Automotive News, Detroit 26. 

EXPERIENCED AUTOMOBILE sales man- 
ager—age 30-50. Dodge-Plymouth in city 
of 150,000 population, eastern state. One 
dealer town, 750 units per year. Box 
3914, c/o Automotive News, Detroit 26. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS' READERS 


Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 


. Your reply will be de- 

advertiser is one you have 
otherwise it will be forwarded 
to the advertiser. 


CLOSING: SIX DAYS IN ADVANCE 


| 
| 
| 
= 
| 


HELP WANTED 


VIBRATION ENGINEER for interesting 
assignment on automotive problem. Pref- 
erably with advanced degree or experi- 
ence. Acoustic background desirable but 
not necessary. Ideal working conditions. 
Excellent facilities and equipment. Call 
or write T. S. Hancock, General Motors 
Hag Grounds, Milford, Mich. Mutual 
4-1215. 


SERVICE MANAGER—Anbitious, anxious 
for opportunity to heal ailing service de- 
partment. Presently doing one thousand 
monthly. Should be three thousand plus. 
Great opportunity for right man. Central 
New York Chevrolet dealer. Population 
fifteen thousand. Box 3861, c/o Automo- 
tive News, Detroit 26. 


POSITION WANTED 


OFFICE MANAGER - ACCOUNTANT de- 
sires change. Have been secretary-treas- 
urer of a very large Cadillac-Oldsmobile 
dealership for 11 years. Prior to this 
position, was with large Chevrolet dealer 
8 years. Thorough knowledge of dealer- 
ship operation, daily operating control, 
forecasts, business management. Prefer 
southern or southwest location. Box 3923, 
c/o Automotive News, Detroit 26. 

ACCOUNTANT AND BUSINESS manager. 
Experienced in volume operation. Soler. 
healthy, married. Can relieve dealer of 





















































a x 1 anes) ry rs es cn 
: : * 
es a S 5 é 
a : pole ; i 
! aa 4 # 5 v S : s 
J . i A ‘ 5 s : 
= . = ae = s y ° 2 ea ra 
. * b , . > . 2 ners ‘ he 
i Z : eh s . " 
- * a é 
4 F i 
es 
zs ‘ oS 
N : ' 
’ , 
F ‘ 
A i ae: Pa é % * si a < 2 a 
c f f * rs - ff So es 
x e F 3 i i i * 3 is - : is id ‘ a : i ae 
e x 3 Eo . t 3 E 4 
Sc cs ” cs oy Eo 
oF =! h: 4 ae 
a * : i ES * a i 2 5 Sees pe es tea 
hi Ps i . * . : 2 iF 
a x x rs i - 3 ‘ a v er pee ql 
P| ba bs % 
bd ct * -* re * ~ * gs 
a re “ . ki . 4 i a Ss 
e ty Fi a e i . 
a , be os y . 
: j a] 
Fi . a : FI : ‘ 
a Fe : ae ‘ 
\ ; ‘ 5 
. oi 
4 “ - 
" a , p 3 ° 
. 7 lk f = 
ps 7. 5 E 
i 9 * x : i ied * ‘ : 
. P eee 5 : “ sa 
Ss is os rs if a i 
ie ‘ * * 
- 5 * 
eS * > ey 
. i x s cee 
« a < 3 
. et © 
. hap ny 
. - 
= * in a me 
n . - 
bi r 
: 7 ‘ 
i ie J 
i) 
} : Pi . 
A x . : 
fi 
o 
. bs . 
o 
. re “a } 
A F Ee o : 
Ss 2 i a i i ; a s 
es a a ‘i el 
F a 3 ae 
u 2 ie i 7 fe 
. 7 : 
. ‘i a e 
ra oa i 2 i ae . 3 a 
- ae g : 
z 5 3 + 
t 1 = a fi 
a a * be \ & . oe x 
c “ Ny s : i 
et : 4 
i S i f 





POSITION WANTED 


DMINISTRATIVE ASSISTANT. Ambi- 
us young man with broad sales, ad- 
ministrative, agency background, seeking 
ociation with aggressive dealer in De- 
oit or area. Have reached top of pres- 
ent firm as branch manager and must 
change to advance further. Salary 
as important as future. I know what 
auto business is and I would like to 
return to it. College degree and very best 
references. Please, just an interview. Box 
1921, c/o Automotive News, Detroit 26. 
RVICE MANAGER. Can please Lincoln- 
Mercury owners with the operation of 
their cars and satisfy them completely 
ith the way their service requirements 
are handled. Can conduct an efficient 


fellowman. Can get factory approval. 
Box a c/o Automotive News, De- 
troit 


CE AVAILABLE. Auto loan ex- 
cutive available. Twenty years’ finance 
company and bank experience. Capable 
of managing and developing auto loan 

p or complete installment consumer 
eredit dept. Box 3919, c/o Automotive 
News, Detroit 26. 


[EVROLET PARTS MANAGER, now 
lemployed, desires position with aggres- 
sive dealership. Age 33, married, 2 chil- 
d 15 years’ experience as parts man- 

of medium and large Chevrolet 
dealerships. Best of references. Box 3922, 
/o Automotive News, Detroit 26. 


SIRE POSITION AS general manager— 
Ford or Lincoln-Mercury dealership, 500 
to 1,000 car potential. Midwest location 
preferred. 25 years’ experience in all 
phases of the business last four years. 
Partner in a dealership handling 5 million 

average total sales per year. Box 
c/o Automotive News, Detroit 26. 


IED CAR MANAGER. 15 years’ experi- 
mce. Hard worker, sober and reliable; 
volume producer; good references. Prefer 
@ good location in the south or middle 
west. Box 3910, c/o Automotive News, 
Detroit 26. 


DEALERSHIPS AVAILABLE 
33,000, one major three; 
gales-service gross $336,654 a year; show- 
pom, fully equipped garage, bldg. 50x150; 
basement, rent 11, lease, eastern city; 
; ., Brokers, Cleveland, 


DLING CHRYSLER - PLYMOUTH — 
Kansas. Established 1929. Fine building 
and used car lot at low rent—now net- 
ting about $2,800 monthly. Sell all or 
half — depreciated value $35,000. Will 
carry back part. Write 3924, c/o Auto- 
motive News, Detroit 26. 


ERSH HANDLING DeSoto-Plym- 
outh—northern Ohio town, 20,000 pop- 
ulation. Always money maker. Takes 
about $15,000 for parts and equipment. 
Reasonable lease. New building. Box 
3925, c/o Automotive News, Detroit 26. 


ORIDA EAST COAST; agency handling 
Pontiac. Located in most promising area 
in Florida. No used cars or accounts re- 
ceivables. Selling to handle larger deal. 
Long, reasonable lease on modern build- 
ing. Must have factory approval. Box 
3927, c/o Automotive News, Detroit 26. 


going 
service sales. This 
Studebaker, can be 


with good parts and 
dealership, handling 


Men‘ 
Ave. E. Ensley, 


JENERAL MOTORS DEALERSHIP in 
southern California beach town—averag- 
ing $75,000 per month. Priced to sell. 
Wonderful place to live. Box 3906, c/o 
Automotive News, Detroit 26. 


ERSH HANDLING PONTIAC in 
Wisconsin — 300 car potential. Trading 
area 10U,000. Excellent location and lay- 
out on Main Street including adjoining 
'used car lot. No receivables or used cars 
to buy. Approximately $35,0Uu0 will 
handle. 3911, c/o Automotive News, 
Detroit 26. 


RSH HANDLING CHEVROLET 
in central Arkansas. Good trade territory. 
Complete modern building and equipment. 
Experienced staff. Average 200 new units 
per year. Approximately $40,000 will 
handle deal. Building can be leased or 
bought. Box 3933, c/o Automotive News, 
Detroit 26. 


DR SALE OR LEASE—Completely equip- 

ped auto agency, Rhinelander, Wisconsin 

heart of north woods. Building five 

years old, ‘‘Big Three’’ franchise. Avail- 

able to qualified party. Box 3934, c/o 
utomotive News, Detroit 26. 


D ERSHIP HANDLING Chevrolet and 
Oldsmobile. Idaho town of 10,000. Parts 
hand accessories at inventory. Equipment 
t book value. Fine building with good 
. Box 3935, c/o Automotive News, 
Detroit 26. 


DLING CHRYSLER - PLYMOUTH — 
Western New York City of 44,000 with 
'80,000 draw. 1953 volume of $750,000. 
Owner wishes to retire. Will sell for in- 
ventory. Box 3926, c/o Automotive News, 
Detroit 26. 


[IRSHIP HANDLING Chevrolet and 
) Oldsmobile in eastern Penn. community 
of 5,000. Complete modern building and 
equipment. Experienced staff. Excellent 
: ear facilities. 1953 volume over 100 
“units. No used cars or receivables to 
buy. Selling to handle larger deal. Box 
3872, c/o Automotive News, Detroit 26. 
[FORNIA AGENCY handling GM dual. 
Located in one of the richest, productive 
agricultural areas in the state. Inventory 
only. Jack L. Davis, 530 E. 
isalia, Calif. 


EN BUYING or SELLING 


an 
K\UTOMOBILE DEALERSHIP 
Consult a Specialist 


LEO J. KLEM 


2 Fisher Bidg. Detroit 2, Mich. 
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DEALERSHIP WANTED 


FORD OR CHEVROLET DEALERSHIP; 
200 unit franchise. Wanted by young, 
former dealer. Adequate capital; factory 
approved; consider working interest. Will 


City, Newark, Detroit, Chicago or Cleve- 
land. Ready to purchase immediately. 
Thoroughly responsible and experienced 
individual. Strictly confidential. Box 3931, 
c/o Automotive News, Detroit 26. 


CHEVROLET — 200-350 units. Must have 
good, growing potential. Am approved, 
a op an ae Strictly confiden- 

> » ©/O Automotive News, 
Detroit 26. 

DEALERSHIP WANTED. Chrysler or 
Ford; Miami, Detroit or Chicago. Factory 
will approve. Confidential. Box 3932, c/o 
Automotive News, Detroit 26. 


WANTED 
FORD—GM SINGLE POINT 
DEALERSHIP 


400 units or more. Have liquid cash. Factory 
approval in writing. Sell to your best ad- 
vantage tax wise. All inquiries will be an- 
swered confidentially. 


Box 3938, c/o Automotive News, Detroit 26. 


BUSINESS OPPORTUNITIES 


BUSINESS OPPORTUNITY: Dealership 
available handling Ford car and truck 
also Ford tractor and implement, 
West Branch, Michigan. Present opera- 
tors retiring after many years in busi- 
—_ gee re for anyone 

sted. artin Larocque, We: 
Branch, Mich. Phone 640. Ki 


a 

AUTO AGENCY — Exceptionally profitable 
service and sales operation handling best 
GM franchise. Prosperous E. Wis. loca- 
tion. Priced low. Good terms. No. 2468. 
Mutual Business Sales, Inc., 208 S. La- 
Salle, Chicago, Il. 


BUSINESS OPPORTUNITIES 
REGIONAL BRANCH MANAGER 


$11,000 So Sah.es conegt et ae 

0 annual earnings sellin 

servicing SUPERVISION CUSTOMER ton. 
TROL SYSTEMS for new car dealers, Franchise 
available for small investment in some cities 
over 100,000. One week training period in 
Cleveland required. No inventory, lists to 
maintain, or office overhead. rite, wire, 


or call 
SUPERVISION, Inc. 


735 Carnegie “a. Cleveland 15, 


DEALER SERVICES 


TALBOT’S INVENTORY SERVICE, 
8. Woodward, Birmingham, Mich., 
west 4-5355. 


INVENTORY SERVICE 
BUYING OR SELLING A 
DEALERSHIP? 


@ Buy Right @ Sell Right 
Pa quipment 


rts—Accessories—E 
* © A disinterestea certified physical 
inventory save y 


ou money 
DON'T GUESS—BE SURE 
Call or write for service details. 
AUTOMOTIVE INVENTORY 
SERVICE CO. 
10040 Freeland, Detroit 27, Mich., WE 3-6445 


INVENTORY SERVICE 
PARTS, ACCESSORIES & EQUIPMENT 
MODEL, YEAR & OBSOLESCENCE REPORTS 
Fast service rendered 
Call or write for details 
ALLIED INVENTORY CO., INC. 
1916 E. 79th St, Chicago 49, Ili. 


1380 Penobscot Bidg. Detroit 26, Mich. 
WOodward 2-8242 


CARS FOR SALE 


Co! » 1954; R & H Power 
Glide; W.W. tires. Triple carburetor. Al- 
ways the center of attraction. Cost $3,- 
855. Sell for $3,250. Box 3937, c/o Auto- 
motive News, Detroit 26 or call Liberty 
oe. Baltimore, Md. after 6 p.m. 


1930 HUPMOBILE SEDAN, 8 cylinder, 4- 
door, 7 passenger. Very good condition. 
Actual mileage, 48,400. Make offer. In- 
quiries answered. Thomas A. Keefe, R.D. 
1, Latrobe, Pa. 


ATTENTION DEALERS ! ! 


SPECIALIZING IN THE SALE OF 
, EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 
1950-1951 
Plymouths — Fords — Chevrolets 
1 te 500 


MORRIS FREEDMAN 
Sth & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7.2300 SHERWOOD 7-170 


CARS FOR SALE 


SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1953 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
can be delivered to your door regardless 
of location. Phone or write for informa- 
tion: 


Robinson Auto Rental, Inc. 
229 S$. Hensen St. Philadelphia, Pa. 


1. &. Spatig, Used Car Manager 
Sherwood 8-1500 


GRAND RAPIDS AUCTIONS, INC. 
On M2!i—One Half ume west of Grandville, 
ch, 


EVERY TUESDAY 
At 1:00 P.M, Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill" Nagy 
“Michigan's Best"’ 
Phone: ARdmore 6-4720 


DEALERS 
Want Some Money Makers 


1951 — 1952 


PLYMOUTHS 
USED FOR HIRE 


LOWEST PRICES YET 


Centrally located. We arrange 
transportation. 


BENSON AUTO SALES 


9503 Detroit Ave. Cleveland 2, Ohio 
Atlantic 1-3337 Atlantic 1-2000 


AUTO AUCTION 
TIM ANSPACH 
“Midway,” 20 
Albany-Sche sae Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 


| 


WANTED—CHRYSLER 8 passenger, 52 or 
53. Give full particulars and price. Box 
3929, c/o Automotive News, Detroit 26. 


OLDSMOBILES 
WANTED 


Wanted — 100 new, 1954 Oldsmobile 

98 sedans and Cadillacs, preferably 

with Frigidaire. Also 98 Holidays, 

super and 88 sedans. We transport. 

Call or wire immediately. 

Don Pierson—Olds Cadiilac Co. 
Eastland, Texas 


ONE SOURCE FOR 
GM & UMS PARTS 


JOBBER DISCOUNTS 
as high as 50% on 
UMS parts 


DISCOUNTS INCREASED 
ON BUICK PARTS 
60% 

(Example: Buick Mvffier lists at 
$10.00. Your cost only $4.69) 
Send For FREE CATALOG. One day serv- 

allowance 


ice. Special cash on Phone 
Orders. All Shipments C.O.D. 


GORDON BUICK 


| (formerly Robertson Buick) 
1000 S. Wabash Ave. Chicago 5, Ill. 
WaAbash 2-1030 


Attention—Used Car Managers 
Moke sour saad cate sonar te sat SOY quod 
used tires, 10,000 matched sets of used, per- 
fect Good: Firestone, U.S. Royal, G6o0od- 
rich at 75%, off list. 


corse up ta 


640n15 760x115 
820x15 $7.85 


670x115 800x15 
Original tread design deepened, clean, free 
of repairs also large quantities of army 
surplus wood truck ties at low prices. 
ALLIED TIRE SALES 
Broadway and Atlantic Ave. Camden, N. J. 


TIRES FOR SALE 


TIRES—NEW FACTORY SECONDS. Black 
and white sidewall. Truck and 5 
Morrie Bloom, P. O. Box 193, 

3, Ohio. 


TRUCKS FOR SALE 


WRECKERS—USED ONLY eight months. 
1950 Chevrolet 1% ton, factory built 
Hubbard wrecker; 10 ton winch, 
foot cable; fully equipped—§2,000. 1942 
GMC with 1953 engine, new Mustang 
wrecker and bed; power winch—$1,000. 
These trucks are not junk and are ex- 
cellent in every respect. Priced at low 
dollar. Lew’s Service, 4025 Salem Ave., 
Dayton, Ohio. 


ATTENTION DEALERS 
FOR SALE OR TRADE 


2 late model auto carriers. Per- 
fect condition. With or without 
tractors. 


JAMES OTWELL 


Cumming, Ga. Phone 2220 


BUSES FOR SALE 


Inc. 
Philadeiphia 4, Pa. 
BA 2-7605 


SCHOOL BUSES FOR SALE 


immediate delivery 1954 models 
International, 54 passenger 
Chevrolet, 54 passenger 
Ford, 54 passenger 
TRANSIT SALES & SERVICE, INC. 
23 South Street Danbury, Conn. 


ANTIQUE CARS FOR SALE 


BEAUTIFUL, 1907 MAXWELL runabout: 
four, fine, brass lights, good leather, runs 
good, 2 cylinder. Photo on request. Box 
3930, c/o Automotive News, Detroit 26. 


1918 BUICK 4-DOOR touring sedan. Near- 
ly new tires and top. Excellent mechan- 
ical condition. Excellent appearance. 
— Stephens Buick Co., Weatherford, 

‘exas. 


MISCELLANEOUS 


WANT TO INCREASE direct mail activ- 
ity? Addressograph model 2705, model 
80 A multilith. Will sell for 60% off of 
present new price. These are in excellent 
condition, maintained under company 
service contract. Reliable Chevrolet Co., 
Meridian, Miss. 


EASTERN DRIVERS 


AVAILABLE 


Have immediately available, 25 

individuals, now re- 
sid in Ch jo and leaving 
city, who will pick up your car 
in Chicago and deliver it to you 
in any of the following commu- 
nities: San Diego; Los Angeles; 
San Francisco; Portiand, Oregon; 
a Washington; Anchorage, 


Write Assistant Personnel Mgr. 
Otis Clark Company 


110 $. Dearborn St. Chicago, Ill. 


Car Dealer () 


Jobber 1 Insyrance [] 


POTS RS me ee te nme ee me me re cae a ce ee eee come come en 


New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [] or Two Years $14 [] 
for which check is attached [[] or send bill ([] 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


TRADE CONNECTION: 
Truck Dealer [] 


eee w ere es ee ees Meee esenscesaseeseesesenese 


45 


MISCELLANEOUS 


ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Commerce 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


Meet 1.C.C. Requirements 


MOTO-MATIC 
TOW ° GUIDE 


and 
BRAKE-MOBILE 


TOW « PILOT 


with Automatic Brake 


Cannot Be Matched 
At Any Price 


Write Today For 
Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Dept's. 


“Leaders In The Industry” 
Since 1939 


Lick The Bootlegging 


Every time one of your prospects looks at 
an advertisement in which a new car is 
offered by a used car dealer, it costs Loa 
$50.00, even if you eventuaily sell him. 
Your over-allowance is upped that much 
or more, in order to get the deal. 

Even worse, if you lose the deal to the 
bootiegger, you lose your entire profit. 
Further, all of your sales are less profit- 
able, by an unmeasured amount. 

You can lick the bootlegging problem 
however, with the hand-out book, ‘How 
to Buy a Car." Instead of spending hours 
combating the problem on each deal, 
ot salesman merely covers the ints 
in this book and then hands it to the 
prospect to take home. He'll even buy 
one in order to get the inside information 
on how to buy. 


ORDER NOW 


Enclose your check now for at least one, 
you'll buy more, 


JAMES SERVICE 


P. 0. Box 997 New Orleans, La. 


EXCESS SHOP EQUIPMENT? 
Why not sell that extra equipment now 
standing idle in your shop? 

An advertisement in this section is the 
answerl 


AUTOMOTIVE NEWS 


Financial [) 


7-5-54 





The INTERNATIONAL Dealer has what it 
takes to turn more sales his way. He has 
the right truck for every truck prospect. 
He offers the world’s most complete 
truck line—175 basic models from %4- 
ton pickups to 90,000 pounds GVW off- 
highway models. He offers a wide choice 
of gasoline, LPG, or diesel power. 


He out-performs the competition on qual- 
ity. The long-respected INTERNATIONAL 


international Harvester Builds McCormick® Farm Equipment.end FARMALL® Tractors... 


ifs easy when youve got what it takes ! 


reputation for quality earns him more © 
satisfied customers, who stay with him 7 
for long years to come. i 
Franchises are available in a few choice © 
locations. If you are qualified to get into — 
the swim with a winning team, phone | 
your nearest INTERNATIONAL District © 
office. Or write in strict confidence to: 


INTERNATIONAL HARVESTER COMPANY — 
180 North Michigan Avenue + Chicago 1, Illinois d 


Motor Trucks... Industrial Power...Refrigerators and Freezers 4 
Better roads mean a better America 


AL ha: RNATIONAL TRUCKS 


Standard of the Highway 





